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The First Millers Falls Electric Drill 


We are now ready to furnish our new 4’ electric drill to be followed 
by a complete line. There is a big field for it in the hardware trade. 


MILLERS FALLS COMPANY, Millers Falls, Massachusetts 


28 Warren Street 9 So. Clinton Street 
New York Chicago 
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Put Your Store Back of 

This New Idea in Silver- 

ware Merchandising . . 

Created, Sponsored and 

Nationally Advertised by 
the makers of 

1847 ROGERS BROS. 





six often not enough .... 
twelve sometimes too many 


“Pieces of 8” just right 


The “PrecEs OF 8” chest was born out of 
interviews with thousands of housewives. 

From them, we learned that sixes often 
are not enough .. . that twelves are some- 
times too many for the average family. 

Your own customers suggested this idea 
... Wwe created it for them... now we 
sponsor it... mow we are nationally ad- 
vertising it... and we are offering to you 
(free of cost) advertising and display helps 
that will attract to your store every woman 
within your shopping radius. 

It isn’t a question of creating a market 
for “‘PIECES OF 8.”” The market is there... 


right in your own neighborhood ... our 
investigation has proved it. 


All you need do is to tie up with our 
National Announcement of this new and 
wanted set ... tell the housewives around 
you that you can supply it . . . tell them that 
you can furnish it in the gorgeous Spanish 
Treasure Chest, created for us by the 
nationally known artist, W. T. Benda. 


Don’t delay ... time is precious . . . write 
today for the advertising and selling helps 
that you need. Address the Sales Promo- 
tion Department, International Silver Co., 
Meriden, Conn. 


(1847 ROGERS BROS: 











HARDWARE AGE, published weekly by the 1RON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. Y. 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. -). 
25c. each. Vol. 117, No. 24. 


SILVERPLATE 


INTERNATIONAL SILVER CO - 






eee 
ooeeee 
“ss 








— ™ 3 
(Printed in U. S. A $3.00 per year. 





June 17, 1926 





A. Entered as second 
Single copies 


ae 
og 
= 
22) 
4a, 
~ 


June 17, 1926 HARDWARE AGE 3 





Quality counts in fine tools and nowhere is quality Va 

so evident as in these two V & B thoroughbreds. Ba, 

V & B hammers are made from the special V & B c. 

formula vanadium steel, and the handles are of the es 

best, selected second growth, white hickory. ae 
ee 


V & B planes are drop forged—not cast. They won’t 
snap from a fall as ordinary cast iron planes will. 


The patented Vaughan’s Expansion 


Workmen appreciate good tools. That’s why hard- — Wedge firmly locks the handle tight 


and is positive assurance of a tight head 


ware dealers find V & B tools big sellers. pene dese 


VAUGHAN & BUSHNELL 


(Makers of Fire Toots 
2114 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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MOR CO 


PIPE WRENCHES 










word-of-mouth 
advertising 


There are plenty of good pipe wrenches 
on the market, but the Morco, because of 
its special construction, is unusually good. 
That means it is bound to get talked about. 
The store that sells the Morco is automati- 
cally recommended as a good place to buy 
quality hardware. 


You can secure no better advertising than 
the recommendation of your customers— 
not to be purchased—but the natural result 
of selling products of unusual quality such 
as the Morco pipe wrench. 
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Write the nearest office 
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Laman canwrite abelttes Look, 

preach a better SEIMON, or make 

abetler mouse lap than ti hegghbor; 

Chowgh he bulla hi hoe in the Woods, 

the world will make a Ledlen path- 
lo his doar” 


/ 


. 


serstets, Duan aco. MOORE DROP FORGI NG CO. serstee, ne a co 
“scars Springfield, Mass,US — 


New York City 
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330—Wood Handle Sanitary Brush. 
This number made of grey Tampico 
Fibre. A long-wearing, serviceable 
brush that sells on sight. 





Osborn Brushes are 
Profit Makers for 
Hardware Dealers 


Here are a few fast-selling Osborn 
better-wearing brushes for a variety 
of uses. 





Osborn has enjoyeda world-wide repu- 
tation for over 30 years as the maker 
of a better-wearing brush for every 


use. 416—Fender Brush. Made of Pal- 
metto Fibre, heavily filled. Length 
over-all 10’. 





This reputation, plus thousands of ac- 
tive buyers, makes the Osborn 
line a highly profitable one for 
every aggressive hardware dealer. 





THE OSBORN MANUFALTURING LOMPANY eh 
5401Hamilton Avenue Cleveland, Ohio oo chy ood Caine 





Makers of nationally advertised Osborn Blue Handle Brushes and wire wound. Brush part 234" 
diameter—over-alllength 9”. 


Osborn Du-All Mops, Dusters and Polish. 


> 





05— Radiator Brush. 
Made of Black Hair, 
2 rows — length of 
hair 2°—over-all 
length 32’. 





A BETTER WEARING BRUSH FOR EVERY USE 
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Time Sried 


To buy a hack saw blade 
that has been used and 
tested the world over for the 
last half century is buying a 
certainty. 

To buy a blade that you un- 
derstand is just as good is 
buying an uncertainty. 


Tell us of your cutting requirements and let us 


send you sample blades 


Makers Since 1883 














este 


that will do the work. 





(ld Win 





CLEMSON BROS., 


JR) STAR TACK SAW BLADES 





INC, MIDDLETOWN, N. Y. 
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HEN you sell a Dexter you have the sausfaction of 
knowing that you have not only made a good profit, 
but that you have served your customer well; that 

the washer will render a long and Satisfactory service; that 


there will be no “service problem” for you or your customer; 
that the moresuch sales you make the easier sales wiil come. 


Dexter Washers are honestly built, and at the same time 
practical, speedy, efficient—the kind of washers that will 
make friends for you. Dexter dealers enjoy the benefits of 
an unusually liberal and helpful co-operative sales plan. 


May we tell you about it? 


Warehouses at Columbus, Harrisburg, Rochester, N. Y., and Peoria, IIl. 


The Dexter Company—Fairfield,lowa 
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SIMONDS 


Blue Ribbon 


aN HAND SAWS 


Simonds Blue Ribbon Hand Saws 

are made of Simonds own high 

grade steel and are fully guar- 
anteed by the makers. 












Quick 
turnover 
and greater 
customer sat- 
isfaction are 
results that hard- 
ware dealers get 
when they stock 
Simonds Blue Ribbon 
Hand Saws. 


These are high grade saws 
that carpenters, as well as oc- 
casional saw users, are demand- 
ing in greater numbers every day. 


SIMONDS Saw ano Steet Co. 


Established 1832 FITCHBURC, MASS. 


Sell Simonds Saws 
and get your share 
of the saw 
profit. 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 7 


Wilelm them allison achves 
No. 1289 


Mechanism of latch has few parts — 
will not get out of order. 


Rust-proof spring of hard phosphor 
bronze. 3 


Latch bolt has liberal bearing surface 
mek 1G) Mela? -le tet elalela-r-1 ¢-1eli-e 


Other parts—Wrought Steel and 
Stanley Sherardized to prevent rust. 


Long throw of bolt compensates for 
any shrinkage of door. 





No. 1289 Mortise Thumb Latch is 
an unusually attractive and sub- 
stantial piece of hardware. 

It is recommended for all kinds 
of swinging garage doors as well as 
doors of factories, warehouses and 
similar buildings. 

Can be used satisfactorily with 
cylinder lock or night latch. 

Regularly furnished in Dead Black 
Japan, or Bright Japan finish, but also 
made in standard plated finishes. 

Furnished regularly for doors from 
154%4'' to 214"' in thickness but can also be 
furnished for doors up to 3"' in thickness. 
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No. 1289 
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Stanley makes a complete line of 
wrought hardware of the highest quality 


KEEP A CLEAN CUT STOCK 


SELL THE LINE 
This trade-mark is a means of identification 
STANLEY == 


— GW) 
STANLEY HARDWARE 


Pa 
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THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 
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AXES — HATCHETS — HAMMERS — BROAD AXES — ADZES — BUSH HOOKS 
SCYTHES—PICKS—MATTOCKS—GRUB HOESGRASS HOOKS 


SCYTHES 


Hand forged, with CRUCIBLE STEEL cutting edge welded between layers of 
mild steel. Made in All Patterns. 








“Flint Edge” “Blood’s” 





WIDE HEEL GRASS SCYTHE WEED SCYTHE 


“Briar Edge” 


Forged Tempered in Oil 
Sharpens easily 


Holds Keen Edge 


from one solid piece 





high grade carbon steel 


BUSH SCYTHE 





GRASS HOOKS 


These hooks WILL cut grass. They are practical tools that anyone can use effec- 


tively. Hand forged, high grade steel. 





“BLOOD’S IMPERIAL” 


“HAND MADE” “BRIAR EDGE” 


Kelly Axe & Tool Co., Inc., Charleston, W. Va., U. S. A. 
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HAT Is The Basis Of 
The World-Wide and 














Deep-Seated Confidence 
In Files Bearing the 
NICHOLS 5 N 
FILE COMPANY 
Trade Marks 9 

:% fact that 
Millions have 
been sold for 
years and have 


tven entire 


ar 


# 











NICHOLSON FILE Co. PROVIDENCE. R.1..U.S.A. 
~a File for EVery Purpose 


CN. {> 
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Machine Screws 
Stove Bolts 
Tire Bolts 


Jed 


x 


ECUSASUUS Uae 


rx 






SPE 


American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT Len 
225 WEST RANDOLPH ST., CHICAGO, ILL. XK 
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FOR TWO GENERATIONS WE 
HAVE SPECIALIZED 
IN 
WOOD PRODUCTS 





ALSO 
SPECIAL WOOD PRODUCTS 


TO 
BLUE PRINT 
DRAWING 
OR 


SAMPLE 





HARDWARE COMPANY 





RDG. U. 8. PAT. OFF. 


TORRINGTON, CONN,., U. S. A. 
NEW YORK OFFICE 151 CHAMBERS ST. 


Established 1854 Incorporated 1864 
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From Raw Materials to Finished Products 


The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 


entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 
Goods for over 50 years. ' 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 
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It never gives up 


nary padlock. But 


u’ve bought 
ou know that yo 
=. tae protection obtainable. 





rdi 
Cylinder Padlock is the more than an o 


f padlock ever 

born handful o , dlocks are 

—_ > can’t be coaxed or — Sargent Subcylinder. tele for wae 

Twisting, ye ages ——— neo ‘Both the cylinder 

avail. It simply in many Pp : come in a prac- 

excep ag 0 oy oA Padlock on and meee, of aise, shapes and 

Put a Sargen tires, tool- tical va hem at your hardware 

your garage — aed windows. It prices. Sage bo Sargent is on the 

og Rage ‘in * mechanism —— Pegi on write us for descrip- 

inder Lock on y : ive folders. 

See arally +t costs you a little tive Water Street, New Haven, Conn. 

me NT & COMPANY, Manufacturers, ° 
SARGE 


THE Sargent 









RDWARE 


LocKS AND HA 




































































In The Saturday Evening Post 
June 26th 


Sargent advertising will help 
you sell security 


THE padlock advertisement re- hardware to stores that handle and 
produced above is in next week’s feature Sargent goods. 
issue of The Saturday Evening Sell security—Sargent security. 
Post. It is but part of the great Aside from good profits, it is a way 
Sargent advertising campaign con- to secure complete customer satis- 
Stantly appearing in the foremost faction. Write for details about 
magazines—a campaign designed Sargent padlocks and our Co-opera- 
to direct the buyers of locks and _ tive Advertising Service Booklet. 


- 











SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 
New York: 92-98 Centre Street Chicago: 221-223 W. Randolph Street 




















SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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HARDWARE AGE 


ALL Car Owners Buy Hardware 





THE HARDWARE DEALER 


Is the Logical Distributor of Tires and Accessories 


This being the case, consider the following facts. 


Every year sees a large increase in the number of hardware 
dealers who sell tires and accessories. Many of the readers 
of Hardware Age have taken on this line because of the efforts 


of Hardware Age. 


Articles that show the dealer how to handle tires and acces- 
sories with the greatest profit appear in Hardware Age often. 
Stories of what other successful dealers are doing with tires 
and accessories are winning over many dealers who are well 
equipped to distribute this line profitably, for themselves and 
for the manufacturer. 


Advertise your product in the medium that has done and is 
doing so much to convince the hardware dealer of the desir- 
ability of tires and accessories as a line and your advertising 
appropriation will go farthest in RESULTS. 


Tell Your Story in 


June 17, 1926 
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$4.25 per dozen 











“The 100% original 
_~| household can opening 
inte tetenta te machine” 


longer risk cut fingers and 
dangerous infection when 


inhimeaiiii Here’s a chance for dealers to increase profits over the 
kitchen tool counter. The Turner & Seymour Mfg. 
Company has perfected a sales leader in the form of a 
new and different device for opening cans. 
It is called the Blue Streak Household Can Opening Machine. Simply 


turn the thumb-piece and the top is off. Deftly, quickly removes tops 


of flat, round or square cans without 

leaving jagged edges. Staunchly made and | 
lasts a lifetime. Fully indorsed by Good 
Housekeeping Institute and Priscilla 


Proving Plant. 


























Blue Streak Household Can Opening Machine, Master Blue Streak Tite ences cine Bine Seseak Can 
Opening Machine is a real econ- 


Can Opening Machine and the Blue Whirl Egg Beater are 
nationally advertised as the famous Blue Line of Kitchen Products. omy in any kitchen. 


THE TURNER & SEYMOUR MEG. CO., TORRINGTON, CONN. 





ere 








18 HARDWARE AGE June 17, 1926 











merica’s Most Beautifu ocks! 


THE NEW HAVEN CLOCK COMPANY’S 
NEW 


True Time Tellers 


For those seeking unusual Alarm Clocks 


Trae Tune kine 








TOM-TOM 


HEIGHT, 5'4 inches WIDTH, 47% inches 
4% inch cubist dial 
Convex glass Nickel-plated octagon case, 
40-hour movement, back bell 
Intermittent alarm with shut-off, removable springs 


Suggested Retail Price—Plain Dial $3.25 
Suggested Retail Price—Radium Dial $4.25 





GOTHIC 
Tat-Too Jr. Alarm 40 Hour Movement 
WIDTH, 2% inches Bowed Glass 
HEIGHT, 3% inches Russet Bronze Case 


Full Size Gold Dial 


Suggested Retail Price 
Alarm $3.75 
Timepiece $3.00 


Alarms and Watches 
New Haven “True Time Teller’ Alarms and 
Watches are Advertised regularly in ‘The Sat- 
urday Evening Post’ and the “American Mag- 





SQUARE . a 
Tat-Too Jr. Alarm 40 Hour Movement azine. Display your True Time Tellers and 
2% inches Square Bowed Glass : im } 
Full Size Silver Dial French Bronze Case receive your share of the business these Ads are 
Suggested Retail Price 
Alarm $3.25 — Timepiece $2.50 bound to create. 
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CLOCK MAKERS= 
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Hartford “H’”’ Tread Pasian’ et 
Clincher Cords Cords 





Hartford Cords 


Hartford Heavy 
(High Pressure) 


Service Cords 


27 Years of Tire Building Achievement 
—What it means to the Hartford Dealer 


is a steady demand for Hartford. 








It means that Hartford Tires and 


Tubes can be sold with the assur- 
ance that they are made right. That 
they are made by a manufacturer who 
knows the tire business. 


It means that in 27 years, Hart- 

ford has had time to build up a 
system of distribution that is econom- 
ical and efficient. Hartford Tires and 
Tubes are handled by the country’s 
leading hardware jobbers. 


It means that Hartford Tires and 
Tubes are backed by long-estab- 
lished reputation for quality. Car 
owners know Hartford value. There 





bf 


It means that the maker of Hart- 
ford Tires has had time to study 
the exacting needs of every type of 
car and every kind of service. There 
is a Hartford Tire and. Tube for every 
customer’s requirements. 

If you have not looked into the profit 
possibilities of the Hartford Line, get 


in touch with the nearest Hartford 
distributor at once. 









Hartford 


‘A . 
WARTFORD 
, Tires | 











HARDWARE AGE 





June 17, 1926 














MAN 
SAYS: 4 


**You know the hard- 
ware man who ad- 
vertises all the time is the 
hardware man who pros- 
pers all the time—if he 
advertises the right way. 
Saw users quickly and 
surely take the measure of 
a hardware merchant by 
the footrule of his own 
advertising.” 





Ask Atkins to supply you 
with window display mate- 
rial so that you can identify 
your store as headquarters 
for Atkins Saws. 


Send for Atkins Catalog, 
No. 19, second edition, and 
get our prices. 


E.C.ATKINS &,CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Completo Stocks In The Following Cities: 


Atlanta — San Francisco 
Memphis New York Cit Seattle 
Chicago ow Soe 24 Poris. France 


Minneapolis Portiand,Ore. Vancouver, B.C. 


SIS 


MR. HAPPY 





SILVER 
STEEL 




























SAWS 


Oa deed 
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HARDWARE AGE aims to be of ser- 
vice to you in the solution of the 


DEPARTMENTS: many problems incidental to the 
conduct of your business and to 
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able as you make it. It’s up to 





you. 
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The Village Blacksmith 


Finds His Successor x 





“Hardware 1s the 
jewelry of the home” 





™. and Forged Iron Hardware 
by McKinney becomes available 
for every home ! 


2 RC meme 


HE Hammer of the village blacksmith no longer 
beats out hinges and escutcheons, thumb latches 
and shutter dogs for houses of Colonial days. 


But his honest craftsmanship goes on. It has left a 
permanent mark on the hardware of the Nation. And 
McKinney Manufacturing Company is now making 
available hardware of forged iron, continuing the 
tradition of all that is best in the art to which 
the old-time iron worker contributed so richly. 


Appreciation of the charm of forged iron 
hardware is spreading. In every community are 
many who now have, or at some near future 
time expect to have, a personal interest in us- 
ing it for their new homes. 


McKinney has, through the introduction of 
McKinney Forged Iron Hardware, brought 
this entire business to the door of the hardware 
retailer. Through extensive national advertis- 
ing, it has been made known to consumers that 
the actual pieces can be seen at their regular 
hardware store. No more trouble or time is 
needed for either the buying or the selling of 





McKinney Forged Iron than would be required for 
ordinary builders’ hardware. 


You have in McKinney Forged Iron Hardware a 
product which you can carry in stock, schedule easily, 
be certain it will fit perfectly when applied and which 
will bring a large and profitable business. 


One of the first requisites to a larger sale of Forged 
Iron is to have representative samples on display. We 
will be glad to send the complete catalog on as a fore- 
runner if you will but indicate your desire to receive it 
by returning the coupon. 


MAIL THIS COUPON 





Forge Division, McKinney MANuFAcTURING ComPANY 


Pittsburgh, Pa. 


Please send catalog entitled “Forged Iron Hardware by 
McKinney” to 





Address................... 
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HE chain stores and the mail order houses have done one very commendable 
thing: They have educated their customers to pay cash for their purchases. 
. Meanwhile the “Old Line” merchants have gone merrily on their way, carry- 
C hain Stores and ing the credit bag and trying to undo the good work. 
; We do not contend that it is practical in every case for the hardware merchant 
the Cash Habit to go on a cash basis. We do contend, however, that credits can be mate- 
rially shortened, and that they can be placed generally on a better basis. We 
are also convinced that the progressive hardware merchant can gradually force 
the larger part of his business to a cash business without in any way jeopardizing 
that business. 

The sad part of it all is that the over exertion of credit by the regular mer- 
chant merely gives his customer more money to spend with those merchandisers 
who apparently have a higher regard for cash. 

Let’s help the chain stores cultivate the cash habit. 


ERVICE is a wonderful thing—but there are too many expensive whims 
masquerading under the title of service. 
Whenever a so-called service forces the price of a merchant’s goods beyond 


Too Much the price charged by other merchants, it becomes a tax on the consumer; when it 
. cuts down a legitimate profit, it is a tax on the merchant. 
Service Before instituting a new service in your store be sure it is a service. Nine 


chances to one it will turn out to be a luxury or an expense to both your cus- 
tomers and yourself, 

When a merchant gets a bright idea and starts a new so-called service, one 
of two things is sure to happen. 

If it does not add materially to his trade, it becomes a burden. 

If it does add materially to his trade, his competitors immediately adopt it. 
Then there is no advantage in it for the originator, and another item has been 
added to the general expense of doing business. 

The chain store offers but two services—merchandise and price, and the chain 
store appears to be doing fairly well. 


Think it over. 


HARITY begins at home. So do a lot of other things. For example, I was 
talking with a hardware man in West Palm Beach, Florida, and the con- 


versation turned to the high prices of certain Florida resort hotels during the 

A M LS laced past two years. 
° “Yes,” he said, “some of them did charge pretty high prices, but they’re 
Kick getting back to earth now. You know,” he continued, “a man from the North 


came into the store at the height of the winter season cussing Florida and all 
its people because he was being held up on hotel rates. ‘What hotel are you 
stopping at?’ I asked him. He told me, and I couldn’t help laughing. The 
owner of that hotel came from the kicker’s own town. So did the clerk who 
passed on the boost in rates. I let him finish his tirade and then laid the facts 
before him. He calmed down, bu¢ I suppose he still roasts Florida for what 
his home town man did to him when he caught him away from home.” 
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Method of “wire basket” display for small electrical items used by the firm of Platt Brothers, Toronto, Ont., that 
has been a great factor in boosting sales for this concern 


Small Items Counter Boosts Sales 


Platt Brothers, Toronto, Boost Their Turnover of Electrical Sundries by 
Applying a Suggestive Selling Method to the Sale of These Small Items— 
Goods Placed in Wire Baskets, with Prices Plainly Marked 


articles are sold in hardware stores every 
year by up-to-date application of suggestive 
selling methods. 

The best and simplest of these methods has its 
principle embodied in the old selling catch-word ‘Pick 
"em out.” 

And they do. Out of bins, out of wire baskets, out 
of glass cases—out of everywhere where these small 
articles are plainly shown with a price tag attached. 

The merchant who hesitates to freely show his 
goods because he is afraid to make his store look 
like a five-and-ten may be an exception with an excep- 
tional trade, or he may be passing up a good merchan- 
dising opportunity. 


(J) ssi thousands of “less-than-a-dollar’”’ 


Put Price Tags on Wire Baskets 


Platt Bros., of Toronto, found that they made a 
big boost in their turnover of electrical sundries, 
small tools, brushes, etc., in this way. They pulled 
these articles down from the shelves and laid them 
out in wire baskets, with price tags, on tiers of shelves 
of convenient height near the front of the store, 
where customers could see and handle them. 

Immediately their sales jumped, and the best part 
of it was that selling costs did not go up noticeably. 
It turned out that customers sold themselves from 
the open display, and a high-priced salesman was not 
kept occupied in running around to get the small 
items required. 


“You might say that ‘show the goods’ is a motto 
underlying the success of this business,” said one 
of the partners to a representative of HARDWARE AGE. 

“We use the sidewalk, our windows, and the interior 
of the store to let people know we have the goods 
they want. 

“This wire basket idea is one of the best. I notice 
it especially with the electrical goods. Half the people 
that want this stuff don’t know the name of it but 
it’s an easy matter for them to pick it out of a basket 
and hand it to a clerk. 


Sidewalk Used to Good Advantage 


This statement of policy is readily confirmed by 
an examination of the store. Local regulations are 
such that in the district where Platt Bros. hardware 
store is located, it is permissible to use part of the 
sidewalk for display purposes. During the winter 
snow shovels, ash sifters and hockey sticks have 
been shown outside and now the time is at hand for 
roofing, chicken wire, garbage pails and so on which 
will gradually give way to the summer lines. 

The store front is comparatively narrow but full 
advantage has been taken of available space by using 
very deep windows, comparatively narrow at the 
front, and giving a long display toward the rear. 
All the window woodwork is painted a bright yellow 
color, and this coupled with a large and handsomely 
painted sign makes the store stand out among others 
in the block. 
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This Wilmington hardware firm carries one of the most complete retail stocks of automobile accessories in the State 


of Delaware. 


It will be noted that price tags are used in connection with the window displays 


Reasonable Profits and Standard Lines 
Turn Auto Accessories Stock Six Times 


N Wilmington, Del., there is a hardware and auto- 
mobile accessories store, which has concentrated 
so intensively on the latter line that it is now 
known as Jack’s Auto Supply Co. This progressive 
store, which claimed to carry the most complete re- 
tail stock of automobile accessories in the State of 
Delaware, turns a stock that is valued at $75,000 six 
times yearly. 





In the develop- 
ment of its auto- 
mobile accessories 
sales, the com- 
pany has always 
proceeded on the 
policy that rea- 
sonable profits 
and a quick turn- 





SAVOY 


ENTIRE WEEK of 
APRIL 26th 
over were preter- 


able to larger THE SPLENDID ROAD 
profits per item lial de 

and a slower turn. JACK’S AUTO SUPPLY 
Reputable and Phone 7735-3 215-17 MARKET ST. 
standard lines You'll get the best for the least. Full line 
have always been of Ford Parts, Tires, Tubes and Accexsorien. 


carried. In this Garden Tools and Paints 
connection, John 
Rose, manager of 
the accessories 
department, told 
the writer: “We 
have found the 
handling of stand- 
ard lines to be 















highly desirable, especially when the hardware mer- 
chant must depend to any extent on transient trade. 
A stranger entering a hardware store for the first 
time has no way of knowing whether the merchant to 
whom he is talking is reliable or not. The recom- 
mendation of a comparatively unknown and unadver- 
tised line may or may not carry weight. In the case 
of standard ad- 
vertised lines, 
however, the 
dealer’s _reputa- 
tion is not a fac- 
tor in the mak- 
ing of a sale—it 
is the reputation 
‘of the manufac- 
turer that 
counts.” 

In developing 
our automobile 
accessories sales, 
we have always 
found it highly 
desirable to make 
use of the cir- 
culars and other 
dealers’ helps is- 
sued from time 
to time by the 
manuf acturers. 
We enclose these 


ee 








Everybody is interested in the movies, and Jack’s have found it good busi- 
ness to hook up its advertising with the local theater announcements 


regularly in all 
(Cont’d on p. 66) 
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St. Petersburg is a homey city with benches along 


the sidewalks where tired visitors and home folks 
can sit in the shade and rest 


T was over in Ybor City that I ran across W. K. 
Richardson, a jobber’s salesman, who volunteered 
to’ take me on his rounds the following day. 

“We'll go to Clearwater and St. Petersburg,” he said. 
“While I am doing my regular work you can see the 
other merchants in the town. I'll show you a couple 
of the finest places in Florida.” It sounded good, so 
I agreed, and next morning bright and early we were 
on our way headed for Clearwater. It was a beautiful 
ride around the bay, on good roads and through con- 
stantly changing 
scenery. Finally we 
hove in sight of our 
city, and we were 
fain to confess that 
Rich hadn’t  over- 
stressed its beauty. 
Clearwater isa 
beautiful, up-to-date 
little city on the 
Bay, about midway 
between Tampa and 
St. Petersburg. It 
has fine wide streets, 
modern stores and 
hotels which match i 
any in the State. Ae it) 
There is something | 
very attracting 
about Clearwater. 
Its clean, pure air, 
its magnificent view, 
its cooling breezes, 
its beautiful homes, 
and its alluring 


€: 


Tampa and St. Petersburg. 
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Clearwater is a beautiful little city on the bay, midway between 
Its fine, wide streets, modern stores 
and hotels match any in the State 
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Some High Lights on 
CLEARWATER and 
ST. PETERSBURG 


On his tour of Florida the Editor of Hardware 

Age visits these two prosperous Southern cities 

and finds thoroughly up to date and modern 
stores, hotels and homes 


By Llew S. Soule 


promise of good fishing and other sports are bound 
to make an impression on the visitor. Clearwater also 
possesses a good productive back country, which does 
its part in making the city prosperous. 

Naturally I was most interested in the hardware 
stores, and after a brief drive about the streets, I 
started on my official visits. What 1 found rather 
surprised me, even though I was becoming accustomed 
to finding good stores in Florida. There are some 
exceptional stores in Clearwater—stores with well 
selected stocks, good interior arrangement and ex- 
cellent window displays. All were doing a nice busi- 
ness, and there were no complaints. Like other stores 
in Florida they probably had some overstocks due to 
the embargo, but nothing to be alarmed over. I 
visited them all—The West Coast Hardware Co., 
Whitesell Hardware Co., H. G. Smith Hardware Co. 
My old friend Whitesell was deep in the mysteries of 
stock taking, but he took time off to show me over his 
new and well balanced store; H. G. Smith gave me a 
cordial welcome and a fund of information; The West 
Coast boys likewise 
exhibited true south- 
ern hospitality. 
There are some good 
merchandising 
stories in those 
Clearwater stores 
that I am going to 
use in HARDWARDP 
AGE in the near fu- 
ture. 

When Rich had 
finished his work, I 
| ' reluctantly clam- 
| a Clin /t § ft bered into the car 

| and continued our 
trip. Again there 
were good roads and 
plenty of scenery. 
Almost ‘before we 
knew it, the impres- 
sive sky line of St. 
Petersburg was in 


(Cont. on page 83) 
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O dealer in musical instruments ever based his 
sales arguments on the structural features of 
his product; nor has he ever found it neces- 

sary to discuss the relative merits of the various parts, 
or to deliver long dissertations on the acoustical prop- 
erties or natural frequencies of the sounding board, 
etc., in order to clinch a sale. He has always pro- 
ceeded on the basis of results, and his customers have 
never wanted or expected any other method of ap- 
proach. 

After a veritable orgy of home-building, radio is 
today sold on the same basis. The day of that walk- 
ing encyclopedia of electrical terms—the Radio Ex- 
pert—is past, for radio has become so simplified that 
he no longer fits into the 





picture. Home-made sets 
are disappearing, and their 
place in the home is being 
filled by factory-made 
products, many of which 
have but one tuning con- 
trol. These may be op- 
erated as easily as a phono- 
graph is turned on or off. 

The idea that it is un- 
necessary and even unde- 
sirable to have a technical 
knowledge of radio in or- 
der to sell it is held by Z. 
Buckler, manager of the 
radio department of the 
Baird-Swannell Hardware 
Co., of Kankakee, III. 

The stock will average 
about $2,000, with $3,000 
as the high mark, and con- 
sists, as has already been 
stated, of manufactured 
sets, together with acces- 
sories such as_ batteries, 
loud speakers, tubes, aeri- 
als and the like. 

Last year, which was 
really the first year that 
the store maintained a defi- 
nite department, the total 
radio sales ran a trifle bet- 
ter than $26,000, 75 per 
cent of which came during 
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RADIO 
BULLSEYES 
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the four winter months of November, December, Jan- 
uary and February. The most expensive set handled 
proved to be the best seller, 178 sets being sold for 
$12,000 of the total. 

From October to March inclusive the radio sales of 
the Lyford Hardware & Sporting Goods Co., of Tor- 
rington, Conn., run from $2,000 to $3,000. During 
the other six months sales average $300 per month, 
with the lowest monthly volume on record being $100. 
Sets selling at $100 without accessories have the larg- 
est sale, the company’s stock offering a range of from 
$32 to $200. 

Some business has been done on the installment 
plan. The company’s practice is to get a substantial 

down payment, sufficient to 

cover the full price of the 
perishable parts, such as 
batteries, tubes and aerial 
and part of the set, phones 
and speaker money. Ap- 
proximately one-third down 
has been the average ar- 
rangement on such sales. 

Lyford’s store does not fea- 

ture or urge installment 

sales, but is willing to ex- 

, tend this courtesy to re- 
sponsible parties upon re- 
quest. 

For six months the radio 
set purchaser has the priv- 
ilege of exchanging his set 
for another in stock, pro- 
viding, of course, the bat- 
teries, loud speaker, head 
phones and tubes may be 
used in the new set. The 
customer receives a fair al- 
lowance on his old set. 


$4,000 Radio Sales in Four 
Days 

NOME time ago the ra- 

S dio department of 

Graff Bros., Pittsburgh, 

Pa., sold $4,000 in radio 

receivers in four. days. 


Pyramid window display of the type used by G. Y. Fee i 
Schelly & Brother, Allentown, Pa., are an effective 
means of bringing radio to the attention of passers-by 


(Continued on page 79) 
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Paris Casuals 


By Saunders Norvell 


Paris, France, May 23, 1926. 
TRANGE to say, our train got away quickly, 
S and we were soon on our way through the lovely 
land of France. The trees and fields were green, 
and there were wild flowers all along the tracks. Knee- 
deep in the grass, fat cattle chewed their cuds in sleek 
contentment. France looked like a land of milk and 
honey. 
* %* ** 

Having been “called” on the ship at 4 a.m. and 
breakfasted at 4.30, it was a lot of sleepy passengers 
who pulled into Gare St. Lazare at 1.30. We passed 
our luggage out of the windows to numbered porters, 
and soon each of us was on his separate way. How 
seldom, notwithstanding protestations, are the friend- 
ships made on shipboard followed up on landing— 
separate hotels, different plans, other friends in wait- 
ing! 

The strike in London was over. But the franc was 
going down. It was 35 frances to the dollar—less than 
three cents a france. Bankers said francs would go 
lower still. Financial negotiations with England had 
failed. French merchants said business was “rotten” 
——-worse than during the war; no one (except Ameri- 
cans) buying; no sales; enormous expenses; high 
taxes; constant losses. Where will it all end? They 
cursed optimistic Americans who come over and make 
them long, cheerful speeches—easy to talk of Europe 
“adjusting herself’? with frances 35 to the dollar! 


% * * 


Pilsudski has just pulled off his opera bouffe revo- 
lution in Poland. He seems to have lost his nerve at 
the Dictator business. Paderewski has just landed, 
but will go to his villa on Lake Geneva. He will not 
visit Poland this year. 


% + * 


There are too many kinds of Poles—Russian Poles, 
German Poles, French Poles. There are too many 
parties and too many 22 short statesmen. ; 


* * 


I am told there are eighteen political parties in 
France and almost as many in England. Europe is 
suffering from too much talk and too little work. I 
have just run into a three-day holiday—Whitsun, or 
Pentecost. All shut up shop and sit around talking. 
You can’t get your mail or your letter of credit 
cashed. Everybody rushes out into the country. 


* % % 


The moving pictures are almost all American. Some 
of them have the “descriptions” and “conversations” 
both in English and French. The comparison of 
the two is very, very funny. “Oh, you kid!” is “Ca 


va Gamine!” They know our “cinema” stars over 
here just as well as we do. 


* * * 


The Richmond Blues and the Connecticut “some. 
thing-or-other” are all over here in Colonial uniforms, 
marching up and down the boulevards, visiting the 
President of France and making patriotic speeches 
about the ancient friendship between France and 
America. The French are most polite, but they are 
wondering about our little bill that has been pre- 
sented! One needs a sense of humor. 

I saw the “Colonials” thrown on a movie screen. 
They were laying a wreath on the Tomb of the Un- 
known Soldier. The American flags were flying in 
the breeze. There wasn’t a single handclap from all 
that great audience. The scene was accepted in dead 
silence. Then came pictures of the Bretons, Breton 
sailors who had received life-saving medals, and there 
was a loud burst of applause. 


* %* 


The hotels are crowded and have pushed prices up 
to the limit. You can actually get hotel rooms as cheap 
in New York. In New York you can keep warm, but 
in Paris you freeze. On April 15 heat is turned off. 
After that date, regardless of the weather, you can’t 
compel them to heat up. This has been the coldest, 
wettest, latest spring on record. There has been no 


spring business. 
* # * 


Here’s a tip I got from an Englishman: The French 
railroads are mostly owned by the Government. At 
almost every large station is a railroad hotel, also 
owned or ¢ontrolled by the Government. The Govern- 
ment has so much red tape and is, therefore, so slow 
that, as the franc has gone down, it has not ad- 
vanced prices in its hotels. Consequently you can 
get good rooms at 30 or 40 francs, or from 90c. to 
$1.20 a day. I found this Englishman was right. 
However, they will only let you have a room for two 
or three days as they hold them for transients— 


funny, eh? 
¥ ¥% % 


Every passenger list of arriving steamers is pub- 
lished in the American papers in Paris. It is inter- 
esting to read these lists. Out of every hundred names 
you find one real American name—the Vanishing 


Race! 
* * + 


The American banks over here are a blessing. They 
do anything and everything for you, from cashing a 
check to getting theater tickets and stamping your 
mail. I can’t see how their service pays. Their em- 
ployees won’t even take a tip. You can get money on 
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your letter of credit in about three minutes by the 


watch. 
* ¥ * 


I once tried a French bank. A man in livery took 
me to a certain window. I was asked what I wanted 
—how much, in what denominations, what was my 
name, my address, my letters of identity. Then I 
signed a long questionnaire, was given a number and 
led by another liveried attendant to a large room, 
where I sat down. I waited thirty minutes and then 
went back to the window. Oh, yes, my number had 
been called, but as I did not know my number in 
French, I was not aware of that fact. I sure would 
like to see Henry Ford run a French bank. How he 
would cut down overhead! 


* * * 


However, when you go to American banks, see 
American movies and meet only Americans in the 
hotels, you really don’t know you are in France. When 
I get peeved about anything in France, I always re- 
mind myself that this country really belongs to the 
French and that I am only a guest. Now imagine 
New York crowded with Frenchmen buying the best 
of everything and simply throwing money around. I 
said, imagine it! 

* * * 

“Paris is devine:”!!! Anita Loos, who made that re- 
mark in “Gentlemen Prefer Blondes,” has just arrived. 
Anita knows Paris—that is—hotel Paris. I read that 
book when it first came out and thought of reviewing 
it in one of my articles, as I did “The Private Life 
of Helen of Troy.” Iam sorry I didn’t. I knew “Gen- 
tlemen Prefer Blondes” would: make a dent in Main 
Street. It did. Anita has cleaned up $100,000 on it. 


> + 


Since starting this letter, the franc has gone up 
to 29 to the dollar. The Americans in Paris have 
started a movement to “save the franc.” But you 
ought to see the American women tear their hair 
when they see the franc advance. One woman told 





HARDWARE AGE 29 


me she had already lost $9 by not drawing on her 
“letter” last week! 
* *% * 

I had to go to a certain address, but did not know 
the way. I took a taxi. The charge was 2 francs (6 
cents). I gave the chauffeur 5 francs (15 cents), and 
he almost had me arrested for being a dangerous 
character ! 

* * * 

I promised to write about conditions in Paris, but 
find this very difficult to do without any New York 
papers. You really know more—and can read more 
—about them in New York than you can here! Most 
of the French papers seem to write.almost entirely 
about horse racing and tennis. 

* * * 


The first week I was here, it was cold and rainy. 
I was sure the French people were very much de- 
pressed. They looked depressed. Then we had two 
fine, sunshiny, warm days. The franc immediately ad- 
vanced, there were three holidays in succession, and 
presto! everybody seemed prosperous and happy! 
* *% * 


Yes, there seems to be a good supply of Lanson 1914 
at 62 francs per large bottle. This is really $1.86. 
Cordon Rouge, Pommery & Greno, Veuve Cliquot, can 
also be had at from 50 francs to 150 francs, according 
to geographical location. One has a guilty feeling 
on seeing people all around you drinking with the bot- 
tles right out on the table. You look about furtively 
expecting Mr. Buckner to appear with a set of pad- 
locks and close up the place. I haven’t seen a single 
hip flask since I arrived! 

On the dining car from the ship, they put a bottle 
of white and red wine on the table so you could take 
your choice. At my table an American and his wife 
first drank the red and then the white! 


* * * 


Next week I must write about the “flea market,” 
a picnic in the woods of Fontainebleau, near Barbizon, 
and how resident Americans live in Paris. 





After the Wedding 


HAD the pleasure this week of attending one of 
| those celebrated June weddings, and, after view- 
ing the many presents, I could not help but think of 
the sales someone had made. I will not try to enu- 
merate all of the presents, but I do remember seeing a 
table lamp, a bridge lamp, percolators, electric toasters, 
a chafing dish, cut glass, silverware and dozens of 
other household items. 

Someone sold these goods and someone made a profit, 
but having had a little experience as a married man, 
I will wager that these presents are only a small part 
of the requirements that will be needed in the home of 
this newly married couple. There will be business for 
the hardware man who is awake when these young 
people return from their wedding trip and start home- 
making in earnest. 

I would like to suggest to every hardware merchant 
that he watch his local newspaper during the month 


of June and clip from it every wedding announcement; 
then, when the young people return, send them a 
letter of congratulations and extend to them the hos- 
pitality and service of his store, suggest to them that 
he would be pleased to demonstrate his electric washer 
or vacuum cleaner in the home at their convenience. 
Most people appreciate this sort of personal thought- 
fulness, and there is no doubt that it will result in 
more business for every merchant who tries it. I 
would also suggest that the list of names acquired in 
this manner be saved and when another year has rolled 
around, send them another cordial letter of congratu- 
lations upon the first wedding anniversary. They will 
consider this another bit of thoughtfulness on your 
part. These little things are just business for you 
but they seem big to these people and they may mean 
more to the dealer than he would believe. 
W. D. Meany. 








UR store was one of those average ones where 
the Boss made a fair living out of it most of 


the time. There were times when he was 
up against it, but he always pulled through, and as 
profits went, year in and year out, he was satisfied. 
We did business on a corner in a western city of 
100,000 people and in twenty years there wasn’t a 
change in the store nor in the method of its opera- 
tion, though there was much change in the locality. 
Old Joe Grimes was grayheaded when I first went 
behind his counter in the days when hardware was 
hardware and before the era of sidelines and special- 
ties. Grimes had just come to the point where he had 
to broaden his business out by adding specialties and 
he was a die-hard when it came to making the plunge. 
At that, he had held off a long time. 

“Bub,” he said to me, “tend to business and business 
will tend to you. I think you are a bright boy and 
I’m going to pay you six dollars a week. I paid the 
last boy only five. I believe in progress; but I don’t 
believe in progress that is too fast and often runs off 
the track. The hardware business isn’t any snap and 
you can’t get rich over night in it; slow and careful. 
I don’t put much stock in the newfangled ideas in some 
of these hardware shops and I’ll be here when a lot 
of them are in the hands of creditors. Work hard, 
be honest and keep your eyes peeled.” 

He patted me on the back in a friendly way. 

The hardware we served up, as I recall it, was of 
the most practical variety. It was strictly 
limited to practical needs of the com- 
munity, quality was the watchword, and 
Grimes stood back of everything he sold. 

It wasn’t a year after Grimes 
first took me on as stock boy and 

assistant clerk that he made 
me a regular counter and floor 
salesman. He put another boy 
to work in stock and in gen- 
eral store work though [ still 
took a hand at unpacking and 
stocking when needed. Now 
and then I used to visit some 
of the other hardware stores 
in our town and saw that they 
were getting ahead of Grimes 
in many ways. Their fixtures 
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were newer, better, displayed goods much better; the 
stores were lighter and their windows were regularly 
changed with varied assortments. It never was pos- 
sible to get old Grimes to make up a real window dis- 
play that had a meaning and an effect. 

He said “good hardware didn’t need fuss and feath- 
ers’”’ and that he wasn’t running a racket store nor a 
variety shop. He guessed people knew good hardware 
was to be had of him and that it didn’t have to be 
proved to them by loud shouting on cards and signs. 

His windows contained little but common hardware 
in boxes and packages, piled up solemnly and left to 
their fate and dead flies for weeks on end. He seemed 
to feel that standard goods in original packages, dusty 
though they might get, served to advertise his wares— 
prices could be secured over the counter. Once in a 
while when he wasn’t around we used to snap up his 
big show window with some misgivings, sweep out 
the dead flies and tear down the old cheap prints. He 
would snort a little bit about it but knew our inten- 
tions were good, and the display would stick—for a 


while. 
It was about this time net I began to think about 
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ith, “Over a lunch coun- 
‘Wily, ter Jimmy and I 
, 1,, once more discussed 
‘'the fortunes of old 
man Grimes” 
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Standard Bin Type Steel Shelving and counter display in the recently remodeled store of the Hudson Supply Co., 


Wilmington, Del. 


This combination, furnished and installed by David Lupton’s Sons Co., Philadelphia, makes a 
very attractive salesroom 


Remodeled Store of the Hudson Supply Co. 
T'ypities Modern Merchandising Practice 


N practically every good treatise on salesmanship 

you will find considerable space devoted to “ap- 

pearances” as an adjunct to selling. A salesman’s 
personality, whether it be pleasing and confidence 
inspiring, or quite the reverse, almost invariably is 
identified with the personality of the firm he repre- 
sents. Especially in fresh contacts is the outward 
and visible an extremely important factor in estab- 
lishing confidence and respect. 

The appearance of a retail hardware store like a 
salesman’s appearance, largely determines the pub- 
lic’s estimate of that particular merchant. If his 
store, in its interior arrangements, typifies the best 
in modern retail merchandising, the chances are that 
he is a good man to do business with; his stock, in 
all probability, is complete and well calculated to fill 
his community’s requirements. If he is located in a 
rural or outlying section, the chances are that his 
stock and service are quite on a par with that of the 
nearby city stores. 


Steel Shelving 


An appreciation of these facts is one of the reasons 
that prompted the Hudson Supply Co., of Wilming- 
ton, Del., to recently remodel the interior of its store 
and install steel shelving of the type shown in the 
accompanying illustrations. The Hudson Supply Co. 
is one of Wilmington’s most progressive hardware 
Organizations, and its steadily expanding business 
may be explained on the ground that it has from its 


inception many years ago always kept in step with 
modern merchandising practice. 
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Special bin fronts are used with this type of steel 


shelving, designed for storing heavy bolts and hard- 
ware in the stockroom 
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Are You Afraid of a Rut? 


By Harry Botsford 


E Americans are gullible folk. Barnum, I 

WV tos hinted as much. We are prone to place 
confidence in bromidic proverbs, catchy 
slogans and tricky phrases. Sometimes possibly some- 
one blessed with super-courage will start a great 
movement, the purpose of which will be to destroy 
and utterly maim and make evident the silliness of 
some of the proverbs that have governed our actions. 
Perhaps a Twentieth Amendment will do the trick. 
As long as I can remember I have heard much talk 
about the danger of the man who gets into a rut; 


I recall the ancient proverb: ‘“‘The only difference 
between a rut and a grave is that the grave is 
deeper.” 


For sheer bunkum this proverb wins all medals. 
Men have harkened to the subtle warning, have de- 
cided they were in a rut and forthwith made a hur- 
ried and hectic endeavor to get out of what they 
call a rut with the result that years and years of 
hard and painstaking work of hand and head were 
destroyed and cast aside as worthless. 


What Is a Rut? 


What is a rut? Perhaps the inspirational moralist 
may tell us in sounding phraseology, but I am in- 
clined to disbelieve and distrust the explanation. The 
common conception is, however, that a man who has 
struggled and battled along one linc of endeavor for 
some time is in a rut. 

The proverbists have overlooked one essential fact 
that is common to all ruts—and that is that a rut 
leads some place—that it is a track, a trail, a path, 
a designated and predetermined route. 

I have known many men who were afraid of a rut. 
As a result they have wasted lives of talent, years 
of hard work. They have tackled jobs of various 
kinds and after working for some time and not get- 
ting ahead at a speedy rate forthwith decided that 
they should give up the matter or else they would 
be in a rut. So, with one fell swoop, they cast aside 
all that they had gained in experience, all the prestige 
gained, threw to the four winds the value of the 
distance they had already covered—and started in 
again and started from scratch, too, and badly and 
sadly handicapped by a lack of self-confidence. 


Self-Same Ruts 


In the meantime others remained blissfully in the 
self-same ruts, absolutely ignorant of the alleged 
danger they were running, and by steadily plodding 
ahead, reached the goal the quitter aimed for and 
missed. They refused to sacrifice their gains along 
the road of life—they just kept on going and going 
and their rut led them to the end of the road. 

Americans are always in a hurry to succeed. The 
sudden rise to fame and fortune, the inspired acci- 
dent, the man who wrestled the wreath of success 
from the hands of Fate—these are the tales that have 


played havoc with sane and normal thinking. And 
yet—if you examine, as I have, the principles and 
tenets that have governed the steady upward climb 
of nationally known individuals, of great commercial 
institutions, of prominent professional men, you find 
that they reached the goal, they achieved the sum- 
mit, not by any sudden burst of speed, not by jump- 
ing out of the rut and running wildly across unmarked 
detours—but they got there by simply forging ahead, 
day after day, doing each day’s work the best they 
could, planning for tomorrow and playing the game 
as it should be played. 


Stuck to Ruts 


Schwab took no short-cuts to the head of a great 
steel making concern: Mitchell stuck to the ruts that 
led him to the head of the biggest bank in the world; 
Montgomery Ward started where the rut was narrow 
and kept on and on; Field and Wanamaker didn’t 
start in at the top—they traveled the road. The 
Wright Brothers didn’t jump into sudden fame by 
a Coast-to-Coast flight—even that first timid jump of 
hundreds of feet with a motored plane was preceded 
by years and years of painstaking experiments—just 
traveling the rut. Henry Ford was content to travel 
the rut; Durant traveled it. Every great writer, 
every great painter, every great surgeon went through 
an apprenticeship period that in almost every in- 
stance was painful, slow—and sure. They all have to 
travel the rut and they are willing to pay the price. 

Young America wants success served up on a 
silver platter—and wants the order filled promptly 
following the giving of the order. Such a mental 
attitude does not make for efficiency in any scheme of 
human endeavor—today our industrial organism is 
suffering keenly because of an increasing lack of ap- 
prentices for the skilled mechanical trades. An 
apprenticeship period is a rut-route and we need to 
be more thoroughly “sold” on that premise. 


Don’t Be Afraid 

Every business, every institution, every individual 
who has been lifted out of the obscurity of a side 
street has reached a species of deserved eminence 
by dint of being and keeping in a rut. During the 
World War plenty of individuals leaped into sudden 
fame as executive timber—but follwing the war, in 
the period of readjustment, these men soon faded 
from the public eye, for we discovered that there was 
no logical substitute for the experience and thinking 
ability that comes of traveling the rut. Consequently 
those who quickly achieved fame lost it quickly. 

Don’t be afraid of the rut! It leads some place; 
the going may not be the smoothest, the temptation 
to crawl out may be great—but the man or woman 
who has single-mindedness, concentration, energy and 
ambition will stick to the rut for they realize that 
it leads into some pleasant places. The sticker is 
usually amply rewarded. 
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The Riley Hardware Co., Richwood, Ohio, cashes in on the idea that the Barnyard Fowl Makes Hardware Cus- 
tomers, and in the season makes a specialty of poultry equipment window displays 


The Barnyard Fowl Makes Hardware Customers 


By Arthur H. Van Voris 


OST farmers are keenly interested in the 
barnyard flock these days and this fact has a 
real import to the hardware dealer so located 

as to serve them. 

Just now the farmer’s hen is a contributor to the 
family budget. 

The market price of eggs is attractive and the farm- 
er who can bring in his basket of eggs every day has a 
worthwhile proposition. Moreover, its a proposition 
for any average farmer. 

Unlike the dairy business, no extensive outlay is 
called for, but, even so, modern methods in poultry 
raising have brought out the fact that a well cared-for 


flock is decidedly more productive. 


Customer Appeal 


The reasonable outlay called for and the attendant 
profit attached to the business is one well calculated to 
appeal to the farmer customers of the hardware store. 

And it doesn’t take much effort to bring these things 
to the attention of farmers as they call at your stores 
for their daily purchases. 

Like all other hardware merchandise, display is 
very effective and a window given over to poultry sup- 
plies will bring you good returns. 

Consider the farmyard fowl for a moment. 

In the winter season, how can she be encouraged 
to eat and drink and how can her quarters be made 
comfortable? 

Sounds almost philanthropic, doesn’t it, and yet, to 


produce well, she certainly must be fed and housed 
with a certain degree of care and attention. 

In the other seasons of the year, good, old Biddy can 
run about the barnyard and meadows at will, scratch- 
ing away and finding ample green stuff to suit her 
fancy. 

But, when things are frozen up, the farmer must 
assist her in this matter of diet. 

One of the modern appliances along this line, a 
device that is inexpensive enough and can be had in 
various sizes according to the demand, is an oat 
sprouter. P 

With this device, the flock can be provided with the 
essential green feed so necessary for all seasons. This 
means better egg production and stronger chickens. 
These oat sprouters are made of metal with several 
pans arranged in a steel rack or frame, one above the 
other and with their perforated bottoms for drainage, 
the very bottom one catches the drippings and they are 
interchangeable. Farmer users claim excellent results 
from their use. 

Constant Food Source 

Then there is the corn sheller. 

One which should find readiest sale on account of 
its low selling price is the hand sheller, which clamps 
onto a box or barrel. 

Thus the farmer, with the corn he raised during 
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Arkansas Retailers Hear of the Cause For. 
“The High Cost of Too Much Volume’”’ 


Twenty-seventh Annual Convention in Session at Little Rock, Featured 

Elimination of Lost Motion and Nén-Essentials—Many Vital Problems Are 

Brought Up and Discussed—W. L. Matthews of Pine Bluff, Elected Presi- 
dent and L. P. Biggs Re-elected Secretary 


Retail Hardware Association, held at Little Rock on May 


\ the close of the twenty-seventh convention of the Arkansas 


20-21, it was generally agreed that its outstanding char- 
acteristic had been the elimination of lost motion and non-essentials. 
The convention was well under way in the first ten minutes of 


the first session. 


and the welcome address were omitted. 


The usual president’s address, secretary’s report 


The president spoke a 


few words of greeting to the membership and the secretary’s report 
consisted of a very brief review of the association business and of 
the convention program. The treasurer’s report was printed and 


distributed to the membership. 


The opening address was made by 
Charles T. Evans, vice-president of the 
Home Insurance Companies of Little 
Rock. The subject of his talk was 
“Why a Convention.” 

The first afternoon session was 
opened by B. Christianson, assistant 
secretary of the Wisconsin Retail Hard- 
ware Association, who took for his sub- 
ject “The High Cost of Too Much Vol- 
ume.” Those who had wondered at this 
rather contradictory introduction were 
greatly surprised when Mr. Christian- 
son pointed out that it was entirely 
possible to procure volume at a loss of 
profits. This was an angle of the mer- 
chandising problem very few dealers 
had understood and Mr. Christianson’s 
talk was given thoughtful considera- 
tion. 

The second talk of the afternoon 
was by Rivers Peterson of the National 
Retail Hardware Association. Mr. 
Peterson’s talk consisted of a demon- 
stration on the floor of the N. R.H.A. 
display table dressed out with a line 
of electrical goods. It is putting it 
mildly to say that the demonstration 
was a complete success. For more than 
an hour Mr. Peterson was kept busy 
answering questions and after adjourn- 
ment the table was the center of at- 








traction until the hall was closed. 

The entertainment for Thursday 
evening was a banquet given by the 
local jobbers and manufacturers to the 
visiting dealers. George L. Turner of 
Turner-Shannon Company, Little Rock, 
acted as toastmaster. The speaker of 


Mi he 





L. P. Biggs 





the evening was Charles H. Plattenburg 
of the Redpath Lyceum Bureau. Dur- 
ing the banquet cabaret features were 
provided by the Florence Newsum 
Baker Studio. 

“Locating the Leaks” or “The Prob- 
lem of the Smith-Jones Hardware Com- 
pany,” was Mr. Peterson’s subject for 
his second talk on Friday morning. This 
consisted of an analysis of the state- 
ment of a hardware store with a view 
of finding a way to eliminate a portion 
of the expenses shown to have been in- 
curred. The success of this talk is 
proven by the fact that when the curi- 
osity of his audience was satisfied the 
luncheon hour had nearly arrived. 

The country’s greatest small town 
merchant was billed for Friday after- 
noon. Otho Mooney of Temple, Okla., 
answered this description. In his char- 
acteristic way he told of the methods 
of the B & O Cash Store in selling a 
million dollars a year for cash. Mr. 
Mooney was hardly able to tear himself 
away in order to catch his train at four 
o’clock. 

At the business session in the closing 
hour the following officers were elected: 

W. L. Matthews, Pine Bluff, presi- 
dent; Ray Merriwether, Paragould, 
vice-president; L. P. Biggs, Little Rock, 
secretary; S. M. Beattie, Newport, 
treasurer. 

The following directors were elected: 

W. M. Mitchell, Morrilton; W. M. 
Luna, Mammoth Springs; H. E. Powell, 
Gurdon; H. E. Lynch, Clarendon; Harry 
Hankins, Monticello; John Hamilton, 
Piggott; C. W. Maxfield, Jr., Batesville; 
H. E. Tobin, DeQueen; G. W. Prom- 
berger, Pocahontas; B. A. Smith, Ft. 
Smity. 

Little Rock was selected as the meet- 
ing place and May, 1927, as the time 
for the next convention. 





Warship Built from Saws Makes Novel Window Trim 


ship and realistic looking light- 
house constructed principally 
from saw blades, with the details sup- 
plied by various small articles of hard- 
ware, attracted a great deal of atten- 
tion while it was shown recently in 
the store of the Midway Hardware Co. 
in St. Paul. 
The store occupies a prominent loca- 
tion and passers-by lined up in rows 


NOVEL window trim with a war- 





two and three deep in front of the win- 
dow to see this unusual display, which 
was designed and installed by Mr. John 
A. Forbes, of Farwell, Ozmun, Kirk & 
Co., wholesale hardware dealers in Sf. 
Paul. 

The body of the boat was made by 
fastening two cross-cut saws together 
and pulling them apart so that the cen- 
ter could be filled with pans and ma- 
terial to hold the saw blades in shape. 





The cabin portion was made of a ra- 
diator humidifier and on top of that 
was placed a drip pan. The smoke- 
stacks are of 3-in. pipe. Portholes are 
shown made of martingale rings. The 
lighthouse is made from wood saws 
fastened to a round disc of wood at 
the top and a wider one at the bottom. 
An electric light bulb, arranged to 
flash every few seconds, was placed in 
the lantern of the lighthouse. 
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Advertising Managers’ Council as elected at the Fifth Annual Conference of Paint and Varnish Advertising Managers’ which was held in Philadelphia 


on June 8. From left to right, 


F. Beatty, Advertising Manager, New Jersey Zinc Co., N 


Y.: William Knust, National Lead Co., N. Y.:; Secre- 


tary, R. E. Mercer, Advertising Manager, Lowe Bros. Co., Dayton, Ohio; chairman, : + Martin, Martin Varnish Co., Chicago, and A. C. Kleberg, 


Advertising Manager, Valentine & Co., N. 


., vice-chairman, 


Paint Sales- Advertising Conference Pledges 
Aid in Tripling the Industry by 1931 


R. E. Mercer New Chairman of Advertising Conference and Willard 
Maston 1926-7 Head of Sales Group—Distribution and 
Advertising Problems Discussed 


ISCUSSIONS of distribution and advertising problems in the 
paint industry dominated the fifth annual Paint and Varnish 


Advertising and Sales Managers’ 


Conference held at the 


Bellevue-Stratford Hotel, Philadelphia, Pa., June 8 and 9. Horace 
S. Felton, Felton, Sibley & Co., Philadelphia, presided as chairman 
of the advertising meeting held June 8, and E. F. Hopper, Murphy 
Varnish Co., Newark, N. J., chairman of the sales managers’ group, 


directed the June 9 meeting. 


R. C. Mercer, Lowe Bros. Co., Day- 
ton, Ohio, was chosen to succeed Mr. 
Felton, and Willard Maston, Eagle- 
Picher Lead Co., Chicago, was elected 
to succeed Mr. Hopper. A. E. Kleberg, 
Valentine & Co., Buffalo, N. Y., is the 
new vice-chairman of the advertising 
conference, and William Knust, Na- 
tional Lead Co., New York City, is the 
new secretary of this group. The ex- 
ecutive committee of the advertising 
group will be comprised of Messrs. 
Mercer, Kleberg and Knust with C. F. 
Beatty, New Jersey Zinc Co., New York 
City, and Wells Martin, Martin Varnish 
Co., Chicago. 

William R. McComb, new executive 
manager for the Save the Surface Cam- 
paign, will be secretary of the sales 
managers’ conference. 

S. R. Matlack, president, Philadelphia 
Paint, Oil and Varnish Club, made the 
official address of welcome to the joint 
conference. 

W. A. Hart, advertising director, E. 
I. du Pont de Nemours & Co., Wilming- 
ton, Del., spoke on methods he used to 
sell the du Pont sales organization on 
the firm’s advertising program, and 
stressed the importance of keeping 
them sold. Stating that only about 25 
per cent of salesmen use promotion ma- 
terial Mr. Hart said, in part: 

“The major approaches which we use 
in selling our advertising program and 








keeping it sold are those which are 
tried and true. There are five, as fol- 
lows: 

“1, Presentation at sales conventions. 

“2. Presentation at group meetings. 

“3. Follow-up by bulletin or letter 
from district managers. 

“4. Personal work in the field with 
individugl salesmen. 

“5. Presentation of selected parts of 
the program by mail to agents and 
prospects. 

“There is little chance of differing 
from other concerns in the methods 
used. We try, however, to present the 
story in as new and persuasive a man- 
ner as possible. In so far we have gone 
off the beaten track in this regard our 
results have been encouraging. 

“Of course the problem is simple in 
a small organization. There the ad- 
vertising man can keep in direct per- 
sonal contact with each individual sales- 
man. He can explain the advertising 
program in detail. He can show the 
salesman how to use the advertising to 
the fullest advantage. That personal 
contact is, however, impossible when 
the sales force is large and scattered. 

“Consequently large organizations 
must find some other effective method 
of impressing its salesmen with the im- 
portance of the advertising program. 
Lack of coordination with the sales ef- 





fort is beyond doubt a distinct adver- 
tising waste that we cannot afford to 
ignore.” 

Waste in Advertising was the next 
topic with outlines by H. C. Bursley, 
Murphy Varnish Co., Newark, N. J., 
and B. A. Fueglein, Peaslee-Gaulbert 
Co., Louisville, Ky. Mr. Bursley as 
chairman of the conference committee 
on waste in advertising led the discus- 
sion, the highlight of his talk being in 
part as follows: 

“For the present, and speaking for 
the committee as a whole, it is our con- 
clusion that one of the chief weaknesses 
of advertising in our industry is in the 
lack of efficient organization which re- 
sults in,our failure to get the full re- 
turn that we expect from our advertis- 
ing expenditure. If you desire a recom- 
mendation from us, it is that you study 
your organizations with a view to fol- 
lowing through all of your advertising 
campaigns, Put a man in charge of 
each major campaign if necessary, and 
hold him responsible for seeing that it’ 
functions. When you get out a window 
display, make the dealers want it and 
show them how to put it up and see 
that they do put it up. Then find out 
what results the dealers get with it and 
how often and how much they use it. 

“Don’t be satisfied to send out news- 
paper electros haphazard if you want 
your dealers to do newspaper adver- 
tising. Design an advertising campaign 
for them and tell them about it and 
offer them an inducement to use it. 
Then get the newspapers to help you 
put it over with the dealers. Then get 
clippings of the advertisements from 
the newspapers. 

“If your campaign is a direct by 
mail campaign, don’t be satisfied to 
send out a good piece of printed mat- 
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ter to the painters or dealers. Offer 
them something in your mailing piece 
and when they send in your return pos- 
tal, shoot the panel or the sample or 
the booklet they ask for to them in a 
hurry, and get a salesman on the job 
to sell them on the strength of their in- 
terest and while their interest is lively.” 

Mr. Fueglein took up mailing list 
and imprinting costs, emphasizing the 
necessity of checking such lists, a prac- 
tice which is well worth all it may cost. 
He analyzed the various methods of 
making up lists, getting names from 
property tax lists, auto registration, 
county clerks, directories and other 
sources and expressed the belief that 
the local dealer can best regulate a 
eonsumer list and the company sales- 
men can best check up dealer lists. Con- 
sumer literature should bear the deal- 
er’s imprint, he said. In closing Mr. 
Fueglein urged further consideration 
under the following outline: 
“Selecting subject and appeal to fit 

particular classes: 

“1. Effect of first and third class pos- 
tage on prospect. 

“2. Attractiveness of mailing piece. 

“3. Getting local tie-up through tes- 
timonial of dealer. 


“Mechanics of Mail distribution: 
“1. Knowing costs of production. 
“2. Proper equipment to facilitate 


handling. 

“3. Importance of accuracy in ad- 
dressing and imprinting. 

“4. Actual mailing by manufacturer 
or dealer. 


“Division of costs on Mail distribution: 


“1. Manufacturer bears entire cost. 
“2. Dealer pays for imprinting only. 
“3. Dealer pays for postage only. 


“4. Dealer pays flat charge per 
name.” 
Chelsa C. Sherlock, editor, Better 


Homes and Gardens, gave a talk on the 
relation of advertising to the editorial 
feeling of a publication. He urged 
paint advertising managers to consider 
this angle when preparing copy for 
ads. 

Samuel Conybeare, director of ad- 
vertising, Armstrong Cork Co., Lan- 





caster, Pa., gave a most interesting and | 


instructive talk on selling company 





Sales Managers’ Council elected for 1927 Paint and Varnish Sales Managers’ Conference. 
F. Hopper, Sales Manager, mig | 


Director of Sales, Eagle-Picher Lead Co., Chicago; Chairman, Granville Breinig, 


Save the Surface Campaign; Secretary, Elmer 
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sales and advertising programs to re- 
tailers. He told how his company held 
jobbers’ conventions, salesmen’s con- 
ventions and always endeavored to 
have a human contact between the 
house and its customers. 

A paper on the advantages of coop- 
erative effort and the necessity for 
having an industry consciousness in- 
stead of only a company viewpoint, 
was read by R. Whitaker, Wharton 
School, in the absence of Prof. F. R. 
Cawl of that school who prepared the 
paper. 

An analysis of expenditures of paint 
and varnish advertising appropriations 
was read by L. W. Batten, Jr., of the 
F. J. Ross Co., New York City. The 
complete report was multigraphed and 
distributed to members. 

The Wednesday sessions of the Sales 
Managers’ conference opened with a 
talk on the value of the spray painting 
machine given by William Pitts, pro- 
motion manager, Educational Bureau 
of the National Paint, Oil and Varnish 
Club. Mr. Pitts distributed booklets 
showing the uses of the paint spraying 
machine and gave tables on the com- 
parative costs of spray and hand paint- 
ing. 

Very human and instructive was the 


talk on the development of a sales per- | 


sonnel given by Arthur Deute, general 
sales manager, Borden Sales Co., New 
York City. He told how to interest 
salesmen, train them and make them 
»yal to the house. He urged adequate 
compensation and a square deal for 
alesmen. 

G. M. Breinig, Breinig Bros., Ho- 
boken, N. J., gave an address on the 
ethics of competition, reviewing trade 
practices of former years and noted the 
improvement in these relations today. 

F. Leslie Hayford, economic statis- 
tician, General Motors Co., New York 
City, gave a talk on market analysis. 

Wells Martin, vice-president, Martin 
Varnish Co., Chicago, spoke on assign- 
ing territories and the budgeting of 
sales. 

Willard Maston, director of’ sales, 
Eagle-Picher Lead Co., Chicago, IIl., 
past-president of the National Associa- 
tion of Save the Surface salesmen’s 
clubs, and generally recognized as the 
friend of the paint and varnish sales- 


& Lambert, Buffalo, 


Pratt 





























From left to right: 
Varnish Co., Newark, N. 
—“, Bros., Hoboken, N. J. and R. W. Lindsay, Sales Manager, 
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men, said that salesmen played a very 
important part in the doubling of the 
paint industry volume in five years 
which was ahead of time. Continuing 
Mr. Maston said in part: 

“Furthermore, I feel they were an 
important factor in helping this indus- 
try to expand, not only in volume of 
business done, but in status, strength 
and courage so that today everyone 
points with pardonable pride to the fact 
that it is a recognized leader among the 
industries of the world. Acting of 
their own volition, collectively, the 
salesmen were ambassadors for their 
industry, something bigger and finer 
than merely ambassadors for their 
house. 

“However well this promotional work 
of the salesmen is helping the industry 
sell the “Save the Surface” idea to job- 
bers, dealers, painters, and property 
owners was performed, many of us are 
quite sure that only a small percentage 
of their full power and enthusiasm was 
used. 

“Last year 29 salesmen’s clubs were 
affiliated with the National Association 
of Save the Surface Salesmen. Some 
of these clubs, especially those located 
in the large centers were very active 
in originating and carrying through 
many plans to advance the standards 
of selling and to increase the demand 
for paint and varnish products. The 
outstanding feature of their work this 
year will be to help increase the mem- 
bership of the International Master 
House Painters’ and Decorators’ Asso- 
ciation. The officials of this associa- 
tion have welcomed cooperation of this 
kind and it is a pleasing piece of con- 
structive work which should develop 
some worthwhile results. Several of 
the clubs included in the above number, 
finding the going’a bit rough and un- 
interesting, gave up the ghost. 

“The extent and variety of sales- 
men’s club activities in helping to 
“Triple the Industry by 1931” will de- 
pend greatly upon the interest shown 
by employers and sales managers. Col- 
lectively, salesmen can do great things, 
as they have already demonstrated, 
but they need, in fact should have, full 
recognition and every encouragement, 
else their planning and activities will 
likely amount to little.” 


William R. McComb, Business Manager, 
J.; retiring chairman, Willard Maston, 
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HARDWARE AGE 


Brooklyn Hardware Association Plans Big Outing 
July 15 at Centerport, L. I. 


Organization Endorses Recent Editorial in HARDWARE AGE At 
Regular Meeting Held June 10—Two Members Added 
—Attorney George Brennan Present to 


Answer Legal Problems 


HE regular monthly meeting of the Brooklyn Hardware Asso- 
ciation was held in the Johnston Building, Brooklyn, N. Y., 
Thursday night, June 10, with President E. F. Daily, presiding. 
Much of the meeting was given over to the plans of the coming 
outing, to be held at Hall’s Chop House, Centerport, L. I., July 15. 


Autos will be furnished for those who do not bring their own. 


Cars 


will meet at Lafayette and Fulton Streets at 9 a. m. Accommoda- 
tions are limited to 150, so it will be necessary for all reservations 


to be placed early. 


H. A. Cornell, president, Metropoli- 
tan Hardware Association, reported as 
chairman of the entertainment com- 
mittee, which has charge of the outing. 
Mr. Cornell and R. J. Atkinson, 
N. R. H. A. directors, reported as dele- 
gates to the Metropolitan Association 
and told the Brooklyn members that 
the larger organization had recently en- 
dorsed an editorial in HARDWARE AGE, 
written by Llew S. Soule, the editor of 
that publication. The editorial was 
published in the May 27 issue. The 
Brooklyn Hardware Association then 
indorsed the same editorial, spreading 
it on the minutes in the form of a reso- 
lution. The editorial was headed 
“Where the Wholesalers Can Help” and 
read in part, as follows: 

“Undoubtedly there are too-many re- 
tail merchants—that is, too many in- 
competent retail merchants who fill no 
real need, but who add to the costs 
which the public must pay. If the in- 
competent ones could be permanently 
weeded out, there would not be too 
many merchants, percentages of over- 
head would decrease, merchandise 
prices would be lower, and profits 
greater. Incompetent merchants even- 
tually fail, but other incompetents take 
their places. 


u 








“A part of the responsibility for this 
condition undoubtedly rests with those 
wholesalers who thoughtlessly encour- 
age untrained men to open retail stores. 
In many cases the only requirement 
seems to be enough money to rent a 
building, and buy a stock. Locations 
are chosen without regard to the pub- 
lic’s needs, yet every retail store must 
fill a distinct need to be successful. 

“A little more wholesome, frank ad- 
vice from wholesalers to untrained, 
prospective merchants, would go far 
toward improving conditions for both 
retail merchants and the long suffering 
public. 

“The overcrowding of the retail field 
is a penny wise and pound foolish 
policy.” 

Secretary Robert Pearsall read the 
minutes of the last meeting and an- 
nounced the applications of two new 
members who were duly admitted. They 
were: Peter C. Richards and Anthony 
Lombardo, both of Ozone Park, L. I. 
Both were secured by the secretary. 

Attorney George D. Brennan an- 
swered a few legal problems and of- 
fered some advice on insurance matters. 

The question box was as usual con- 
ducted by Mr. Cornell. 





Save the Surface Moves 
Headquarters to New York 


The national headquarters of the 
Save the Surface Campaign was moved 
on June 15 to 18 East Forty-first Street, 
New York City. William R. McComb, 
executive manager of the organization, 
made this announcement last week. 
The organization has been located at the 
Bourse, Philadelphia, Pa., since its in- 
ception, five years ago. 


Total Retail Sales 
for May Show Increase 


Total sales in May of 543 retail 
stores, which made preliminary reports 
to the Federal Reserve system from all 
sections of the country, were 7.3 per 
cent larger than in May of last year, 
according to an announcement of the 








Federal Reserve Board. Weather con- 
ditions were generally more favorable 
for retail trade in May than in earlier 
months of the present year, and the in- 
crease in sales over the corresponding 
month of 1925 was larger than for any 
previous month of this year, except 
March, the month in which a large vol- 
ume of Easter trading was done. In- 
creases in sales occurred in all Federal 
Reserve districts except the Minneapolis 
district, where sales were slightly 
smaller, but the most substantial im- 
provement was in the Richmond, At- 
lanta and Chicago districts. More than 
70 per cent of the total number of stores 
reporting from the country as a whole 
showed larger sales than a year ago. 
Sales of two mail order houses were 
14.2 per cent larger than in May, 1925, 
and sales of five and ten cent chain 
stores (five chains) were 11.5 per cent 
larger. 
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N. Carlyle Awarded First 
Prize in Fence Contest 


The Keystone Steel & Wire Co., 
Peoria, Ill., has recently announced 
winners in its contest on “The Advan- 
tages of a Well Fenced Farm.” In all 
seventy-five cash awards were made, 
the first award going to N. Carlyle of 
Westbrook, Minn., for his essay, in 
which he convincingly pointed out that 
a well fenced farm is a paying invest- 
ment from the five standpoints of econ- 
omy, service, protection. appearance 
and good citizenship. 

Other winners of awards were: Sec- 
ond prize, $250, T. W. Stillwell, Went- 
worth, S. D.; third prize, $150, Mrs. 
Emily Alice Patz, Blackfoot, Idaho; 
fourth prize, $100, Howard A. Tweedy, 
Paris, Ill.; fifth prize, $75, Agnes V. 
Doolittle, Milford, Iowa; sixth prize, 
$50, Mrs. J. Gilmer Capps, Tipton, 
Okla.; seventh prize, $35, R. T. Neff, 
Luana, Iowa; eighth prize, $25, Mrs. 
Lowell W. Logsdon, Farrar, Iowa; ninth 
prize, $20, Mrs. Ada K. Blankenbeker, 
Martinsville, Ill.; tenth prize, $15, E. T. 
Froelich, Menomonie, Wis.; eleventh 
prize, $10, Theron S. Hall, Spring- 
ville, Utah. 

The twelfth to fiftieth awards were 
of $5 each and the fifty-first to seventy- 
fifth, $3 each. In its announcement of 
winners the company expressed its 
thanks to dealers for their cooperation. 





Addison G. Cook Dies 


Addison G. Cook, president of the 
Luthe Hardware Co., Des Moines, Iowa, 
died recently at the age of 52 years, 
after an illness of over a year. He 
was born in Clinton County, Iowa, and 
had been engaged in the hardware bus- 
iness there since his early manhood, 
serving with the Luthe company 25 
He was a member of the Odd 


years. 
Fellows, Masons, Consistory and 
Shriner Surviving are the widow, a 


daughter, a son and a sister. 





H. R. Fuller Joins the 


Apco Manufacturing Co. 


Effective June 1, H. R. Fuller, for- 
merly assistant manager of sales for 
the Charles Freshman Co., Inc., as- 
sumed full charge of the sales depart- 
ment of the radio division of the Apco 
Manufacturing Co., Providence, R. I. 

Apco radio products, in the future, 
will be sold exclusively through the 
company’s franchise dealers. 





Boston Dealer Will Open 
New Branch Store 


The Zieglor-Witkin Co., which oper- 
ates the Union Hardware Co., Union 
Square, Allston, Boston, is to open a 
branch store at 12 Mt. Auburn Street, 
Watertown, Mass. 
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HARDWARE AGE 


Llew S. Soule Addresses The Nutmeggers— 
Hardware Boosters Send Delegation 


Chief Booster Robert Taylor and Hardware Age Editor Made 
Honorary Members of Nutmeggers at Meeting Held June 9 
in New Britain—Alfred Rosenberg, President, 
Connecticut Hardware Association a 
Guest — Many Prominent 


Dealers Present 


——E——— on the mutual obligations between salesmen and re- 
tailers, Llew S. Soule, editor, HARDWARE AGE, gave the principal 
address at the “Dealer Night” meeting of The Nutmeggers, held at 
the Hotel Burritt, New Britain, Conn., June 9, in the ballroom, with 
President Leon Schwartz, of Patterson-Sargent Co., presiding. 

The Hardware Boosters of New York sent an official delegation 
consisting of Chief Booster Robert Taylor, Star Expansion Bolt 
Co.; Junior Chief Booster, Charles Pincus, and Secretary Roy C. 
Schmidt, both of Stanley Works; Bert Conner, Pike Mfg. Co., a 
past Chief Booster, and Charles J. Heale, managing editor of HARD- 
WARE AGE, who is also a charter member of The Nutmeggers. 


Both Mr. Soule and Mr. Taylor were 
made honorary members of The Nut- 
meggers. They sat at the speakers’ 
table, with President Schwartz, First 
Vice-president Linford C. White, Stan- 
dard Tool Co.; Alfred Rosenberg, Rock- 
ville, Conn., president Connecticut Hard- 
ware Association; Fred Rackliffe, of 
Rackliffe Bros., New Britain, Conn., a 
member of the State Legislature, and 
R. Parmamee, secretary of the Connec- 
ticut Paint Salesmen’s Club of which 
Mr. Schwartz is also president. 

Mr. Rosenberg told the party that 
salesmen had helped him make a suc- 
cess of the hardware business. He was 
most cordial to The Nutmeggers and 
expressed the greeting of his associa- 
tion. 

Chauncey F. English, New England 
manager, HARDWARE AGE, was present 
and entered his application for mem- 
bership, proposed by President Leon 
Schwartz. 

In his talk Mr. Soule said the prob- 








lems of the retailer were the problems 
of the salesmen and that the latter 
should consider important changes in 
retail store operation, help dealers 
solve these problems and generally co- 
operate to the betterment of the hard- 
ware business. He stressed the impor- 
tance of choosing the right location for 
a store, saying that incompetent and 
poorly located stores would be elimi- 
nated as they did not fill any community 
need. Hand to mouth buying if con- 
tinued will eventually boost prices Mr. 
Soule said. 

“Customers have a right to expect 
a merchant to carry reasonably com- 
plete stocks,” said Mr. Soule. “They 
will not be greatly affected by an occa- 
sional failure to get what they expect, 
but frequent shortages will turn them 
to other sources of supply. Too many 
dealers pay too much attention to turn- 
over of stock and not enough to turn 
over of customers.” 





Fire Destroys Large 


Lowell, Mass., Store 


The Thompson Hardware Co., Mer- 
rimack Street, Lowell, Mass., on 
Wednesday, June 9, suffered a fire 
which caused a loss estimated at $120,- 
000. Samuel H. Thompson, proprietor, 
was trapped in his office by the fire and 
had to jump through a window to 
escape. 


Paint Men Make Merry At 
Poor Richard Club 


The Philadelphia Paint, Oil and Var- 
nish Club entertained the delegates to 
the fifth annual Paint and Varnish Ad- 
vertising and Sales Managers’ Confer- 
ence on Tuesday night, June 8, at the 
Poor Richard Club in Philadelphia. 
About 100 attended. Jack Stutt, Geo. 
D. Wetherill & Co., Philadelphia, Pa., 


was toastmaster. 








Bill Witter of the Save the Surface 


Campaign did a Charleston on _ the 


platform. Bill sure can shake a mean 
hoof. He recently won a contest in this 
art. 

Hon. Charles Grakelow, Commis- 
sioner of Public Welfare, City of Phila- 
delphia, extended a cordial welcome to 
the city and urged all citizens to take 
more definite interest in the welfare of 
their respective communities. 

“Sir” Frederick McGill, English 
comedian, gave a serio-comic monolog 
which was a real treat. Specialty acts 
followed “Sir” Frederick. 





Correction of Error 


In the article entitled “Motors and 
Pullmans,” by Saunders Norvell, pub- 
lished in the June 3 issue of HARDWARE 
AGE, the gross income of the Pullman 
Company was erroneously given as 
$18,490,323. 

The figures in the statement should 
have read $81,490,323. 
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Editorial in Hardware Age 
Heartily Indorsed by 
Metropolitan Ass’n 


At the regular meeting of the Metro- 
politan Hardware Association, held in 
the Hardware Club, 258 Broadway, New 
York City, the organization passed a 
resolution indorsing fully an editorial 
entitled “Where the Wholesaler Can 
Help,” written by Llew S. Soule, editor 
of HARDWARE AGE, and published in the 


May 27 issue of that publication on 
page 47. The part indorsed read as fol- 
lows: 

“Undoubtedly there are too many re- 
tail merchants—that is, too many in- 
competent retail merchants who fill no 
real need, but who add to the costs 
which the public must pay. If the in- 
competent ones could be permanently 
weeded out, there would not be too 
many merchants, percentages of over- 
head would decrease, merchandise prices 
would be lower, and profits greater. In- 
competent merchants eventually fail, 
but other incompetents take their 
places. 

“A part of the responsibility for this 
condition undoubtedly rests with those 
wholesalers who thoughtlessly encour- 
age untrained men to open retail stores. 
In many cases the only requirement 
seems to be enough money to rent a 
building and buy a stock. Locations are 
chosen without regard to the public’s 
needs, yet every retail store must fill 
a distinct need to be successful. 

“A little more wholesome, frank ad- 
vice from wholesalers to untrained, 
prospective merchants, would go far 
toward improving conditions for both 
retail merchants and the long suffering 
public. 

“The overcrowding of the retail field 
is a penny wise and pound foolish pol- 
icy.” 

H. A. Cornell, Brooklyn, president, 
was in the chair. Secretary-Treasurer 
Frank Litell, Jr., of Newark, N. J., will 
send a copy of this resolution to all 
dealers and jobbers in the metropolitan 
territory. 


a 


New Dexter Washing 
Machine Catalog 


The Dexter Co. of Fairfield, Iowa, 
has recently issued a catalog descrip- 


tive of its line of Dexter electric and 
gasoline power washers. The book is 
unusual in the effective and interesting 
manner in which it presents its sub- 
ject matter. A particularly valuable 
feature is the detailed description, ad- 
dressed to dealers, of the most effec- 
tive method of holding washing machine 
demonstrations. The book is profusely 
illustrated and because of its complete- 
ness should prove a valuable acquisi- 
tion to the hardware merchant’s li- 
brary of trade literature. 
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HARDWARE AGE 


C. H. Walker Addresses May Meeting of 
Pittsburgh Retailers’ Association 


Attendance of 125 Reported at Monthly Meeting in General Forbes 
Hotel— Discussion of Store Competition and Its 
Elimination by Frank A. Hegner 

HE May meeting of the Pittsburgh Retail Hardware Dealers’ 


Association, held at the General Forbes Hotel, Pittsburgh, 
Friday evening, May 28, was easily the biggest and among the best 


ever held by that organization. 


It is not hard to understand why 


there was an attendance of 125, or more than double the average 
attendance at these monthly meetings, because it was a joint meet- 
ing of the association and the Pittsburgh Paint Salesmen’s Club, 
which, of course, brought in members of the latter organization; 
it was also “Competitors’ Night,” which meant that each member 
was to bring along as a guest his competitor in his own territory, 
and there was also the announcement that C. H. Walker of the 


Philip Carey Co., Cincinnati, was to be the speaker. 


no disappointments. 


Frank A. Hegner, president of the 
association started things right by an- 
nouncing positive developments in the 
effort to eliminate the company store 
competition, detailing the results of a 
visit of a committee headed by himself 
with the officials of a large electrical 
manufacturing company, the store of 
which has for some time offered very 
costly competition to nearby hardware 
retailers. The store will no longer fol- 
low the practices that have been com- 
plained of. 

Then came Mr. Walker with a talk, 
interspersed with humorous stories 
apropos to his text, and if all present 
failed to derive some good from the 
talk, it was not Mr. Walker’s fault. 
He told of the advantages of advertis- 
ing and concretely showed by example 
that the man who did not advertise, 
paid the bill for the man who did. If 
there were four dealers in a town do- 
ing a total business of $100,000 a 
month, or an average of $25,000 each 
and one of the four advertises and 
gets $35,000 of the business, the cost 
of the advertising is on those who did 
not advertise. He urged that dealers 
worry too much about competition and 
it was futile, since statistics proved 
that out of 1000 failures only 11 were 
directly due to competition. He said 
retailers should use Uncle Sam in sell- 
ing, saying that the same postal rates 


There were 








were charged whether the senders were 
mail order houses or just country gen- 
eral stores. Using the mails both for 
circularizing the trade and shipping 
goods was easily the cheapest way to 
sell goods. He placed high the value of 
good will, calling attention to the fact 
that the widows of the Dodge brothers 
got $80,000,000 more than the ap- 
praised value of the automobile prop- 
erty for the good will built up by the 
company. Everyone has trouble in 
getting business from strangers and 
the trick is to turn the strangers into 
friends. 

The last feature of the program was 
a demonstration as to how to sell paint 
at retail, staged by members of the 
Pittsburgh Paint Salesmen’s. Club. 
What was needed in the way of sup- 
plies to paint a house inside and out- 
side and how to do it was cleverly 
detailed in dialogue. 

The next meeting of the association 
to be held at the General Forbes Hotel, 
Pittsburgh, Friday evening, June 18, 
will be Ladies Night. This will be the 
last meeting until September, when 
Robert Murray, PASHA president, will 
be the speaker. For the October meet- 
ing, Frank E. Watts, manager, Elec- 
trical Goods, will be the speaker, 
President Hegner announced, and for 
the November meeting, Llew Soule, 
editor, HARDWARE AGE, is scheduled. 





Augustus B. Seelig Dies 


Augustus B. Seelig, vice-president 
and general manager of the Michigan 
Copper and Brass Co., Detroit, Mich., 
since 1919 died recently at the Harper 
Hospital in that city following a short 
illness. 

Mr. Seelig was 49 years old, and 
had spent the greater portion of his 
life with the Chase Rolling Mills of 
Waterbury, Conn., rising to the posi- 
tion of secretary and sales manager 
before he came to Detroit. He was 
born in Southington, Conn. 





Adjustable Clamp Co. Buys 
Mark and Snow Patterns 


The Adjustable Clamp Co., Chicago, 
Ill., has announced the purchase of the 
patterns, tools and stock of the Mark 
Carriage Clamps, machinists’ clamps, 
and the Snow Pattern Quick Acting 
Carriage Clamps from the Youngstown 
Sheet & Tube Co., successors to the 
Mark Manufacturing Co. 

The Adjustable company has taken 
up the manufacture of these items and 
will continue marketing them under 
their old names. 
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Stanley Quarter-Century Club 
Holds First Annual Banquet 


The Stanley Quarter-Century Club, 
composed of members of the Stanley 
Works and its subsidiaries who have 
served the company for twenty-five 
years or more, held its first annual 
banquet at the Hotel Burritt, New 
Britain, Conn., May 22. The occasion 
Was one in which the members were 
signally honored for their long and 
faithful services. Approximately 200 
people were seated at the dinner table, 
including active members of the club 
from all branch plants of the company. 

Following the dinner, Clarence F. 
Bennett, who was toastmaster for the 
evening, made the opening remarks 
and introduced the speakers. Perhaps 
the most important event of the affair 
was the presentation to the members 
of watches as a gift from the company. 

Vice-President Walter H. Hart was 
unable to be present as he was in 
Europe. R. E. Pritchard, the assistant 
treasurer and E. A. Moore, chairman 
of the Board of Directors were also 
unable to -be present. 

An unusual incident in connection 
with the presentation was that four 
members of the Fleischer family, the 
father and three sons, were present. 
Herman Fleischer, father, has been 
working with the Stanley Works con- 
tinuously for 57 years; Joseph has been 
employed 37 years, Charles, 30 years 
and William, 28 years. 

The officers of the Stanley Quarter- 
Century Club are Truman Weed, pres- 
ident; Christian Bodmer, vice-presi- 
dent; P. F. King, secretary; assistant 
secretary-treasurer, Clarence F. Bene- 
dict. 

During the evening telegrams were 
exchanged between the local body and 
the plants where members of the club 
who were unable to attend are em- 
ployed. 


Nation’s Toy Mart, Inc., 
Locates on Fourth Ave. 


The Nation’s Toy Mart, Inc., an as- 
sociation composed of more than 100 
prominent toy manufacturers, has 
leased approximately 45,000 square 
feet of floor space in the Ashland 
Building, 315 Fourth Avenue, New 
York as permanent display rooms for 
toys and kindred lines and for the 
annual New York Toy Fair. 

George T. Keen is managing director 
of the new organization. 





David K. Allen Dies 


David K. Allen, a life-long resident 
of Greenwich, Conn., and head of the 
D. K. Allen Hardware Co., in that 
city, died at his home on June 7 fol- 
lowing a stroke of apoplexy. He had 
been an invalid for the past seven 
years. His age was 65 years. 

Mr. Allen was a director of the 
Putnam Trust Company. 
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Hugo A. Werner Dies 





Director and Department Head of 
Morley’ Bros., Wholesalers, 
Saginaw, Mich., Passes Away 
Following Operation 


Hugo A. Werner, a director and de- 
partment head of the wholesale hard- 
ware firm of Morley Brothers, Sagi- 
naw, Mich., and one of the best-known 
men in Saginaw Masonic circles, died 
May 31 at the Saginaw General Hos- 
pital, following a serious operation the 
day before. 

Mr. Werner, who was 45 years old, 





underwent a critical operation eight 


weeks ago, but apparent!y was recover- 
ing speedily, and was able to be out 
again. A week ago complications set 
in, becoming more serious, and it finally 
became necessary to operate again. He 
went to the hospital Saturday and sub- 
mitted. to surgical treatment Sunday, 
but his vitality was insufficient to with- 
stand the shock. 


He had been prominently identified | 





with Masonic affairs here for many | 


years, took a keen interest in them and 
enjoyed a wide friendship among the 
members of these organizations. 

Mr. Werner had been identified with 
Morley Brothers for about 32 years. 
Born in Germany Feb. 9, 1881, he came 
to this country with his parents when 
a boy of five years, attended the John 
Moore school and west side high school, 
and when about 13 years of age en- 
tered the employ of the Morley com- 
pany. He continued with Morley in- 
terests throughout his life, though he 
left Saginaw for a six-year period to 
work for the Morley-Murphy Hard- 
ware Co. of Green Bay, Wis., return- 
ing to Saginaw 14 years ago. He was 
married in Saginaw April 13, 1907, to 
Miss Celia Stolz of Saginaw, who sur- 
vives him, together with two sons, 
Ralph and Paul, both of Saginaw; two 
brothers, Emil and C. A. Werner, both 
of Saginaw, and one sister, Mrs. E. W. 
Busch of Fullerton, Cal. 


New Retail Firm Organized 
in Woodbridge, N. J. 


Sandford and Reuter, Inc., Wood- 
bridge, N. J., has recently been or- 
ganized and incorporated in that city 
by Edward Sandford and John H. 
Reuter to deal in hardware, tools and 
supplies. 

The new firm is incorporated with a 
capital of $100,000. 





J. S. McKesson, Sales Mgr. 
McKinney Steel Company 


J. S. McKesson was elected sales 
manager of the McKinney Steel Co., 
Cleveland, at the annual meeting May 
17, succeeding Harry W. Haggarty, who 
recently resigned. Mr. McKesson was 
for many years in charge of sales for 
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Louis Beck, Old Southern 
Hardware Man, Retires 


Louis Beck, president of the 
Beck & Gregg Hardware Co., At- 
lanta, Ga., has retired, effective 
immediately. 

Six years ago Mr. Beck retired 
as the active head of this enter- 
prising Southern firm which he 
had spent a lifetime in building 
up, placing his protege, William 
Parker, at the head of the com- 
pany. However, Mr. Parker died 
within two years and Mr. Beck 
was compelled to again assume 
the official affairs. 











the company in the Pittsburgh territory 


_and was recently transferred to Cleve- 


land as assistant sales manager. Two 
new directors were elected, H. P. Har- 
rison, the general manager, and Andrew 
Squire, attorney, succeeding Price Mc- 
Kinney and W. D. Turner, both de- 
ceased. 





Hardware Dealers Seek 
Reparation for 
Unreasonable Rates 


Examiner Cheseldine of the Inter- 
state Commerce Commission, passing 
upon a complaint of the Teague Hard- 
ware Co., and other wholesale hard- 
ware dealers at Montgomery, Ala., has 
held rates on bale ties, wooden and 
barbed wire fencing, in carloads, from 
Sterling, Ill., to Montgomery to be 
unreasonable and unduly prejudicial. 
Reparation also was recommended. 
The examiner said the Commission 
should find that the rates were unrea- 
sonable to the extent they exceed 6lc. 
per 100 lb. prior to July 1, 1922, and 
55c. thereafter. 


Gallagher and Alkon Now 
Sell Union Tool Chests 


Gallagher and Alkon, manufacturers’ 
representative, 170 Washington Street, 
Boston, Mass., have just taken over the 
exclusive sales of the Union Tool Chest 
line for the New England district. 





Ike Alkon Now Identified 
with Charles F. Gallagher 


Ike Alkon, formerly associated with 
Crowe, McGarvey Co., Boston, Mass., 
announces that he has become identified 
with Charles F. Gallagher, manufac- 
turers’ representative, 170 Washington 
Street, Boston, as a partner. 

A partnership has been formed and 
will hereafter be known as Gallagher 
and Alkon. The firm is exclusive New 
England representative of the Pitts- 
burgh Shovel Co., Empire Level Mfg. 
Co, Union Tool Chest Co., and Detroit 
Torch & Mfg. Co. 
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Wilson Ralston Dies 





Veteran Conneaut Lake, Pa., 
Hardware Dealer Passes Away 
Suddenly at His Home in 
That Town on May 31 


Wilson Ralston, a pioneer in the 
hardware business at Conneaut Lake, 
Pa., died suddenly at his home in that 
town on May 31. For thirty-seven 
years he had been identified with the 
hardware business. 

Before starting his career in the 
hardware field Mr. Ralston was a con- 
tractor, and by hard work, honesty and 
business ability he built up the very 
thriving and prosperous business at 
Conneaut Lake bearing his name. 

His sons, who have been in partner- 
ship with him for the last few years, 
will continue the operation of the busi- 
ness. 

Mr. Ralston was a man very highly 
esteemed and respected in the hard- 
ware field as well as in the community 
in which he lived, and his loss will be 
very deeply felt by his many brethren 
in the trade: 


—_ ——__-——__ -- 


Consider Reestablishment 
of European Cartel 


Following a conference of represen- 
tives of the German, Austrian, Polish, 
Hungarian and Czechoslovak enameled 
ware industries, which was held in Ber- 
lin, announcement has been made of 
the reestablishment of a European car- 
tel on this product, according to a re- 
port received by the Department of 
Commerce from Commercial Attaché 
Hodgson, Prague, Czechoslovakia. To 
date the membership is said to consist 
of representatives of the Austrian, 
Polish, Hungarian and Czech indus- 
tries, but negotiations are taking place 
in Prague looking to the inclusion of 
the Spanish, French and Rumanian in- 
dustries. It is also anticipated in 
Czechoslovak business circles that the 
German and British manufacturers 
will eventually join. The Czechoslovak 
enameled ware manufacturers are said 
to have agreed to institute a joint sales 
office in Prague to pool the interests of 
the nine local manufacturers, both in 
the domestic and foreign markets. The 
joint sales office will sell the product of 
the member, both at home and abroad, 
distribution of the orders to be made in 
proportion to the production capacity 
of the various member companies. 


New Addition Completed 
for Western N. Y. Dealer 


The C. A. Lundquist Hardware Co., 
Jamestown, N. Y., has just completed 
the erection of a new three-story con- 
crete and steel addition to its pres- 
ent store and warehouse in Brooklyn 
Square, that city. It is _ fireproof 
throughout and modern in every detail. 
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Big Gain in Attendance 


HARDWARE AGE 


and Membership 


Shown at Pacific Coast Toy Fair 


Buyers Are Told That Toys Are Entitled to Larger Displays—Mike 
Sweyd Elected President of Pacific Coast Toy Fair Ass’n 
—Affair Held at Palace Hotel, San Francisco 


on increasing toy sales and a majority vote to hold the next 


\" increase in the number and variety of exhibits, addresses 


fair during the last week of May next year, were among the 
highlights of the second annual Pacific Coast Toy Fair, held May 
24-28 at the Palace Hotel, San Francisco, under the auspices of the 
Pacific Coast Toy Fair Association. Approximately 200 toy ex- 
hibits were on display throughout the week of the fair at the dis- 


play rooms of the manufacturers’ 


representatives in different parts 


of the city. The membership of the association has increased from 


16 to 66. 


E. C. Lipman, assistant merchandis- 
ing manager of the Emporium, was 
the principal speaker at a _ luncheon 
May 27 at the Palace Hotel. He 
stressed the importance of toys as a 
means of getting children and their 
parents into a store. 
ments, he said, showed larger profits, 
but most department stores have found 





declared. Toys are all year merchan- 
_dise, and should be sold and featured 
as such. Christmas toys don’t last a 
full year, and merchants should do 


more toward educating the public to 


Other depart- | buy toys throughout the year. 


A German toy manufacturer, a vis- 
itor at the Toy Fair, in a short address 


that toys rank first in point of volume. | 2t the luncheon, stated that he had vis- 


Toys, he stated, average about one to 
one and one-half per cent of the total 
volume of sales in a modern depart- 
ment store. Toys, he said, are primari- 
ly intended to develop the intelligence 
of children. Mr. Lipman quoted from 
Prof. John Dewey’s book, “The Schools 


of Tomorrow,” to illustrate his conten- | 


tion that children learn through play. 
The doll, he said, is a child’s first audi- 
ence. 

The importance of giving toys larger 
and more frequent displays, Mr. Lip- 
man said, has never been given enough 
consideration. He deplored the ten- 
dency of the average merchant to dis- 
play goods that are slow sellers. ‘“‘The 
squeaky wheel gets the grease,” he said; 
‘“‘whereas all of the wheels of merchan- 
dising should be greased often to pre- 
vent squeaks.” There is no department 
in a store where suggestive selling 
plays as large a part in increasing 
sales as in the toy department, he 


re ee —-— 


E. V. Peters Resigns Position 
with New Jersey Zinc Co. 


The New Jersey Zinc Co. announces 
the resignation of Edward V. Peters 
as general sales manager, effective 


July 1. The duties of this office are | 


being assumed by A. P. Cobb, vice- 
president, who will be assisted by J. 
H. Janeway, assistant to the vice- 
president. Mr. Peters has not yet 
announced his future plans. 

Mr. Peters was president of the 
Paint, Oil and Varnish Club of New 
York in 1924, and president of the 
National Paint, Oil and Varnish As- 
sociation in 1925, besides serving on 
various important committees of both 
organizations. 

During the war he was especially 





ited 300 stores in the United States that 
sell toys since he arrived in New York 
early in the year, and that he had found 
that there is more attention given to 
displaying and selling toys in the 
United States than in any other coun- 


_try he has ever visited. 


The election of officers for the ensu- 
ing year resulted as follows: Mike 
Sweyd, manufacturers’ representative, 
San Francisco, president; Kenneth L. 
Stedman, western representative, Mur- 
ray-Ohio Manufacturing Co., Cleve- 
land, vice-president; Miss C. E. Daugh- 
erty, editor, Toy Department, San 
Francisco, secretary; A. H. Erskine, 
western representative, American Flyer 
Manufacturing Co., Chicago, treasurer. 
Regional vice-presidents: Peter Shan- 
nan, Fleischaker & Baun, Seattle, 
Wash.; H. E. Iblings, A. C. Gilbert Co., 
Los Angeles; Katharine Rauser, Katha- 
rine Rauser Co., Chicago; James L. 





Reavis, E. J. Horsman Co., New York. 


active in the service of our government 
and the allies, and spent. several 
months in Europe adjusting the affairs 
of the company to the changing war 
conditions. 

His activity and loyalty in associ- 
ation work have extended over many 
years. He was one of a group of 
fifteen men who founded the National 
Association of Purchasing Agents. 


Landers, Frary & Clark 
to Build Addition 


Landers, Frary and Clark, manu- 
| facturer of cutlery, electrical equip- 
ment, etc., New Britain, Conn., has 
taken out a building permit for the 
erection of a $3,000,000 plant addition 
on East Main Street in that city. 
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Hamp Williams Tours New 
Orleans with Group of 
Schoolboy Bankers 


Fourteen youthful “bankers,” led by 
Hamp Williams, president of the Com- 
munity Bank & Trust Co., and the 
Hamp Williams Hardware Co., Hot 
Springs, Ark., were recent sightseers 
of the city of New Orleans, under the 
guidance of Waldo M. Pitkin. The 
party traveled in three automobiles. 

The New Orleans tour is the first of 
annual! trips by fifteen high school boys 
who are stock holders in the Hot 
Springs bank and who will join the 
bank’s staff immediately upon their 
graduation. Mr. Williams explained 
vesterday that the annual pilgrimages 
will give the youngsters a background 
for their future business activity. 

“Every boy in the party,” Mr. Wil- 
liams explained, “is a stockholder in 
the bank and is being trained so that 
upon graduation he can step into a po- 
sition in the bank. New Orleans is be- 
coming an important center of finance 
and commerce, and I wanted the boys 
to meet the men who are responsible 
for that growth.” 

Mr. Williams is a member of the 
Federal Reserve Board with the branch 
at Little Rock. 





Cleveland Retailers Visit 
Nela Park Lamp Works 


The members of the Cleveland Re- 
tail Hardware Association spent a 
very profitable and enjoyable afternoon 
and evening June 2 at the plant of 
the National Lamp Works at Nela 
Park where an extensive program was 
carried out by the Nela Park manage- 
ment. The guests, 100 in number, 
went from one department to another 
where they listened to instructive talks 
on various lighting subjects, including 
automobile lighting, the lighting of 
hardware stores, the lighting of offices 
and the lighting effects in the home. 

A visit was paid to the Nela Park 
museum where various types of lamps 
from those used in the early days up 
to the present time are exhibited. 
Among the speakers was R. W. Shen- 
ton, assistant manager of the engineer- 
ing department, who gave a very in- 
structive talk on the retailing of lamps 
and other hardware’ merchandise. 
Dinner was served in the Nela Park 
dining room. 





Hamp Williams Hdw. Co. 


Buys Store at Newport, Ark. 


The Hamp Williams Hardware Co., 
Hot Springs, Ark., has announced the 
purchase of the stock of hardware of 
Johnson & Cloys, Newport, Ark. 

Hamp Williams, president of the pur- 
chasing concern, states that the New- 
port store will be conducted hereafter 
under the firm name of the Hamp Wil- 
liams-Johnson Hardware Company. 
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Bill to Abolish Pullman Surcharges Is Reported 
F'avorably by Interstate Commerce 


Commission 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


HE world war seems to be over. 

At least a measure to abolish Pullman surcharges has been 
reported favorably to the Senate from the Committee on In- 
terstate Commerce through Senator Fernald, Republican of Maine. 
The bill was introduced by Senator Robinson, Democrat of Arkan- 
sas. An effort will be made to enact the legislation before the Con- 
gress adjourns. While this may not be possible, it is evident that 
sentiment in favor of it is strong in both the House and the Senate. 
In the report made by Senator Fernald it is pointed out that the 
surcharge was imposed as a method of producing revenue in war 

time and that it should not be continued in peace time. 


“The condition of the railroads gen- | 
erally at the present time, as reflected | size of opening, were mentioned as add- 


in annual reports and statistics, show | ing to costs also. 
that the railroads, particularly the class the Building Code Committee of the 
one railroads, are on a sound footing Department were explained by George 
and do not need the surcharge,” the re- | N. Thompson. Those in attendance in- 
port states. “The class one railroads | cluded the following manufacturers: 
are those which receive the greater per- | George H. Derbyshire, Sanitary Co. of 
centage of the surcharge revenue. America, Philadelphia; T. B. Robbins, 

“It is wrong in principle and eco- | Medina, N. Y., representing the Bignall 
nomically unsound for certain railroads, | Co., and A. L. Sweet Iron Works; John 
not in the class one group, to place an Heinkel, Rock Island, Ill., representing 
excessive charge upon the Pullman | the Blake Specialty Co., and J. Stuart 
passengers in order to bolster up income Reynolds, Richmond, Va., representing 
of such railroads from freight traffic, | the Richmond Foundry & Mfg. Co. 
which produces inadequate revenue. 

“It is known that proceedings are | Indicating further the new attitude of 
pending before the Interstate Commerce | the Federal Trade Commission to co- 
Commission to readjust freight rates. | operate with rather than to persecute 











The objectives of | 


Such readjustment should be made upon 
the merits. It is clear that the Pull- 
man passenger travel should not be 
penalized because of inadequate rev- 
enue of some railroads from freight 
carrying income.” 





Representatives of a number of lead- 
ing makers of plumbing equipment, 
meeting under the joint auspices of the 
Division of Simplified Practice and the 
National Metals Utilization Commit- 
tee of the Department of Commerce on 
June 9 took initial steps toward the 
simplification of trap screw ferrules 
used in plumbing fixtures, laid plans 
for a survey of variety, and indicated 
a desire to seek the sponsorship of the 
National Trade Extension Bureau of the 
plumbing industry. It was disclosed at 
the meeting that there are some 12 or 
15 types of this product in common use, 
but more than 50 “special” types re- 
quired under the plumbing codes of va- 
rious communities. Each of these va- 
riations, it was declared, causes a loss 
of from two to six hours of labor in 
the changing of patterns, etc., all of 
which expense is passed on to the well 
known ultimate consumer. Other va- 


riations of style, size of thread, weight, 











business, the Commission has _ estab- 


lished a Division of Trade Practice 
Conference. In this division will be 


coordinated and facilitated all work in- 


cidental to holding conferences with 
representatives of industries for the 
purpose of aiding such industries to 
adopt rules of business conduct looking 
to the elimination of harmful or unfair 
trade practices. The new division will 
be manned by trained employees al- 
ready on the rolls. It will take over 
the trade conference work which has 
been heretofore scattered among several 
divisions. As the benefits of these con- 
ferences have become better understood, 
their development and growth made in- 
evitable the formation of the new di- 
vision, which will both extend the scope 
of future conference and give attention 
to the operation of rules previously 
adopted. These conferences, which are 
get together meetings, may be called 
by the Commission upon its own initia- 
tive or by a representative group in any 
industry. This extension of the meth- 
ods of handling trade practices, saving 
costs of trials, inducing moral support 
from industry, and cultivating coopera- 
tion rather than hostility, is in ac- 
cordance with the new policies adopted 














by the majority of the Commission to 
adjust and correct trade practices by 
conferences and agreements instead of 
by formal complaints wherever it can 
be done and the interest of the public 
protected. 





Complying with requests from the 
business interests of New England, and 
particularly from the New England 
Council, representing industrial and 
commercial interests of six northeast- 
ern States, the Department of Com- 
merce is inaugurating a marketing and 
industrial survey of that whole area 
with the cooperation and assistance of 
the Council, Dr. Julius Klein, Director 
of the Bureau of foreign and Domestic 
Commerce, has announced. Trade 
trends affecting the production and dis- 
tribution of merchandise will be 
studied and analyzed by the Depart- 
ment, with particular emphasis on as- 
certaining where the New England 
products are now being sold and 
whether they are being distributed in 
their own New England larmet as in- 
tensively as possible. 

More basic information for gaging 
the present and potential marketing 
possibilities of the area will also be col- 
lected for the benefit of national dis- 
tributors. Facts concerning the strength 
and character of the New England 
marketing area as reflected by local in- 
dustry, commerce and agriculture, sub- 
sidiary trade areas, purchasing habits, 
buying power, proportion of different 
nationalities, incomes, occupations and 
other trends of consumer buying habits 
will be compiled by the Department. A 
thorough examination of all New Eng- 
land industries will be made with the 
idea of analyzing their present difficul- 
ties in the methods of manufacturing 
or of marketing their products. Ex- 
amination will be made of many of the 
methods used, including the question of 
high production costs. The question of 
keeping up employment steadily in 
place of permitting seasonal occupation 
to have the usual disintegrating re- 
sults will receive attention and some 
attention probably will be paid to the 
obsolesence of plants and equipment. 
This survey is one of a series, cover- 
ing the entire country, determined upon 
by the Department, and will be super- 
vised by A. Heath Onthank, a graduate 
of Harvard College and Harvard Busi- 
ness School and chief of the Depart- 
ment’s Domestic Commerce Division. 
The fundamental idea back of the sur- 
vey is the elimination of waste in in- 
dustry. 
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Carriage Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on these sizes 
and knowing the margin you wish to make on bolts, you can readily determine a price for any desired quantity. 


For example: 


On % inch bolts, 3 inches in length, let us assume you buy at a 60 per cent discount, and that you 


wish to sell at 3314 off list. You would find the 4% inch column and run along it until you were under the 33's off 
list discount, which in this case would be 237—your selling price. Should you on the same number have a quantity 
order, you could quote 40 or 50 off list by the same method. In this case the quotations would be 213 and 178 


respectively. List prices are per 100. 


CARRIAGE BOLTS—(14 inch diameter) 






























































































































































































































































| DISCOUNTS | 

Length | List ] | 
5 | 10 | 20 | 2 | 3315| 40 | 50 | 60 
214 325 | 309 | 293/| 260| 244) 217| 195 | 163 | 130 
3 355 | 338 | 320] 225 | 267| 237| 213| 178| 142 
3% 385 | 366 | 347| 308] 289] 257] 231| 193| 154 

4 415 | 394] 374| 333| 310| 277] 249] 208| 166 

44 445 | 423| 401 | 357 | 334| 297/ 267| 223| 178. 
5 475 | 451| 427| 380] 356| 317| 285| 238] 190 
5% 505 | 470] 455 | 404/] 379| 337 | 303] 253 | 202 
6 535 | 511 | 482| 429] 401 | 357/ 321 | 268| 215 
6% 640 | 608 | 576| 512] 480| 427] 384! 320] 256 

7 670 | 637 | 603| 536 | 503| 447| 402| 335/] 268° 
7% 7 665 | 630| 560/ 525 | 467| 420| 350] 280 
8 730 | 694 | 657 | 584/| 548] 487 | 438 | 365 | 292 
8 760 | 722| 684| 608] 570| 507] 456| 380] 304 
9 790 | 751 | 711 | 632] 593| 527/| 474| 395] 316 
91% 820 | 779| 738| 656 | 615| 546| 492] 410| 328 
10 850 | 808 | 765 | 680) 638 | 567 | 510| 425 | 340 

an 910| 865| 819| 728| 683| 607| 546 | 455| 364 
42 970 | 922'| 873 | 776| 728| 647| 5821 485 | 388 
13 1030 | 979 | 927| 824! 773| 687| 618| 515 | 412 
14 1090 | 1036 | 981 | 872| 818| 737| 654 | 545 | 436 
15 1150 | 1093 | 1035 | 920| 863 | 767| 690| 575 | 460 
16 1210 | 1150 | 1089 | 968 | 908 | 807 | 726| 605 | 484 
17 1270 | 1207 | 1143 | 1016 | 953 847 | 762 | 635 | 508 
18 1330 | 1264 | 1197 | 1064 | 998 | 887 | 798 | 665 | 532 
19 1390 | 1321 | 1251 | 1112 | 1043 | 927 | 834 | 695 | 556 
20 | 1450 | 1378 | 1305 | 1160 | 1088 | 967 | 70 | 725 | 580 


CARRIAGE BOLTS—9/16 or % inch ciemneter) ) 













































































































































































































































































| | DISCOUNTS 
Length | List | rect 7 ae | |. jogs 
| 3 | 10 | 20 25 | 33 4 | 40 50 60 

24% =| 600 | 570} 540 | 480 | 450 | 400 | 360 300 240 | 
3 | 640 | | 608° i 576 | “512 | 480 | 427 | 384 | "320 256 | 
3% 680 | 646 612 | 544] 510| 453 | 408 | 340 272 | 
4 720! 684 | 648 | 576 | 540 | 480 | 432 | 360 288 | 
414 760 | 722} 684| 608 |* 570 | 507 | 456 | 380 | 304 | 
“ee . 800 760° 720 640 600 534 | “480 400° 320 | 
5% 840 | 798 | 756 | 672 | 630 ~ 360 | 504 | 420, 336 | 

6 sso | 836 | 792 | 704| 660 | 587| 528 | 440 | 352 | 
644 | 920| 874| 828] 736| 690| 613| 552| 460 368 | 

7 | 960| 912| 864] 768| 720| 640| 576| 480) 384 | 
7144. | 1000! 950] 900! 800| 750| 667 600 | 500 | 400 | 

8 | 1040| 988| 936 | 832| 780 | 694 | 624 | 520. 416 | 
8% | 1080 | 1026} 972/| 864/| 810| 720| 648) 540! 432 | 
9 | 1120 | 1064 | 1008 | 896 | -840| 747 | 672) 560 | 448 | 
9% | 1160 | 1152 | 1044 | 928 | 870 773 | 696 580 464 | 
“10 | 1200 | 1140 | 1080 | 960 | 900 800 | 720| 600| 480 | 
11 | 1280 | 1216 | 1152 | 1024 | 960| 853 | 768| 640 512 | 
42 ~~ | 1360 | 1292 | 1224 | 1088 | 1020 | 906 | 816 | 680 44 
13 1440 | 1368 | 1296 | 1152 | 1080 | 960 | 864 720 | 576 | 
“14 _| 1520 | 1444 | 1368 | 1216 | 1140 | 1013 | 912 | 760 608 | 
15 | 1600 | 1520 | 1440 | 1280 | 1200 | 067 | 960 | “800 640 | 
16. | 1680 | 1596 | 1512 | 1344 | 1260 | 1120. | 1008 | 840 | 672 | 
<i 4 1760 | 1672 | 1584 | 1408 | 1320 | 1173 | 1056 56 | S80. 704 
18 | 1840 | 1748 | 1656 1472 | 1380 | 1227 1104 920 736° 
19 | 1920 | 1824 | 1728 | 1536 | 1440 | 1280 | | 1152 2| 960° 768 
20 ~*| 2000 | 1900 | 1800 | 1600 | 1500 | 1334 | 1200 | 1000 | 800° 











Copyrighted 1926 by Hardware Age 


This is the ninth installment of a complete series of bolt prices to be published weekly. 














Goods Well Displayed Are Half Sold 


IRM belief in the rule that “merchandise well dis- 
played is half sold” is evidenced by the window 
trim arranged by Michel’s Hardware Store at 

Cleveland Heights, Ohio. 

Effective use has been made of the standard window 


trim material and counter display stand supplied by 
the makers of the line on display and during the time 





the window was used for this purpose, sales of these 
household and personal use brushes far exceeded 
expectations. 

In the neighborhood served by this store, the house- 
to-house method of selling brushes has long been prac- 
tised, and many housewives remarked that they were 
surprised and pleased to find comparable merchandise 
in the store at sheienicnctniied lower prices. 
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General Market News 











Hardware Sales Continue Active— 
Prices Firm and Collections Fair 


and staple hardware continues active, according to reports 


[ina st the unusually late spring, the sale of both seasonal 


from the hardware market centers. 


The sale of spring 


merchandise ordinarily would have reached its peak by this time, 
but owing to persistently adverse weather conditions, is only now 


assuming a normal volume. 


Staple items continue in demand, and 


no material departure from prevailing price levels is reported. 
Retail sales are spasmodic, and like the wholesale business de- 


pendent to a great extent, upon weather conditions. 


are characterized as fair. 


N. Y. Building Is 100 Per 


Cent Ahead of 1925, 
Report Shows 


Building activity in New York City 
during the first four months of 1926 
has proceeded on a vast scale in spite 
of predictions of a decline, says a state- 
ment issued recently by the Merchants’ 
Association and prepared by its Indus- 
trial Bureau. On the basis of contracts 
awarded during that period, activity 
this year as measured in dollars and 
cents is nearly 100 per cent ahead of 
1925, although only slightly ahead of 
1924. The estimated cost of projects 
contracted for during the first four 
months of 1926 average $113,941,450 
per month, as compared with $58,414,- 
675 per month for the first third of 
1925. January, 1926, records 659 proj- 
ects for an estimated cost of $112,893,- 
600. 


Steel Production Better 
Than Last Year’s 


Steel ingot production for the third 
consecutive week is at 70 per cent of 
capacity, Pittsburgh and nearby dis- 
tricts, and that rate is five points or 
more above the average at this time 
last year. 

As a rule, buyers still are holding 
down purchases to their absolute ne- 
cessities, but while orders invariably 
are for small amounts, they are coming 
with more frequency than recently and 
in all cases are tagged for quick ship- 
ment, which would indicate that little 
material is going into stock. 


Spring Lines Moving in Pitts- 
burgh—Prices Are Gen- 


erally Firm 


There is a very fair movement of 
seasonal goods in Pittsburgh, but re- 
tarded by a late spring. 


Supplies for 











Collections 





automobile touring and camping are 
being called for with a good deal more 
freedom than recently and rain lately 
has improved the hay crop and is re- 
sponsible for some stimulation in the 
call for haying tools. Baseball and ten- 
nis goods are moving quite well and 
not much dissatisfaction is felt over 
the way screen doors and windows, 
screen wire cloth, ornamental fence and 
ice cream freezers are moving. But on 
the other side of the picture is a de- 
cline in the movement of several items 
that recently were showing considerable 
life. Prices are holding quite steady 
as a general rule. Mill prices of steel 
sheets continue to grow softer, and this 
not only has brought about lower prices 
on warehouse shipments, but probably 
means that sheet steel products prices 
are as high as they are going to be for 
the present. Hardware collections are 
fair in this area. 

The iron and steel situation is giving 
a very fair account of itself. , While 
consumers generally are keeping down 
their requirements to actual needs, it is 
evident that they continue to need con- 
siderable steel, and although individual 
purchases run to small amounts, the 
number is sufficient to provide the in- 
dustry in this and nearby districts with 
a 70 per cent operation. The idea is 
fairly common that this month will see 
some recession in steel plant activities, 
but there is a good deal of cheerfulness 
over prospects over the last half of the 
year. Purchasing has been on a hand- 
to-mouth basis for so long that stocks 
are not accumulating in second hands 
and if the railroads or automobile in- 
dustry and the oil and gas industry take 
supplies that they are expected, it 
should not be long after the mid-year 
date before the mills are again finding 
it necessary to increase operating 
schedules. Steel prices are quite steady 
outside of sheets, and even they seem 
to have reached a point where a 
stronger stand by manufacturers is 
likely. 





May Retail Trade Shows 
7.3 Per Cent Gain 


Total sales in May of 543 retail 
stores, which made preliminary reports 
to the Federal Reserve system from all 
sections of the country, were 7.3 per 
cent larger than in May, 1925, accord- 
ing to the monthly survey of the Fed- 
eral Reserve Board. Weather condi- 
tions were generally more favorable 
for retail trade in May than in earlier 
months of this year, and the increase 
in sales over the corresponding month 
of last year was larger than for any 
previous month of this year except 
March, the month in which a large 
volume of Easter trading was done. 

Increases in sales occurred in all 
Federal Reserve districts except the 
Minneapolis district, where sales were 
slightly smaller, but the most subtan- 
tial improvement was in the Richmond, 
Atlanta, Chicago and St. Louis Federal 
Reserve districts. More than 70 per 
cent of the total number of stores re- 
porting from the country as a whole 
showed larger sales than a year ago. 

Sales of two mail order houses were 
14.2 per cent larger than in May, 1925, 
and sales of five and ten cent chain 
stores (five chains) were 11.5 per cent 
larger. 


Consistent Demand in 
Northwest Markets 


Business in the Northwest tributary 
to the Twin Cities is steady, but shows 
the influence of adverse weather con- 
ditions. More rain is needed to en- 
courage the farmers to buy freely, in 
the agricultural districts. In the larger 
trade centers, building is progressing 
at a fair volume, which is perhaps 
slightly below that of last year. Com- 
mercial and residence work both are 
receiving their share of attention. 

There seems to be a slight improve- 
ment in the collections, which will 
doubtless grow during the month. 
Stocks are being kept up in good shape. 
Prices are very steady, there seeming 
to be no inducement to alter them in 
any way. 


te 


Tire Shortage Is Predicted by 
General Tire Official 


A tire shortage of 7,000,000 units 
faces American motorists, William 
O’Neil, president of the General Tire & 
Rubber Company, declared recently. 

O’Neil’s statement follows a nation- 
wide survey, which shows, he said, only 
9,000,000 tires in the hands of the 
dealers. 

“Past experience of the manufactur- 
ers shows the nation’s dealers now 
should have on hand 16,000,000 tires,” 
O’Neil said. 

The immediate result of the shortage, 
he indicated, would be a speeding up in 
tire factories. 
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Trade Continues to Improve in Chicago— 
Seasonal Items Show Activity—Prices Steady 


(Chicago office of HARDWARE AGE) 


HILE there is nothing so spectacular as a “boom” in prog- 
ress, conditions continue to show a decided and steady im- 


provement over what they were a month ago. 


The gains 


are relatively low but at the same time ample enough to engender a 


general feeling of optimism. 


Seasonable merchandise, the sale of which lagged miserably dur- 
ing a cold backward spring, is now beginning to show some activity 
and dealers who placed rather heavy future orders last winter are 
commencing to unload and some replacement business is develop- 
ing. Dealers report that their total sales for so far this year will 
now compare favorably with the same period of last year, the last 
month’s business offsetting the losing figures up to that time. 

Wholesale prices are absolutely unchanged this week, although 
there is a considerable firming up tendency on the part of some of 
the more staple items. It is predicted that wire products will take 
an early advance following a raise of $2 per ton in Chicago mill 


prices on steel bars, plates and shapes. 


Sheets, on the other hand, 


are the exception to the rule and prices are weak with a slight de- 
cline not unlikely. Structural steel is in good demand and an ad- 
vance in price is anticipated. Chicago area steel mills continue to 
operate at about 88 per cent capacity. 


AUTOMOBILE ACCESSORIES.—The 
demand is excellent as the summer va- 
cation period opens. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Piugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each; lots of 
100, 56c. <A. C. Special Ford, 44c. 
each. 

Spot Light. — Anderson, No. 3280, 


$6.50 

Jacks.—National Standard No. 21, 
$1.20 each. 

Pumps. — Rose, 1%-in., cylinder, 
$1.55. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes. —30 x 3%, oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 
3% $1.80 each; red inner tubes, 30 x 

3%, $2.25 each. 


BOLTS AND NUTS.—Prices are firm 
and the demand satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage lots, cut 
thread, 45-5 per cent discount; small 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, cut 
thread, 50-5 per cent discount; small 
machine bolts, roller thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE.—Sales are | 


brisk and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull ‘tenn finish, $2. 70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keyed front door sets, $1.65 per set; 
wrought brass bit-keyed, front door 
sets, $3.25 per set; cylinder front 
door sets, $7.50 per set. 


CHAINS.—tThere is a good steady de- 
mand and prices are unchanged. 








| 





yi uote from jobbers’ stocks, 
f.o. br hicago: %*%-in. proof. coil 
chains, $8.50 per 100-lb.; tence. Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-41% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.—Or- 
ders show a fair volume and prices re- 
main unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Prices remain unchanged, but 
with a strong tone. Orders are in good 
volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $4 per 100 ft.; corrugated con- 
ductor elbow, 3-in., $1.51 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Sales are increasing on 
heating appliances, such as_ toasters, 
percolators and irons. Fan sales are 
starting in well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.—-No. 14 rub- 
ber-covered wire, $7.50 per 1000 ft.; 
in 1000-ft. lots, $7.25; No. 18 lamp 
cords, $14.25 per 1000 ft.; in 1000- ft. 
lots, $13.65; %-in. brush brass key 
sockets, 15i6c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, _§ 12c. 
each; dry cells, boxes of 50, 32c. each; 
less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33 each; No. 772, 
$2.62 each; No. 486, $3.85 each. 

Battery Chargers. ep oe line, lots 
of less than 10, $13.50 each, net. 

Loud Speakers.—Western Electric, 
No. 522W, $2.50 list. Discount, 39 
per cent. 





FIELD FENCE.—Sales are holding up 
well, although the season is late. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-6-14%, $43.62 per 100 
rods; 2158-6-14'%, $48.98 per 100 rods. 


FILES.—There is a good normal de- 
mand and prices are firm. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—Sales are run- 
ning very heavy with “game fishing” 
seasons opening in the various sur- 
rounding States. 


GALVANIZED WARE.—The demand 
for pails is especially good, but the late 
cold, wet season absolutely killed 
wateringpot sales. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.35; No. 2, 
$7.00; No. 3, $8. 25; 10- -qt. galvanized 
after-made pails, $2.20; 12-qt., $2.45; 
14-qt., $2.75; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz.; 
1-bu. galvanized baskets, $6.25 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—There is a slight but steady 
increase in the demand as the season 


advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, = 
quality, molded hose, %-in., 1 
per ft.; %-in., 14%c. per ft.; 5- Lah 
good quality, wrapped, %-in., 9'4c. 
per ft.; %-in., 1%c. per ft. Lawn 
sprinklers, Rail King, 28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—A satisfactory 
demand is reported. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b.. Chicago: Single strength A, 
25-in” bracket, 85 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 82 per cent discount; single 
strength A, all other brackets, 81 per 
cent discount; double strength A, all 
sizes, 82 per cent discount; double- 
strength B, up to 4 in., 87 per cent 
discount; balance, 85 per cent. Putty, 
pure grades, $3.75 per 100 Ib. com- 
mercial, $3.40 per 100 lb 


HATCHETS.—The demand is rather 
quiet, with the exception of the popular 
priced grades. No change in price is 
expected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16. 40 doz. ; 
medium quality hatchets, No. 
shingling, $8 doz.; medium a aeiies 
hatchets, No. 2 broad, $12.50 doz. 


HANDLED HAMMERS.—Prices are 
firm and on the cheaper grades are 
trending upward. Sales are in satis- 


factory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16-o0z. machinist ham- 
mers, first quality, $9.20 doz.; Com- 
eo a grade, 16-oz. nail hammers, 

to ; 


HANDLES, AGRICULTURAL.—Sales 
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continue to show a good volume. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight- 


checked and bored, best grade, 4%- 

+4 $4.50 doz.; o-ft., $5.50 doz.: po «a 
ly -ft., $4 doz.; 5- ft., ‘ 

sett. $2.40 doz. ; 5- -ft., 2.80 doz. 

Hay Fork Handie.—Bent chucked 
and bored, best grade, with strap, 
ferrule and cap, 414-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 4%- 
ft., $5.75 doz.; XX, bent 4%-ft., $4.50 
doz.; 5-ft., $5. 50 doz. : X, bent, 4l0- 
ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX, bent, 4-ft., $4.15 doz.; 4%- 
t., $4.40 doz.; bent, 4-ft., $2.60 doz.; 
414-ft., $2.95 doz. 

Garden Hoe WHandies.—XX, 4%- 
t., $3.45 doz.; X, 4%-ft., $2.40 doz. 

Garden Rake Wandies.—XX, 5%- 
ft., $5.25 doz:; X, 5%-ft., $3.25 doz. 
Handies.—Regular pattern, 
.¢ a 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best grade, $7.95 
doz.: X grade, $6 doz. 

Spade Handies.—D handles best 
grade, $7.75 doz.; grade, $6 doz. 


HANDLES, TOOL.—Prices remain un- 
changed and orders are being received 
in a satisfactory volume. 

from jobbers’ 


Axe Handies.—Nvo. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer WHandies.— 
No. 1, 90c. doz.; finest second growth 
hickory. $1.80 doz. 


HINGES.—Sales are seasonably good 
and prices are firm. 


from jobbers’ stocks, 

Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42 
6-in., $1.60; 8-in., $2.70; 10- in., $4. 30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; S8-in., $3.56; 10- -in., $5. 10 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales are 
still slow, although there has been a 
very slight improvement during the 
past week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qat., 
$4.85 list; 2-qt., $5.65 list; 3-qt., $6.75 
$8. 25 list; 6-qt., $10.45 list; 
8-qt., $13'50 list; 10- -qt., $18 list; 12- 
qt., $21.55 list; 15-qt., $25.60 list; 20- 


We quote stocks, 


f.o.b. Chicago: 


We quote 
f.o.b. Chicago: 


at.. $33.20 list; 25-qt., $42.60 list; 
Arctic, 1-qt., $4 list; 2-at., $4.60 list; 
3-qt., $5.55 list; 4-qt., $6.80 list; ‘. 


qt., $8. 60 list; g- -qt., $11. 10 list. All 
the abcve less 50 per cent discount. 
Alaska, 1-qt., $2.95 list; 2-qt., $3.45 
list; 3-aqt., $4.10 list; 4-qt., $3 list; 
6-qt., $6.30 list; 8-qt., $8.20 list; 10- 
qt., $10.75 list; 12-qt., $14 list; 15-qt., 
$17 list; 20-qt., $21.50 list. A discount 
of 20 and 10 per cent on all above 
prices, 


LAWN MOWERS.—Sales, which 
lagged during the backward spring, are 
now very large and still increasing. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-i 


wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in., plain 
ae 3-kKnife, 8-in. wheels, $5.85 
each. 


NAILS.—The demand is very satisfac- 
tory and prices are without prospect of 
change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base. 


OIL STOVES.—The demand is sstill 


slow but is showing some improvement. 
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PAINTS AND OILS.—The demand is 
good and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 89c. 
per gal.; 5 barrel lots, 86c. per gal. 
Linseed Oil.—Boiled, barrel lots, 
92c. per gal.; 5 barrel lots, 89c. per 


gal. 
Turpentine.—Barre] lots, $1.00 per 
gal. 

Denatured Alcoho!l.—Barrel lots, 


40c. per gal.; steel drums extra $6, 


returnable. 


White Lead.—l100-lb. kegs, $15.25; 
500-lb. lots less 10 per cent; 50-Ib. 
kegs, $7. 90; 25-lb. kegs, $4; 12-Ib. 
kegs, $2.10 

Shellac. —(4%- lb cuts) white, $2.60 


per gal.; orange, $2.30 per gal. 
English Venetian Red.—In barrels, 

$3.50 to $6.75 per 100 Ib. 

, Dry Paste.—-Barrel lots, 7%c. per 
b. 


PYREX WARE.—Numerous June wed- 
dings and anniversaries have caused a 
little speeding up in the demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 


No. 214, $12 doz. 

New Handled re ye — Round, 
No. 622, $12 doz.; No. $14 doz.; 
Oval, No. 632, $12 iy No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz. ; 
~—_ 643, $14 doz. 

Pie Plates. —No. 208, $6 doz.; No. 


209, $7.20 

Tea ae -cup, — doz.; 4-cup, 
$24 doz.; 6-cup, $28 d 

Utility Pans.—No. 231, $8 doz.; No. 


232, $14 doz. 


ROLLER SKATES.—Sales are normal- 
ly good and prices firm. 











We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Union roller skates 


Stock Shrinkage 


Here are the chief causes 
of stock shrinkage: 

1. Theft by employees. 

2. Damaged goods, in han- 
dling and stocking, un- 
packing, breakage, miss- 
ing parts, etc. 

3. Careless selling, higher 
priced items at prices for 
goods of less value. 

. Goods depreciated by 
window exposure. 

. Short deliveries by manu- 
facturers and distributors. 

. Theft by customers. 


oUlC Ch 











$1.40 per pair; for girls, 
Chicago roller skates 
for girls, 


for boys, 
$1.50 per pair. 
for boys, $1.30 per pair; 
$1.40 per pair. 


ROOFING PAPER.—Sales are. un- 
usually good and prices are still with- 
out change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade tale _ surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red _ rosin 
sheathing, $57 per ton. 


ROPE.— The demand is fairly active 
and prices are firm. 


We quote from jobbers’ stocks, 
¥.0.b. Chicago: No. 1 Manila Standard 
brands, 25%c. per Ib.; No. 2 Manila, 
24%ec. per Ib.; No. 1 Sisal, 17%c. per 
Ib.; No. 2 Sisal, 16%c. per Ib. 
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SASH CORD.—Sales are good at the 


present low prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.75 per doz. hanks; No. 8, $8.85 per 
doz. hanks. 


SASH PULLEYS.—There is a good ac- 
tive demand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, "9- -in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREEN 
SCREENS. — Sales are 


vances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen Doors: No. 
266, 2-8 x 6-8, $20.35 doz. ; No. 296, 2-8 
x 6-8, $24 55 doz.; No. 311, 2-8 x 6-8, 

9.20 doz. W indow Screens, No. 


$29. j 
1833, $4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—The demand is very good. 
Prices reported are considered low and 


are very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 7744-20-10 per cent new list; 


round head blued, 75-20-10 ow cent 
new list; flat head brass, 75-20-10 per 
cent new list; round Kiet "brass, 


72%-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are not strong but show nc 


Sales are in good volume. 


We quote from jobbers’ stocks, 

f.o.b. Chicago: Warranted 50-50 
solder, $41 per 100 lb.; medium 45- 
55 solder, $40 per 100 lb.; 
40-60 solder, $39 per 100 ‘Ib. ; high 
speed babbitt metal, $20 per 100 Ib. ; 
standard No. 4 babbitt metal, $13 
per 100 lb. 


change. 


STEEL SHEETS.—Sales are fairly 


good and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 lb.; 28-gage black ' 
sheets, $4.25 per 100 Ib. 


WIRE PRODUCTS.—tThere is a nor- 
mally active demand and prices are 
very steady on the basis reported for 


the entire current season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.06 per 100 Ib.; No. gal- 
vanized plain wire, $3.50 per 100 Ib. 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 lb.; 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $3.50 
per 100 lb.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.; 12-mesh galva- 
nized wire cloth, $2 per 100 sq. ft.; 
14-mesh bronze wire cloth, $5.75 per 
100 sq. ft. 

Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 
$2.15 per 100 sq. ft.; 14-mesh, $2.55 
per 100 sq. ft.; bronze, 14-mesh, $6 
= 100 sq. ft.; 15-mesh, $6.60 per 100 


ft. 

“antvantend Poultry Netting.—57%-5 
per cent discount; galvanized after- 
made poultry netting, 524%-5 per cent 
discount. 


WRENCHES.—The demand is normal- 


ly good and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount; Coes’ 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, $4; No. 101 Master Ser- 
vice Set, $15.25; No. 202 Heavy Set, 
$8.80; No. 303 Ford Master Service 
Set, $14. 85; No. 404 Universal Socket 
Set, $8.75; No. 505B Screw Driver Set, 
$3.40; No. 900 Square Socket Set, 
$3.70. All Snap-On Wrenches less 
40 per cent. 





DOORS AND WINDOW 
showing a 
steady improvement as the season ad- 
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a * a. ° 
Sale of Spring Lines Improving Consistent Demand for 
: : , Screws, Bolts and Nuts : 
In N ° |. rices Reported F Iirm A quiet, but consistent demand, for “| 
staple hardware items, such as bolts, ui 
PP: ; ; nuts and screws, is reported in the New v 
DVERSE weather conditions continue to retard sales in the | York market. 
New York wholesale market. Ordinarily, the movement of TOSBERS_ QUOTATIONS TO RE- 
spring goods would, except in the case of a few reorders. tee anh Date 
have passed its peak, but the late spring has exercised so retardent Machine bolts, % by 4 and smaller, 
, . . 40 and 10 per cent off list. Machine 
an effect that sales are only now beginning to assume a normal bolts, longer and thicker, 40 and 10 
per cent off list. 
volume. The touch of seasonal weather of the past week has Common carriage ayaa % by 6 
. . ° ° ‘ smaller, 40 off list, larger an 
helped matters considerably, but there is still much room for im- ae ee 
provement. The movement of staple items continues consistent, Stove bolts, 80 and 10 off list. 
and prices for the most part are firm. Departures from prevailing | Screws 
levels have practically all been in the nature of minor adjustments. sian, Mieke blend TP cae Gone 
' indi ; a Iron Bright, Round and Oval Head, 
Collections are generally good “ indicate that business condi 75 per cent; Iron Blued, Round Head. 
, i 75 per cent; Brass, Flat Head, 75 per 
tions generally are basically soun “ cent; cnen. Round and Oval Head, 
Retail sales in the metropolitan area could be better, and the 72% per cent. 
. ° ; ° These disc ounts apply to revised 
majority of merchants attribute the lack of business, as do the list of June 24, 1922. 
a ° ° ey 20- a ) Ee ‘ 
wholesalers, to the unusually late spring. In the meantime retailers per cent 
are marking time and are buying conservatively. M 
etal Screens Reported 
| . Active in New York 
. h C d * lhi Well _White Mountain Freezers —2 qt., 
ds or e1line 3-3 — 6 a 10.45 plete : Me Metal adjustable screens are among 
in New York Market $13.50 each, and 10 qt., $18 each. the active items in the New York 
awe a ae —_ a wholesale market at the present time. 
An active demand for sash cord is SS ae Se 50 D Prices are firm, and stocks apparently 
— by ae in col agp ; Auto- Vacuum Freezers. — No. i, sufficient for current requirements. 
politan area. n e lower grade cor 3.33 net; No. 2, $4 net; No. » $0. ‘ JOBBERS’ QUOTATIONS TO RE- 
prices are somewhat flexible, but firm na ge ea ee aes TAILERS, F.0.B. NEW YORK: 
on the higher priced line. Stocks are 331, per cent off list. : . Spe frame ae B egies: oe hat 
sufficient. Acme Freezers. — Bright, galv., widths 20 to 37. ‘tochen: ig in. high, 
JOBBERS’ QUOTATIONS MA RE- p= magn A 2 a. a ig ge $8 per dozen; with frame 20 in. high, 
TAILERS, F.O.B. NEW YOR 4 qt. size, enameled-galv., $18 per $10 per dozen; 24 in. high, $12 per 
Sash Cord.—Samson Spot, No. 8 to dozen, and 1 qt. size, Junior, enam- dozen; 28 in. high, $14 per dozen. 
No. 12, 65%c. to 66c. per 1b.; Phoenix, eled, $4.80 per dozen. These are net name, adjustable widths, 24 to 45 
same numbers, 36c. per lb.; Sachem, prices to dealers in., 20 in. high, $12 per dozen ; 24 in. 
same numbers, 3lc. per lb., and Arctic Freezers.—1 qt., $4: 2 at. high, $14 per dozen, and 28 in. high, 
Aetna, No. 8, 26 lec. to 27c. per lb. $4 60: 3 qt., $5.55; 4 qt., $6 6.80: 6 at., $16, per dozen. ; : 
No.7 is 1c. per Ib. higher, ana No. $8.60: 8 qt., $11.10; 10 qt. $14.90; 13 a am peonse Wire cloth, 16 
6 is 3c. per lb. higher. at., $16.65: 15 qt., $23.30. These are — een sa2 — 20 to ra. in., 
nuatigideiin list prices. Jobbers quote dealers’ dis- + ” 6 i ee eee _— so 
f ig li high, $14 per dozen; 24 in. high, $16 
. . ° ° count of 50 per cent off this list. per dozen; 28 in. high, $18 per dozen. 
Linseed Oil Moving.in i Same, adjustable widths, 24 to 45 
in., 20 in. high, $16 per dozen; 24 in. 
New York Market Rubber Garden Hose | $26 per dozen 29 * im Nigh 
A consistent demand for linseed oil Sales Improving 


Wine Presses Quiet 


is reported in the New York wholesale 


market. Card prices, effective June 9, An improving demand, particularly 


f.o.b. New York: from the outlying sections, is reported The demand for wine presses_and 
In lots of less than 5 bbls., 11.9¢. on garden hose. Stocks are generally | presses eontinues light, but New York 
per Ib.; in lots of 5 bbls. or more, sufficient and prices firm. wholesalers oe : marked im- 
11.5¢c, per lb. Calcutta linseed oil in provement toward the latter part of 
JOBBERS’ QUOTATIONS TO RE- . p 
bhis., ibe. per ib. Bolled oil 3/ ide. TAILERS, F.0.B. NEW YORK: June and early in July. 


extra per lb., double boiled oil 5/10c. 





extra per lb. Oil in half bbls. 7/10c. 
extra per lb. These prices supersede 
those of May 17. 


Movement of Ice Cream 


Freezers Improving 


The advent of somewhat warmer 
weather during the past week has re- 
sulted in stimulating the demand for 
ice cream freezers. Stocks are ade- 
quate, and no departure from prevail- 
ing price levels is reported. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each: 
4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 at., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 aqat., 
$3.35 each; qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qat., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 





Rubber garden hose, Milo, in 25 ft. 
lengths, 12%c. per ft., in 50 ft. 
lengths, 12c. per ft. Good Luck, in 
25 ft. lengths, 11%c., in 50 ft. lengths, 
10%c. per ft. Bull Dog, in 25 ft. 
lengths, 144%c. per ft., in 50 ft. 
lengths, l14c. per ft. Molded, high 
grade, in 25 ft. lengths, 10%c. per ft., 
in 50 ft. lengths, 10c. per ft. Dia- 
mond, llc. per ft. 

Nozzles, Standard, heavy, $6 per 
doz. less 5 per cent. Competitive 
grade, 14%c. each, less 5 per cent 
in dozen lots. 

Star, molded, in 25 ft. lengths, 
12%4c. per ft., in 50 ft. lengths, 11%c. 
per ft. Zulu, smooth, in 25 ft. lengths, 
12%c. per ft., in 50 ft. lengths, 11%4c. 
per ft. 


No Change in Wire 
Nail Prices 


The demand for wire nails is re- 
ported as good. Prices are generally 
maintained at $3.45 per keg, but con- 
cessions are offered in some cases. 
Wire brads in packages are moving 
actively. These are quoted at 70 and 
5 to 70 and 10 per cent off list. 





JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK 

Boss line of wire presses, No. 1, 
$6.70; No. 2, $7.50; No. 2%, $10; No. 
3, $12.75, and No. 4, $16.25, all prices 
are each. 

Same with hinged tub, No. 1, $7.80; 
No. 2, $8.60; No. 2% $11. 15; No. 3. 
$14, and No. 4, $17. 30, all prices are 
each. 

Boss Handy Crusher, $6 each. 


Wire Cloth Prices Firm; 
Consistent Demand Reported 


There has been no material abate- 
ment in the demand for wire cloth. 
Stocks are light and a range of prices 
is still in evidence. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK: 

Wire cloth, copper, 14 mesh, $5.00 
to $5.25; 16 mesh, $5.50 to $5.75. 

Bronze, 14 mesh, $5.50 to $5.75; 16 
mesh, $6.00 to $6.25. 

Galvanized, 12 mesh, $2.30; 14 mesh, 
$2.40 to $2.50; 16 mesh, $3.05 to $3.15. 

These prices are per 100 sq. ft. on 
sizes 22 in. to 48 in. For smaller 
sizes add 15c. per 100 sq. ft. 
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June 17, 1926 


Some Improvement Noted in Cincinnati 
Territory—Seasonal Items Very Active 


(Cincinnati office of HARDWARE AGB) 

HERE is a much better tone to the hardware market in Cin- 

| cinnati. Sales have shown a considerable improvement in the 

past two weeks, and the volume of bookings by local hard- 

ware jobbers in the first ten days of June will surpass that in the 

corresponding period a year ago. Total business for the first five 

months of 1926, however, falls short of that in the same months 
last year. 

Particularly outstanding has been the betterment in the orders 
for seasonal products. Many spring and summer items began to 
move at a satisfactory rate following a prolonged dull spell. Staple 
merchandise also has held its own place in the percentage of total 
sales, and jobbers are well pleased with the trend of the market on 
staple commodities. 

After a delayed spring the building industry now is assuming 
normal activity and work actually under way or in the making is 
of sufficient volume to maintain employment of labor for several 
months. Although there has been some slackening from the peak 
of a year ago, the decline has not brought about any noticeable cur- 
tailment in construction, such as residential work, schools, hospitals, 
commercial and semi-public schools. Permits for the first five 
months of this year aggregated a value of $8,142,000, compared 
with $10,416,000 during the same period last year and $9,049,000 
during 1924. 

In general trade there has been much more activity since the re- 
turn of favorable weather. Sales of department stores increased 
in the first ten days of June when compared with the same period 
last year. Merchants, even though buying cautiously, are display- 
ing more confidence in future needs. Hardware prices are firm and 
have not changed in the past two weeks. 

















AUTOMOBILE ACCESSORIES. uette Ford front bumper in nickel 
—_With the advent of favorable weather 1.68 nauk. Maameien Cader éanade. 
has come a better demand for accesso- ~*~ be wl 538 s - i $7.45 a wet: 
versified stocks than a month ago, and jera, B00. Carriers. _ Lugtage car. 
the late spring business has been sat- ha ey eT 
isfactory. Total sales this year, how- - ?- s.—A. C. sparkplugs, 75c. 
: eac a than 100 lots, 53c.; 
ever, are not equal to those in the same in lots , e... 100 to 300, 50c.: in lots 
i 25. uotations are the upward of 300, 45c.; C. No. 1075 
period in 19 Q Ford sparkplugs, 50c. a * in less 
same. than 100 lots, 36c.; in lots upward of 
We quote from Cincinnati jobbers’ 100, 34c. 
stocks: AGRICULTURAL HANDLES. — Re- 
Tires.—30 x 3 Beaver fabric casings, : : . : 
nts anche &b & © aloes eee Gee tailers continue to replenish their stock 
ings, $8.50; 30 x 3 Beaver cord cas- by placing orders of a fill-in character. 
ings, $7.50, 30 x 3% Beaver cord cas- 
ings. $7 28; 30 x 3% Badger standard wm... quote from Cincinnati jobbers’ 
cord casings, $10.% x ger 
commercial cord casings, $16; 31 x 4 RA $3.50: yo ps Mh 
Beaver core costings, ome S*; =. fork, $2.45; cotton hoe handles, $1.85; 
Badger standard cord casings, $19.25; wood D shevel handle $4 a 
33 x 4 Beaver cord casings, $17.60; 33 , _ 
x 4 Badger standard cord casings, BASEBALL GOODS.—There have been 
ae A we ted caaniiaael aed moderate sales of baseball equipment. 
casings, $28; x a yt see Bookings are about paralleling those in 
ar aioon cor £s : 
4.40 Beaver balloon cord casings, the same period last year. 
$20.50; 31 x 5.25 Badger standard bal- We quote from Cincinnati jobbers’ 
loon cord casings, $24.15. stocks: 
Tubes.—30 x 3 Badger standard Fielders’ Gloves.— No. 34, $1.50 
4 80 each; 30 x 3% Badger standard, each: No. 70, $2.50 each: No. DW 
2.05: 31 x 4 Badger standard, $3; 33 $4.35 each: No. BL, $6.50 each. 
: 4 Badger standard, $3.25; 32 x 4% Catchers’ Mitts.— No. 188, $2.67 
Badger extra heavy, $4.30; 29 x 4.40 each: No. 210, $4.60 each; No. 234, 
Badger extra heavy for balloon tires, $5.50 each. 
$2.95. Catchers’ Masks.— No. 254, $1.33 
Jacks.—No. 10 Ajax, 85c. each; No. each: No. 261, $1.95 each: No. 267, 
9 ~ $1.05 each; No. 60 Ajax, $2.50 $3.33 each. 
each Bats.—No. 13, $7. 20 per doz.; 
Pumps.—No. 11, _" one: Big Boy, 16, $10.80 per doz.; No. 40 ER, $16. 530 
$1.55 pone Arvin, $1.8 per doz.; No. 250, $21 per doz. 
Bumpers. — a Seeine Ford front Baseballs. — Harwood. $13.20 per 
bumper in black, $3.32 each; Mar- doz.; Goldsmith No. 45, $2 per doz.; 
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Goldsmith No. 47, $4 per doz.; Gold- 
smith No. 70, $7.80 per doz.; Gold- 
smith No. 97, $15 per doz. 
BOLTS AND NUTS.—Sales are about 
normal, and retailers are taking small 
lots to round out a diversified stock. 
Prices are steady. 


We quote from Cincinnati —, 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 off; small, 50 
and 10 off; stove bolts, 75 off; semi- 
finished nuts, 9-16 in. and smaller, 75 
off; larger size, 65 off. 


BUILDERS’ HARDWARE. — Decided 
improvement in building operations has 
brought out a liberal trade in builders’ 
hardware. Retailers are calling for 
quick deliveries. Those concerns spe- 
cializing on contract work report con- 
ditions favorable. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
+ 60, 10 and 10 off, extra heavy 

60, 10 and 5 off. 

a — Common hinges 70 off; 
safety hasps, 3 ne, i single, per 
doz., 4% in., $1.25; is "$1.75 

Butts. —Steel, all yn and an- 


tique copper, case lots, 3% x 3%, 
18c. per pair net; 4 x 4, 28c. In less 
—— case lots, 3% x 314, 2Z1c.; 4 x 4, 

Sash Weights.—Sash weights, 1.80c. 


Inside Sets.— Square bevel inside 
sets in case lots, $5.10 a dozen. 


CAMP STOVES.—tThe opening of the 
active retail season on this product is 
now at hand. Orders placed with job- 
bers have been fairly good. Prices are 
firm. 


We quote from Cincinnati jobbers’ 
oe No. 2, = 50 each; Cole- 
man No. 9, $6.25 eac 

CARPET SWEEPERS.—Trade in this 

commodity has been well sustained and 

retailers constantly are ordering in 
small lots for prompt shipment. 


We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per doz.; Universal japanned 
sweeper, $42 per doz.; Grand Rapids 
nickel-plated sweeper, $48 per dozen; 
Little Helper toy sweeper, $2 per doz. 

CROQUET SETS.—Spring orders are 
continuing to come in at a moderate 
rate. 


We quote from Cincinnati jobbers’ 
stocks 

No. 5, four-ball set, $1.50; —_ 10, 
six-ball set, $1.85; No. A, ght- 
ball set, $2.15; No. 3, eight- ball eet, 
$4.20; No. 1, eight- ball set, $3.15. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Increased operations in the 
building industry have proved to be of 
great benefit to trade in eaves trough 
and conductor pipe. Jobbers report 
that sales have attained satisfactory 
-roportions. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5 in., eaves trough, 
$5.75 per 100 ft.; 28-gage, 3 in., corru- 
gated conductor pipe, $5.50 per 100 
ft.; 28-gag 3 in., corrugated con- 
ductor b= $1.94 per doz.; 29-gage, 

in. corrugated conductor elbows, 
$1. 51 per doz. 


FILES.—Business has been normal in 
this product. Prices are strong. 
We quote from Cincinnati jobbers’ 
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ake Mirro Advertising 
¢ ° 
Work for You ws ae 
¢ 9 , 
| ¢ Your (opy: ; 
You will see the illustration above in the May and June issues of many of ¢ This handsome big book of ) 
the biggest national magazines. It is a fine example of the new and effec- g “The Mirro Store” is a com- é 
tive presentation of Mirro quality which is convincing your customers ¢ plete new _Mirro catalog — ‘ 
, ad <> al r plus. It is full of selling ideas ” 
more firmly every day that Mirro is truly the ‘‘Star Feature’ line. aad talking points—just 
Mirro advertising is appearing in the Ladies’ Home Journal, Woman's : what you want for your , 
H : , 4 clerksand toshow customers. * 
ome Companion, Good Housekeeping, Delineator, Designer, Liberty and If you haven't received your 2 
Country Gentleman. These magazines have a combined circulation of ¢ copy, mail this coupon. ) 
8,766,188 copies. They will print during 1926 a total of 42,970,400 separate g , 9 
- Aluminum Goods Mfg. Company < 
Mirro advertisements. 6 Manitowoc, Wis. ° 
If you sell Mirro Aluminum, this advertising is working for you. You can ; jee ee ee Sores ¢ 
make it work harder by displaying Mirro and talking Mirro. That’s how , ee ; 
to make your store the Mirro store of your community. ; pie 
TESS -------- 
Aluminum Goods Manufacturing Company ‘ 
General Offices: Manitowoc, Wisconsin, U.S. A. . 7 
Makers of Everything in Aluminum 
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Black Diamond files, 40, 10 
Keystone files, 70, 10 


stocks: 
and 10 rs — 
and 5 off 


GALY ANIZED WARE.—Demand has 
been fairly steady in the past two 
weeks. Retailers report good sales and 
are eager to keep stocks well diversi- 
fied. 
We quote 
stocks: 
Galvanized Pails.—10 gqt., $2.30 per 
doz.; 12 qt., $2.55 per doz.; 14 qt., 
$2.90 per doz.; 16 qt., $3.40 per doz.; 
valvanized tubs, No. 1, $6.50 per doz. 


GARDEN HOSE.—There has been a 
sharp increase in sales recently. Some 
parts of this territory have experienced 
dry weather, thereby stimulating the 
activity in garden hose. 


from Cincinnati jobbers’ 


We quote from Cincinnati jobbers’ 
stocks: 
Rubber Hose.—5-ply, % in., 8c. 
per ft. in 50-ft. lengths; 6-ply, Ye in. 
l0e. per ft. in 50-ft. lengths; 7- -ply. 
1» in., 12c. per ft. in 50-ft. lengths; 
double braid in %-in., 500 ft. coils, 
lOc. per ft. 
GARDEN TOOLS.—Business has been | 
moderate. Retail trade is placing a 


satisfactory number of fill-in orders. 


We quote from Cincinnati jobbers’ 
stocks: 

Forks.—035% lowa hay forks, 
$12.25 doz.; 044% Iowa manure forks, 
£15.60 doz.; OHW Iowa spading forks, 
1%. St aoz 

Rakes.—14SM rakes, $5.64 dozen; 
No. 314 Peerless rakes, $9.84 doz. 


GLASS.—There has been a further im- 
provement in sales in the past two 
weeks. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A first 
racket, &7 per cent discount; single 
strength B first bracket, 89 per cent 
discount; single strength A first three 
brackets, 85 per cent discount; single 
strength B first three brackets, 89 per 


cent discount; single strength A over 
the third bracket, 85 per cent dis- 
count: single strength B over the 


per cent discount; 


bracket, 87 
86 per cent dis- 


strength A, 


third 
double 


count; double strength B up to 54- 
in., S9 per cent discount; double 
strength B over 54-in., SS per cent 


discount. 
HAMMERS AND HATCHETS.—The 
retail trade has been ordering mer- 
chandise at a steady rate. Sales are in 
about the same volume as those a year 
ego. Prices are firm. 


We quote from Cinc - jobbers’ 
stocks: Hatchets, No. 2961, $12 a) 
doz.: hammers, No. 81, Boy 
Scout, $11 doz. 


HOSE REELS.—Concurrent with the 
demand for garden hose has been an 
improvement in the sale of hose reels. 


$12 , 


his way are usually just taken for granted. 
and the street is dark—vwell, he 
If they are good he doesn’t notice them 
After all, they weren’t put there to be noticed. 

The best way to appreciate what has been done 
for us in the way of modern street lighting is to take 
a glance at what our predecessors enjoyed. One hun- 
dred years ago there were only eight miles of illumin- 
Today the lamp posts 
of the same city would reach to the coast. 

But the true transformation is as much a matter 


1% O the man on the street, the fixtures that light 


they are poor, 
notices them. 
at all. 


ated streets in New York City. 
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Business in the next few weeks should 
be excellent. 


We quote from Cincinnati jobbers’ 
stocks: Wooden hose reels, $14.75 a 
doz.: Victor iron hose reels, $2 each. 


ICE CREAM FREEZERS.—Orders are 
beginning to flow in more freely to the 
local jobbing houses. Prices are un- 


changed. 
We quote from Cincinnati jobbers’ 

stocks: 
Peerless.—2-qt., $3.45; 3-qt., $4.10; 
4-ft., $5; 6-qt., $6.30; 8-qt., $8.20. 
Peerless dealers’ discount is 25 and 


10 per cent off above list. 
White SS —2-qt., $5.65; 
$6.75; 4-qt., $8.2 6-qt., $10.45; S-qt., 
$13. 50. White Mountain dealers’ dis- 
count is 50 per cent off above lists. 
LADDERS.—Sales have been satisfac- 
tory, and shipments from local ware- 
houses have reached generous propor- 


tions. 
We quote from Cincinnati jobbers’ 


stocks: 
Rodded 


3-qt., 


ladders, 24c. a ft.; single 
ladders, 20c. a ft. up to 16 ft.; exten- 
sion ladders, 30c. a ft. up to 32 ft.; 
best grade ladders, 50c. a ft. 


LAWN MOWERS.—Sales in the past 
two weeks have been the best this year. 
Prospects are bright for continued good 
business this month. 

We quote from Cincinnati jobbers 


stocks: 

Cheap grade with plain bearings, 
12-in., $5 each; 14-in., $5.25 each; 16- 
in., $5.50 each. 

Better grade with plain bearings, 
12-in., $6; 14-in., $6.25; 16-in., $6.50. 

Cc heap grade with ball bearings, 14- 
in., $7.25: 16-in., : 

Me dium grade with ball bearings, 
14-in., $8.2 16-in. $8.85; 18-in., 
$9.20, — 

Best grade with ball bearings, 14- 
in., $11: 16-in., $11.50; 18-in., $12; 20- 
in., $12.75. 


LAWN ROLLERS.—A few fill-in or- 
ders are being received by local jobbers. 
We quote from Cincinnati jobbers’ 


stocks 

No. 2 plain bearing rollers, $8.40 
each; No. 4 plain bearing rollers, $10 
each: No. 5 roller bearing rollers, 
$12.49 each: No. 7 roller’ bearing 
rollers, $14.20 each. 


LAWN SPRINKLERS.—Business has 
improved to a marked extent in the past 
two weeks. Indications point to a con- 
tinuation of excellent sales in the im- 
mediate future. 

We quote from Cincinnati jobbers’ 
stocks: Fountain ring sprinklers; $6 
doz.; Rain King sprinklers, $28.20 doz. 

MOPS.—Orders and shipments. both 
have been good. Prices are firm. 


from Cincinnati jobbers’ 


We quote 
line with handles, 


stocks: O'’Cedar 
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No. 3, $12; No. 4, $8; No. 5, $10; No. 
8, $12; No. 15, $6. 
NAILS.—There hag been a slight 


strengthening of prices in the past few 
weeks. The retail trade is carrying 
a fair amount of stock. 

We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, 
cement coated nails, $3.15 per 
keg. 

PAINT.—The best sales of the year 
have been made in the last 10 days. 
Demand from the retailers in this ter- 
ritory has been pronounced. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 

2.75 per gal.; linseed oil, single bar- 
rels, 86c. per gal; turpentine in 2- 
barrel lots, 86c. per gal.; white and 
red lead in 500-lb. kegs, 15%4c. per 
Ib. less 10 per cent. 


POULTRY AND WIRE NETTING.— 
Sales have been satisfactory and busi- 
ness is holding up exceptionally well. 


We quote from Cincinnati jobbers’ 
stocks s: 12 mesh black wire netting, 
$1.75 per 100 sq. ft.; 12 mesh opal 
wire netting, $2.05 per 100 sq. ft.; 
14 mesh wire netting, $2.45 per 100 
sq. ft.: poultry netting galvanized 
after, 57% off list; poultry netting 
galvanized before, 57% and 10 off 
list. 

REFRIGERATORS.—There has been 
a marked improvement in demand lo- 
cally. Prices are firm. 


We quote from Cincinnati jobbers 
stocks: 

No. 264 white enameled refrigera- 
tor, $33.25 each; No. 764 porcelain 
refrigerator, $52 each: No. 964 stone 
white refrigerator, $55 each. All of 
the above models are of the three- 
door front icer type. 


ROOFING MATERIAL. — The retail 
trade has been buying material in con- 
siderable quantities. Shipments by 
local jobbers have been brisk. Prices 
are holding up well. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.8 K red and green slate 
surface, $2, 10. 

Roof Coating.—Coal tar, refined, in 
barrel lots, 25c. per gal.; in half bar- 
rel lots, 28c. per gal.; coal tar, crude, 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal. 

Roofing Cement. —Liberty elastic, 1 
Ib., 12c.; in 5 Ib. cans, 9%ec. per Ib. ; 
in 10 Ib. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per Ib.; Certain- teed cement, 
36 Ib. to the case, $4.25 per case; in 
5 Ib. cans, 12 cans to the box, Slee. 
per Ilb.; in 10 Ib. cans, 6 cans to the 
box, 7%c. per Ib. 


$2.95 per keg: 
100 Ib. 


, 


Evolution of the Street Lamp 


shine alone. 


traptions. 
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of quality as of quantity. The earliest street lights 
If in Gotham were of the decidedly portable type; they 
were no less than pine torches carried by those late 
pedestrians who weren’t content to bask in the moon- 


The original stationary street lamps of New York 
burned whale oil, and were mighty troublesome con- 
Yet even they were a great improvement 
over the candle and lantern every seventh house was 
rquired to display for sidewalk illumination. 
initial whale oil lamp order was for three posts, erect- 
ed in 1752 around City Hall. 


The 
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Slide the doors inside 


one of these methods will take care cf any condition 


fold the doors inside. They slide around the 
corner agairst the wall, regardless of the distance 





, pm cannot make a mistake installing garage 
doors if you specify R-W hardware. R-W 


experts have perfected several methods that meet 
all requirements. Two are illustrated here. 

Slidetite equipped doors (above) are so easy to 
operate that a child can open and close them. 
All the hardware is inside the garage where it 
will work better and last-longer. 

Slidaside (below) is frequently the method 
specified when a garage is not deep enough to 


from door jamb to side wall. 


R-W garage door hardware eliminates center 
posts, leaving a clear and unobstructed full width 
opening. Doors are adjustable—always fit snug. 


R-W door hardware, the largest and most 
complete line made, solves any and every door- 
way problem you'll ever meet. 
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June 17, 1926 


Retail Sales Improve in New England— 
Weather Helps Movement of Spring Lines 


(Boston office of HARDWARE AGE) 


ITHOUT exception jobbers report a big improvement in 
buying of merchandise by retail hardware dealers all over 
New England. The improvement is primarily due to more 
seasonable weather. There have been days when it has been cold 
since last reports, but more seasonable days than otherwise, whereas 
heretofore cold days have prevailed. Unfortunately for the retail 
dealer New England generally has not experienced a sunny warm 
week-end in more than a month. A dealer accustomed to taking in 
$400 or more on a Saturday, has rung up around $190 to $250. 
Business with the larger and smaller dealers has fallen off in pro- 
portion. Other days, however, have averaged larger, from the sales 
viewpoint, than they did a year ago, consequently the weekly sales 
are just about on a par with those for 1925. 

Current buying is not confined to any particular kinds of hard- 
ware. It embraces practically everything that is seasonable as well 
as standard merchandise. The average retailer is still cautious in 
his purchases, yet is buying more frequently. It is quite evident 
that retail stocks are quite thin in spots and comparatively small 
collectively. That condition makes for soundness, although job- 
bers still complain about the high cost of doing business today be- 
eause of the retailers’ method of buying. Collections are slow, but 
if June continues to show an expansion in hardware sales it is cer- 
tain the credit situation will be more liquid by July 1 or shortly 


thereafter. 











AUTOMOBILE ACCESSORIES.—Per- | ———— | 
haps the outstanding feature of the au- a from Boston jobbers | 
tomobile accessory market is the activ- Hinges.—Heavy a ag he | 
: ‘ . : doz. pair net; 5-in., $1.2 in 
ity of 30 x 3% in. heavy duty tires on Sin. $2.52; 10-in., $3.88. Extra heavy | 
which jobbers have an attractive price. T, 6-in., $1.84; » ain. $3.14; 10-in. | 
$4.47; 12-in., $6.5 | 
| 


Hasps.—C A onal hinges, 3- in., 62c. 
single per doz.; 4%-in., 72c.; 6-in., 
95¢c.; safety hasps, with screws, 3-in., 


Other sizes of tires are selling, but not 
in proportion with the one mentioned. 
Pleasure car registration in all New esas Gee dens Ma. Seen 
6-in., $2.45. 


: s is far ahead of last 
eaggeate ee: 5 Butts.—3\% x 3%, all kinds, in less 


year, and jobbers maintain it should be | than case lots, 32%c. per pair; 3 x 3, 
22 Wc. 4x 4, 30%ec. 






































a big year for accessories. 
pli oe | “Garage Door Sets. — Stanley line, 
We quote from Boston jobbers No. 2505J, $4.50 a set; No. 25103, $5; 
stocks: - No. 1776J. $2.65; No. 17773, $6; No. 
Piston Rings. — No-Leak-O, in lots | 1778.1, $2.20. Holders, No. 1774, $1.65 
of less a ge ee iy per — ecenggpeoen a pair; No. 1773, $3. 
in lots of 96 and more, 50 per cent; 
in lots of 300, 60 per cent a CAT rLE LEADERS.—Small yet steady 
Spark Plugs.—A. C., in lots of 1 n 
to 90, 538c. each net: in lots of 100 buying of cattle leaders, _ete., is re 
to 290, 50c.: in lots of 300, 45e. Ford ported by jobbers. Retail stocks are 
numbers. in lots of 10 to 90, 36c.; | eel 
in lots of 100 to 290, 34c. . | said to be small. 
Tires.—Mansfield line, cord, straight We quote from Boston jobbers’ 
side, 30 x 3%-in., $11.85 each net; 32 stocks: 
x 3%-in., $13.25; 31 x 4-in., $15.20; | Cattle Leaders. ~~ Sete, No. 51, 
32 x 4-in., $17.15; 33 x 4-in., $17.75; | $12.42 per 100; No. 52, $13.50. Bull 
34 x 4-in., $18.50. Heavy duty cord, rings, 23c. to 25c. each. Bull snaps, 
straight side, 30 x 3%-in., $10.75; 32 x | Sle. each: Ox balls, $7.56 per doz. pair. 
3%-in., $17.30; 31 x 4-in., $18.70; 32 x Ox muzzels, six guard, $5.10 per single 
j-in., $21.40; 33 x 4-in., $22.05; 34 zx 4- doz. All prices net. 
in., $22.75; 32 3 %-in., $28.10: 3: ; . — 
Mein AR ORS bt, O98! $99 55: CEMENTS.—Roofing and pipe joint ce- 
35 x 4-in., $30.40; 30 x 4%-in., ment sales are of goodly proportions, 
$31.20, Truck cord, 32 x 4%-in., h h staal 
$35.50: 33 x 4%4-in., $26.25; 34 x 4% hut other kinds are rather slow. 
in., $37.15: 30 x 5-in $42: 33 x 5-in. ™ tobbers’ 
$45.30: 34 x 5-in., $46.45: 35 x 5 in., a TE ae from Boston jobbers 
$47.60; 36 x 6-in., $79.85. Stove Lining. —Rutland, No. 3, $2.16 
BUILDERS’ HARDWARE.— Although | per doz.; No. 6, $3.60; No. 10, $5.04. 
: ‘ : Patching _Plaster. —No. 3. $1.80 ond 
construction is somewhat behind last doz.: No. 6, $3: No. 10, $4.20: No 
15, $6. 


vear, it is still on a large scale and 
there is a very good demand for build- 
ers’ hardware of all kinds and makes. 


$ 
St Filler. —No. $1.80 per doz.: 
2, - No. 3, $4. 20: No. 5, $6. 
Puranas Cement.—Black, in Yf-lh. 
eans, 9c. per Ib.; in 5-Ib. cans, 7e. 





The average order placed by the retail per Ib. 

dealer is for a small amount of stock, Roofing Cement.—In 1-Ib. cans, 15c. 
. n per Ib.; in 3-lb. cans, 13c. per Ib.; 

but he is buying often. ' in 5-Ib. cans, 12c. per Ib. 
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iron Cement.—In 3%-oz. packages, 


$14.40 per gross. 
Liquid Roof Cement. — In gallon 
20. 


containers, $1. 
Pipe Joint Cement.—In 1-lb. pack- 


ages, 20c. 
CHALK AND CHALK LINES.—There 
is a steady flow of chalk and chalk lines 
out of jobbers’ stocks, indicating that 
retail stocks are small. 


We quote from Boston jobbers’ 


stocks: 
Chalk Lines.—In 50-ft. balls, “tt 
per doz. net.: in 100-ft. balls. $1.15 
Twisted, in 100-ft. hanks, $15.50 ner 
gross. 
Carpenter’s Chalk.—White, $1.54 per 
gross; red, $1.88; blue, $1.88. 


CLIPPERS.—Presumably because of 
recent warm days there has been some 
improvement in the movement of clip- 
pers out of retail and jobbing establish- 
ments. Many retailers are ordering 
cautiously, however. 


We quote from Boston jobbers’ 
stocks: 

Clippers.—Toilet, Plymouth, No. 0, 

$1, er: net: No. 00, $1.20: Success, 
No. 0, $1.40; No. 00, $1.60; Mayflower, 
No. $1.10; No. 00, $1.25; American 
el To og No. 00, $2: No. 000, $2. 
Brown & Sharpe narrow plate and 
other kinds carried by jobbers, $4.50 
each list; discount, 25 and 15 per 
cent. 
Horse Clippers.-—No. 169, $2.50 each 
net; No. 179, $1.40. Horse clipping 
machines, No. 1, ball bearing, $14 
each list; discount, 33% per cent. 

Sheep Shearing Machines. — Ball 
bearing, No. 9, $24 each list: dis- 
count, 33%, per cent. 


CROQUET SETS.—Jobbers’ stocks of 
croquet sets are broken, but most of 
the retail trade has covered require- 
ments. The season, which opened un-- 
certain, appears to be finishing in a sat- 
isfactory way. 
We quote from Boston jobbers’ 
stocks: 


in. =. 4-ball, No $2.38 per mot 
net; No. $2.75; 8- ball’ No. B, $3.38; 
6-in. isk 8- ball, No. N, $4: 8-in. 
mallet, 4- ball, No. AA, $4. 50; No. 
AA, $5.75. 





EGG BEATERS.—Although not as im-- 


portant as many items carried by the 
retail dealers, some of the trade, at 
least, are securing good egg beater 
sales, judging from the business placed 
in Boston wholesale circles the past 
week or two. Contrasted with last fall 
there is no change in prices. 


We quote from Boston jobbers’ 
stocks: 

Ega Beaters. — Ladd’s, No. 00, $4 
per doz. net: No, 0, $4.40: No. 1, 
$5.20; No. 2, $6.40 


FLY PAPER—The movement of fiy- 
paper out of jobbers’ stocks is assum- 
ing sizable proportions. Retail buying 
was backward this season owing to un- 
seasonable weather, but the market ap- 
parently has caught its swing. 


We quote from Boston jobbers’ 
stocks: 

Fiy Paper.—8& x 14-in., $1.90 per 
carton, net; in case lots (five car- 
tons), $5. 

Sprays. —l-pts., $4 per doz. net: 
pints, $6; quarts, $10; gallons, $32. 

Sprayers.—Standard makes, $2.80" 
per doz. net. 
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ell the 
ynchrophase Now. 


UMMER weather has little effect on Grebe reception, 
so why not keep business active? 


You can sell this set now with every assurance that your 
customer will have real radio enjoyment this summer. And 
this satisfaction will continue to your benefit, for every 
Grebe owner is a booster. Prove it—ask some of them. 


Of course, there are a number of sound reasons why this 
year less than two-tenths of one percent of Grebe Synchro- 
phase sets were returned to the factory for adjustment. 








Learn why Grebe sets stay sold and about 
our money-making proposition to dealers. 


A. H. Grebe & Co., Inc., 109 West 57th Street, New York 


Factory: Richmond Hill, N. Y. 
Western Branch: 443 So. San Pedro Street, Los Angeles, Cal. 


(@REB 


CHINO OIPIGIASS 


TRADE MARK REG. U.S. PAT. OFF. 


me a. 














This Company owns and 
operates stations WAHG 
and WBOQ; also low- 


: , wave rebroadcasting sta- 
BW, QD \ Wb, tions, MobileWGMU and 
Marine WRMU. 





“Good and evil are 
rewarded at last.”’ 
—Confucius 


The reward for the 
sound design’ and con- 
struction of the Syn- 
chrophase lies in the 
increasing businessthat 





consumer satisfaction «The Synchrophase is also 
brings. supplied with battery base All Grebe appara- 
Peter Me . tus is covered by 
c | patents granted 


and pending. 
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Ribbon.—In case lots (four cartons) 
$3.30 net. In less than case lots, 92c. 


per carton. 

pees Tanglefoot.—1-Iib. can, $4.80 
per doz.; 5-lb. can, $22 per doz.; 
19-Ib., $42; 25-lb., $96. 


GAS PLATES.—About this time people | 


begin to think of discontinuing the use 
of coal stoves for the summer. Gas 
plates, therefore, should be pushed by 
the hardware dealer. The Boston job- 
bing market is somewhat more active. 


We quote from Boston jobbers’ 
stocks: 

Hot Plates.—Gas, black, one burner 
(small), $2.45 per doz. net; nickel, 
$1.20 each, with star burner, $1.83. 
Two burner, black, $1.83, nickel, $3.99. 
Three burner, black, $2.80, nickel, 
$5.48. 


GLUE.—As might be expected at this 
time of the year, when yachtsmen are 
spending every spare moment getting 
the boat ready to put over, the demand 
for marine glue is gathering momen- 
tum. 


We quote from Boston jobbers’ 
stocks: 

Marine Glue. — First grade in less 
than 25-lb. lots, 30 per cent discount; 
25-lb. or more, 35 per cent discount. 


30 per cent 


Liquid, in less than 2-gal., 
more, 35 


discount; in 2-gal. lots or 
per cent’ discount. Special canoe, 
black, emergency size, 1-doz., 30 per 
cent discount, 3-doz., 35 per cent dis- 
count, 6-doz., 35 and 10 per cent dis- 
count: all other sizes, less than 25- 
Ib., 35 per cent discount, 25-lb. and 
more, 35 and 10 per cent discount. 


HATCHETS.—In almost every locality 
some retail dealer is putting in a stock 
or replenishing stocks of Boy Scout 
hatchets, preparatory to the demand 
which is expected to develop just after 
school closes. 


We quote from Boston jobbers’ 
stocks: 

Hatchets.—Boy Scout, Plumb, with 
sheath, $13.50 per doz. net; Kelley, 
flint edge, with sheath, $14, without 
sheath, : 


HULLERS.—Retail dealers are begin- 
ning to stock up with strawberry hul- 
lers. The opening of the native berry 
season is not so far ahead of us. Prices 
are the same as last year. 


We quote from Boston jobbers’ 
stocks: 
Hullers. — Strawberry, $3.40 per 
gross net. 
LAWN ACCESSORIES. — Continued 


good reports are had from jobbers re- 
garding the sale of lawn accessories. 
The buying of rubber hose, which suf- 
fered a relapse as a result of much 
rain, apparently is taking on a new 
lease of life. In fact, all items coming 
under this heading are wanted. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers. — Colonial, 16-in., 
$8.25 each net; 18-in., $8.63. New- 
port, 16-in., $7.75; 18-in., $8.13. Im- 
perial, 14-in., $14; 16-in., $15; 18-in., 
$16; 20-in., $17. Competitive makes, 
14-in., $5. 50: 16-in., $5.75. ; 

Lawn Mowers. — Townsend line, 
Victory, 12-in., $11.16 eac 4 net: 14- 
in., $12.40; 16-in., $13.6 18-in., 
$14.88; 20-in., $16.12; 22- +d $17.36; 
24-in., $18.60. Spider, 12- -in., $8.46; 
14-in., $9.40; 16-in., 34; 18-in., 
$11.28; 20-in., $12.22. Derby, 12-in., 
$7.20; 14-in., $8; 16-in., $8.80; 18-in., 
$9.60; 20-in., $10.40. Red Bird, 12-in., 
$6.66: 14-in., 7.40; 16-in. $8.14 
18-in., $8.88; 20-in., $9.62. 

Lawn Trimmers. — Popular makes, 
$15 each list. Discount, 50 per cent. 


direct fac- 


Factory Shipment.—On ‘ 
freight on 


tory shipments up to 30c. 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18- 
in. diameter x 24 in. long, $13.34 each 
re ’ gitens diameter x 24 in. long, 
$15. 


| —Lawn, fountain, $6 per 








| 


| 
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doz. net; fountain, half circle, $5.50. 
tain King, $2.34 each net. 
Lawn Rakes. — Wood, 
$8.75 per doz. net; steel, $9. Two- 
bow wood, $6.90; steel, $7.15. Hand- 
made rakes, three steel bows, 24 
teeth, $10 per doz. net; hollow steel 
tube bows, $10. 
Hose.— %5¢ -in. 


three-bow, 


stock Commercial, 
ader, 
10%4c.; 


10c.; 
l4c.; 


10%c.; 


Olympia, 
Good Luck, Bull Dog, 
Milo, 12c., 
LOCKS.—In keeping with builders’ 
hardware, there is a steady flow of 
locks out of jobbers’ stocks. Retailers 
are buying only as demands made upon 
them necessitate, yet are keeping their 
assortments intact. 

We quote from 
stocks: 

Locks. — Yale 
night latches, No. 20, 
No. 26, 74c.; No. 33, $1.74; No. 36, 
$2.01; No. 042, $2.29; No. 42, $3.21; No. 
0343, $2.29. Rim dead locks, No. 92, 
$5 each; No. 10, $4.58; No. 2, $2.50. 

Discounts.—20 and 5 per cent. 


POCKET KNIVES.—As was indicated 
by jobbers a fortnight or so ago, busi- 
ness in pocket knives, particularly as- 
sortments, is steadily expanding. 


jobbers’ 


& Towne line, rim 
$1.10 each list; 


Boston 


We quote from Boston jobbers’ 
stocks: 
Pocket Knives. — Universal line, 


jack, $4 to $16 per doz. net; pen, $10 
to $30 per doz. net. 

Assortments, No. 100, two blades, 6 
patterns, $8 per assortment of 12; No. 


150, 3 blades, $12. No. 250, two and 
three blades, pearl handles, $18. No. 
650, jacks, two blades, $6. 

ROOFING MATERIALS.—A _notice- 


able improvement is noted in the de- 
mand for all kinds and makes of roof- 
ing material. Rolled paper and shingles 
appear to have something of an edge 
on activity, however. 


We from Boston jobbers’ 
stocks: 
Papers.—Jap, 
sit black building paper, 
rolls, $1.33 per roll net, in 500 ft. 
rolls, $2.65; tarred felt, Jap, $17 a 
ton double thread duck magnolia, 
12-0z., 29-in., 40c. per yard. Rubber- 
oid, gray, 180-ft. rolls, medium, $2.10 
per roll net, heavy, $2.50, extra, $2.90; 
Zylex, light, $1.40; medium, $1.75; 
heavy, $2.10: Starex, light, 1.25; 
medium, $1.50; heavy, $1.75; slate roll 
roofings, green, red and steel blue, 
extra heavy, $2.90; heavy, > 
Roof Cement.—Plastic, black, 100- 
Ib., $12 per cwt., 50-Ib., $12. 67; 25- 
Ib., $13.34; 10-Ib., $14; 5- lb., $14.67; 
- 16.67. Maroon,, 10-Ib., 

- 5-Ib., $18: 1-lb., $20. Red and 
5-lb., $24.67; 1- Ib., $26. 67. Rub- 
liquid fibre-cement, black, 
60-gal. drums, 50c. per gal. net; 35- 
gal. drums, 55c.; 20-gal. drums, 60c.; 
5-gal. cans, 65c.: l-gal. cans, 
Maroon, 60-gal. drums, 95c.; 35-gal. 
drums, $1; 20-gal. drums, $1.05; 5 
cans, $1.10; 1-gal. cans, $1.25. 
Stormtite. —Liquid, black, in bar- 
rels, $1 — gal.;: in half barrels, $1.07; 
in 15- containers, $1.20; in 10-gal. 
30; in 5-gal. lots, $1.27; in 
. lots, $1.34. Maroon, in 10-gal. 
lots, $1.54 a gal.; in 5-gal. ‘lots, $1.60; 
in l-gal. lots, $1.67. Green, in 10- 
gal. lots, $2.20 per gal.; in 5-gal. lots, 
$2.27; in 1l-gal. lots, $2.34. Rubber-oid 
plastic, in 550 lb. drums, 4%c. per Ib. 
net; 300-lb. drums, 5c.; 175-Ib. drums, 
6c.; 50-lb. cans, 7c.; 10-lb. cans, 8c.; 
5-lb. cans, llc.; 1- Ib, cans, l6c. Ru- 
ber-oid roof coatings. black, in 5-gal. 
cans, 95c. per gal. net; 1-gal. cans, 
$1.10; red, 5-gal. cans, $1.35; 1-gal. 
cans, $1.50; green, 5- -gal. cans, $1.90; 
l-gal. cans, .05. 

Primer.—In 1-gal. containers, $1; 
in 5-gal. containers, 94c. per gal. 


SCREENS AND DOORS.—Although 
business is better than it was, the de- 
mand for screens and doors is not up to 
expectations, according to jobbers. 


We quote from Boston jobbers’ 


stocks: 
Doors.—No. 241, 2/6, $17.88 per doz. 
net from _ store; 2/8, $18.75; 2/10, 


quote 


$65 a ton net; Nepon- 
in 250 ft. 


green, 
ber-oid 
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No. 384, 2/6, $25.75; 


$19.82; 3/7, $20.75; 
929.19; 


2/8, $26.88; 2/10, $28.13; 3/i, 


23.75; 3/7, $24.94; No. 454G-14, A 
31.70; 2/8, $33.12, 2/10, 3/7, 
$ 5. No. 345G- 14, 2/6, "a3 88: 2/8, 
$41.31; 2/10, $43.06; 3/7, $44.6 


reens. —Competitor, No. Hy $4 per 
dozen net from store; No. 3, $4.81. 
Hummer, No. 1833, 4.38; No. 2433, 


$5. “ No. 2437, $5. 56: No. 2837, $6.50; 
1833G : No. 2433G, $5.44; 

5. Diamond E. No. 2, 
3, $12; No. 12, $14; No. 13, 


SHELLAC. — Another reduction has 
been made in shellacs. Back in March 
large container prices were reduced 
slightly. New prices follow: 


We quote from Boston jobbers’ 


stocks: 
Sheliac.— Orange, 144-gal. containers, 


$2.20 per gal.; a gal., $2.08; 5-gal., 
1.95 per gal. hite, %- gal., $2.50 
per gal.; 1-gal. $2. 38; 5-gal., $2. 35 per 
gal. Compound, orange, %- -gal., S130 .56 
per gal.; l-gal., $1. = 5-gal., 

per gal. White, I - gal. — 88 per oe a 


l-gal., $1.75; 5- gal., $1. 62 per gal. 


SNOW SHOVELS.—Prices for next 
season have been made on steel snow 
shovels. They show comparatively 
little change from those of last season. 
We quote from Boston jobbers’ 
stocks: 
Snow Shovels. — Wooden, 4 
without tip, $2 per doz. net; with Up. 
4 


$4; No. yt with tip, $4.80; sin 
steel-tip, $7.30; double steel tip, $8. 


malleable frond tip, $9.70; “5 Bsmt 
$10.20; Pathfinder, $10.20. 

Steel Shovels. —Ruegg. No. 78, long 
handle, $4.20 per doz. net; No. 078, 


long square handle, $5.20; No. 78%, 
split wood D- -handle, $5. 20; malleable 
D-handle, $5.20. Spring steel, black, 
No. 25, $10. 30; No. 29, galvanized, 
$11.65. Ames, wood D-handle, $10.75; 
long handle, $9.50. 
WINDOW WEIGHTS.—Jobbing quota- 
tions on window weights have been re- 
duced once more. Early in March last 
they were cut $2 a ton. Revised prices 
follow: 


Window Weights.—From foundry, 
ge 5 lb., $47 a ton; 5-Ib. to 30 Ib., 
0. 


Counter Display for 
Osborn Brushes 


Two strikingly attractive counter 
displays featuring Osborn brushes 
have been made available to jobbers 








and dealers by The Osborn Manufac- 
turing Company of Cleveland. 

One display features Osborn brushes 
adapted for use in homes, public build- 
ings and mercantile establishments, 
while the other is devoted to brushes 
for various industrial uses. 

Each display is 21 inches high and 
32 inches wide, including adjustable 
side panels which keep them upright on 
the counter. Backgrounds are a light 
buff color with a deep blue border, 
while illustrations of various brushes 
with short descriptive text are in black. 
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Moderate ‘Trade Activity in Pittsburgh— 
Few Price Changes Noted — Collections Slow 


(Pittsburgh office of HARDWARE AGE) 


HE past week has developed increased activity in the move- 
ment of a good many hardware items, but as almost as many 
other lines are quieting down the general picture of business 
shows only moderate activity. Retailers seem to be moving a good 
many seasonal goods and report general business as fairly satis- 


factory, but this experience is not shared by the jobbers. 


Price 


changes still are very few and the market in the main is quite 
steady, although the continued decline in mill prices of sheet steel 
finds reflection in warehouse prices and may later extend to the prod- 


ucts of sheet steel. 


Jobbers do not talk so optimistically about col- 


lections and in casting about for a reason usually mention a large 
volume of indebtedness tied up in installment buying and a purely 
local consideration is the fact that the coal situation remains rather 
unfavorable both to sales and collections. 


AUTOMOBILE ACCESSORIES.—J ob- 
bers in this district still are finding 
business in the regular accessories very 
much below their ability to supply. Al- 
cohol still is selling well for fall deliv- 
ery with prices ranging from 38c. to 
4lc. per gal. to the retailers. 
Price from jobbers’ stocks, 
Pittsburgh follow: 
Spark Plugs.—A. © 
less than 10, 65c. each; 
49, 58c.; lots of 50 to 99, 55c.: lots of 
100 to 200, 5le.; lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
ears, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42c.: 
lots of 100 to 200, 39c.; lots of 300 oar 
more, 37c. 


Motor Meters. — Standard makes, 
lots of less than 10, 30 per cent off 


f.o.b. 


plugs, lots of 
lots of 10 to 


list; lots of 10 to 19, 35 per cent off 
list; lots of 20 or more, 40 per cent off 
list. 


Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls No. 145, $3.75 
each. 

Pumps.—Anthony line, 

Chains.—Single pairs, 30 per cent 
off list; lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
—Demand is purely of a fill-in charac- 


$2.20 each. 


ter with retailers and garage keepers | 
disposed to move cautiously until they | 


see whether there is going to be any | 
change in prices around July 1 
Dealers’ 
handled by hardware dealers follow: 
Fabric Tires 


Non-Skid (ray 
Size Fabric Tubes 
30 x 3 Cl $7.80 $1.80 
30x 3% Cl 5.90 2.05 
Cord Tires 
Heavy 
Regular Duty Gray Tan 
Size Cord Cord Tubes Tubes 
30x 3C) $9.75 $1.80 $2.35 
30x 3% Cl $9.95 12.65 2.95 2.50 
30x3%S.S. 11.85 15.75 
32x 3%S8.S 17.30 2.45 3.00 
31x 4S.S. 15.50 18.70 3.00 3.70 
32x 4S5S.S. 17.15 21.40 3.20 3.75 
33 x 48.8. 17.75 22.05 3.25 3.80 
34x4S8S.S. 18.50 22.75 3.30 4.00 
32x 4% S.S. 28.10 4.30 
33x 4% S.S. 28 90) 4.40 
34x4%S5S.S. 29.55 4.60 
55x 4% S.S. 30.40 4.65 
36x 4% S.S. 31.20 4.85 
33 x5 S.S. 37.60 5.65 
35x 5S.S. 39.00 6.05 
Truck Cords 
Size Tan Tubes 
32x 4% $35.50 $4.30 
33x 4% 36.25 4.40 








Tan Tubes 











prices on tires and tubes | 


$8; hinges, $3. 50 per 100. 
BARROWS.—There is still a fairly 
good demand for various types of 
_wheelbarrows. Jobbers quote: 


Tubular, $6.25 to $9.50: concrete or 
$5.75 to $6.75: steel tray, $4 


motor, 
railroad, $2; garden, $4 to 


to $4.25; 

$7.50 
BATTERIES.—Very steady demand is 
reported for radio batteries, while those 
for flashlights are being called for with 


greater frequency. 





Jobbers' quotations to retailers, 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
ah "Ue «senaeteaune $1.05 $0.97 
a. Mn sv teseteues 1.22 1.1 
i a cocetidewawed 1.32 1.22 
a. a t6exeleteens 1.40 1.30 
oh Se teicecneesew 2.62 2.44 
"Me #es08ss4sees 2.62 2.44 
i i <seeseeee ae 3.33 3.00 
i een .42 .39 
Be” BH. cesecneoseey 40 .35 
No. 6 dry cells, ignition type, unit 


packages, 32c. each: broken, 36c. 


Flashlight.— No. 935, 9¥%c. each; No. 
950, 10%c.; No. 790, 22c¢ No. 705, 
21M%e.; No. 750, 18c.; No. 75 





1, 24c 
ose Shot.—No. 1461, $1.70; No. 1662, 


$2 
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Size 
34x 4! 37.15 4.60 
30 x5 42.00 5.15 
33 x 5 45.30 5.65 
34x 5 46.45 5.75 
35x 5 47.60 6.05 
32x 6 71 85 9.65 
36x 6 79.85 10.90 
34x 7 106.05 13.25 
38 x7 118. - 14.75 
40x 8 15 2 7.75 
Balicon ais 
To fit 20 in., 21 in., 22 in., 23 in. Rims. 
Gray 
Size Ply Casings Tubes 
29 x 4.40-21 in { $13.85 $2.95 
29 x 4.75-20 in. 4 17.90 3.55 
30 x 4.75-21 in. 4 18.65 3.70 
29 x 4.95-20 in. { 20.50 3.70 
30 x 4.95-21 in. 4 21.15 3.75 
31 x 4.95-22 in } 21.80 3.80 
30 x 5.25-20 in. 4 23.45 4.00 
31 x 5.25-21 in. 4 24.15 4.10 
30 x 5.77-20 in. 6 30.85 4.70 
32 x 5.77-22 in. 6 32.80 4.85 
33 x 5.77-23 in. 6 34.85 4.90 
33 x 6.00-21 in. 6 32.80 5.70 
32 x 6.20-20 in t} 35.50 6.25 
33 x 6.20-21 in 6 37.05 6.55 
33 x 6.75-21 in. 6 40.85 6.70 
34 x 7.30-20 in. 6 46.25 7.60 
AWNING HARDWARE.—There is still | 
a good call for these items here. Job- 
bers quote: 
Eye ends, 8, Nee $5 per 100; % in., 
$8: clamps, % $6.50 per 100; % in., 





BOLTS, NUTS AND RIVETS.—Manu- 
facturers of bolts and nuts will open 
their books shortly for third quarter 
contracts and present prices which have 
been in effect for 18 months will be re- 
affirmed. Demands on jobbers are not 
very heavy but are fairly constant. 


We quote out of jobbers’ stocks as 
follows: 
Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list: all sizes cut threads, 
45 per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed, 
square, tapped, in 5-lb. boxes, % in., 
$16 per 100; 5/16-in., $14; %-in., $11; 
%-in., $10; %-in., $10; %-in., $8; %- 
in., $7. 50; rivets, small wagon and 
tinners, 60 per cent off list. 
CAMPING SUPPLIES.—tThe season is 
here for automobile touring and camp- 
ing and there is a growing demand for 
camp stoves and vacuum jars and bot- 
tles. Jobbers quote: 
Cook Stoves.—Coleman, No. 9, $6.25 
; No. 2, $8.50; Justrite, No. 161, 
. 252, $5.67; Kampkook, No. 
No. 4, $7.15; No. 7, $6.00; No. 
Sterno, No. 46, $4 doz.; 
canned heat, $1 doz. 
Vacuum Jugs, Jars and Bottles.— 


Little Brown jugs, $2.25 each; Alad- 
din jugs, $2.75 each; Universal jar No. 


600, $4.40 each; bottles, pints, 90c. 
each; quarts, $1.60 each; all steel, 
pints, $4.75 each; quarts, $5.40 each; 
2-qt., $6.75. 


CARPET SWEEPERS.— Steady de- 
mand still is reported for full size car- 
pet sweepers, but not much activity is 
noted in toy sweepers. Jobbers quote: 


Grand Rapids, japanned, 44 per 
doz.;: nickeled, $48: Universal, $42; 
Standard, $36. 


Toy sweepers, Little Gem (3 and 6 


doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Junior 
1 doz. cartons, $16 per doz.; Little 


Helper, $2 per doz. 
CONDUCTOR PIPE.—Recent improve- 
ment in demand is holding and ware- 
house shipments are viewed with a fair 
degree of satisfaction. Prices out of 
Pittsburgh warehouses: 

Galvanized, 3 in., No. 28 gage, $5.35 
per 100 ft.; copper, 16 oz., 3 in., $23.75 
per 100 ft. in lots of 100 ft. or more; 
small lots higher. 

ELECTRIC FANS.—The weather is 
growing warmer and the call for elec- 
tric fans is expanding steadily. Job- 


bers quote: 


Polar Club, black, 6-in., each, in 
lots of 12, $2.85; 8-in., $3.20, in lots 
of 12, $3; 10-in. stationary, $4. 60, in 


lots of 6, $4.35, oscillating, $7, in lots 

of 6, $6.64. 
ELECTRIC IRONS.—There is a good 
movement of electric irons in this mar- 
ket. Jobbers quote: 


Domanco, $3.25 each; Lady Dover, 
$4.75; American Beauty, $5.25; Uni- 
versal, No. 9021, $3.10; No. 909, $3.80. 


GALVANIZED WARE.—There is still 
a very fair demand for galvanized ware 
and there is no change in prices. Job- 
bers quote: 


Washtubs. — With wringer attach- 
ment, No. 22, $8.50 per doz.; No. 23, 
$10; without wringer attachments, 
No. 2, $7.75: No. 


3, $9. 
Pails.—Water, 12 qt., $2.65 per doz.; 
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For Carbonating, Softening and Sterilizing Water and Other Beverages 


THE SPARKLET SYPHON 


Puts Soda Fountain 
Convenience in Every Home 


The enormous consumption of Beverages has established 
a waiting market for the Soda Fountain in the Home 
as well as for Sportsmen, Campers, Tourists and the 
hundreds of thousands who travel. The entire family 
can enjoy when wanted the kinds of Beverages they 
prefer made absolutely Pure and Sparkling, by using a 
Sparklet Syphon. 


Sparklet Syphons make it easy to carbonate all Fruit 
Flavors and other Beverages, yet the cost is only half 
as much as the price of a glass of soda water. Sparklet 
Syphons are convenient for the use of dietists, convales- 
cents, children, elderly people and those who desire pure, 
refreshing Sparkling Water with milk and other bever- 


ages. 
Sparklet Syphons are easy to use. A Sparker, -which 
contains just enough carbon dioxide to charge one quart 
of liquid, is placed in the handle—that is all there is to 
it aside from filling the bottle. 


Because of their low cost, where SPARKLET SYPHONS are 
introduced there is a steady demand for SPARKERS. Each 
SYPHON sold should bring annually at least twelve re- 
peat orders for SPARKERS. Repeat orders are profitable, 
they reduce the cost of doing business. Write for com- 
plete information. 


The Geo. Worthington Co. 


Cleveland, Ohio 








We can supply Sparklet dealers 
with business pulling sales helps 
in the form of attractive displays, 
leaflets, newspaper cuts, etc. 











_SPARKER 


Made vf finest drawn 
steel. Contains sufh- 





Price $7.50 Boxed cient quantity of Car- 
o Cogeite wee bon Dioxide to charge P 
Be Desen sparuers one quart of water. Price $1.50 per Dozen 
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14 qt., $3; fire, 12 qt., $4; cement, 14 
qt., $10; chamber, 10 qt., $7. 20; 12 at., 
$8; well buckets, 10 qt., $4. 50. 

+e we Pans.—No. 2, $4.50 per 
doz.; No. $6; No. 4, $7.50. 

Garbage Mien —Cans with lids, Se- 
curity, No. 1, $3 each; No. 2, $3. 50; 
No. $4: Hercules, No. 171, $3; No. 
181, $3.25: No. 191, $3.60. 

GARDEN IMPLEMENTS.— increased 


call for haying foras is observed as re- 
cent rains have been followed by good 
warm weather and the haying season 
is at hand. Other garden tools are not 
quite as active as they have been. Job- 
bers quote: 





Tools. s, first quality, 
long handled, $15.25 per doz.; bowed 
garden rake, 14-tooth, $9 per doz.; 


spading forks, $10.80 to $21 per doz.; 
haying forks, 3-tine, first quality, 
$12.75 per doz. : German hoes, No. 
3-0, $7.20 per doz. 

Hose.—In 250-ft. reels, %-in., 
per ft.: %-in., 10%c.; %-in., lle.; in 
50-ft. lengths, Y%c. per ft. higher; 
Gem spray nozzles, $6 a doz. 

Sprinkling Cans.—4 qt., $6 per doz.; 
6 qt., $6.60; 8 qt., $7.70; 10 qt., $8.10; 
12 qt., $10; 16 qgt., $12.60. 

Hose Reels.—Victor, $1.75 each; No. 
2, $2.60; Reeleasy, $1.35. 

2, 


Piows.—Geneva No. 

Leader, No. 2, $3; No. 5, $3. 
ICE CREAM FREEZERS.—Demand 
still is on the increase and there is a 
better movement now than there has 
been at any time this spring. 

Jobbers’ quotations to retailers f.o.b. 
Pittsburgh: 

Alaska Freezers.—1-qt., $2.95 each; 
2-qt., $3.45 each; 3-qt., $4.10 each; 
4-qt., $5 each; 6-qt., $6.30 each; 8-qt., 
$8.20 each; 10-qt., $10.75 each; 12-qt., 
$14 each 15- -qt., $17 each, and 20-qt., 
$21.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 


each; 


Alaska Gray Goose Freezers.—1-qt., 
$3.35 each; 2-qt., $3.90 each; 3-at., 
$4.65 each; 4-qt., $5.70 each; 6-qt., 
$7.25 each; 8-qt., $9.35 each; 10-qt.. 
$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers. — 2-at., 
$5. 65 each; 3-qt., $6.75 each; 4-qt., 
$8.25 each; 6-qt., $19.45 each; 8-qt., 
$13.50 each, and 10-qt., $18 each. 
These are list prices and are subject 
to a dealer's discount of 50 per cent. 

Blizzard.—l-qt., $4.65 each; 2-qat., 
$5.50; 3-qt., $6.50; 4-qt., $8: 6-qt., 
$10; 8-qt., $13: 10-qt., $17; subject to 
a discount of 55 and 7% per cent. 

Lightning. onli -qt., $4.65 each, 2-qt., 
$5.50; 3-qt., $6.50; 4-at., $8; 6-qt., $10; 
8-qt., $13; i0- -qt., $17; 12- -qt., $21; sub- 
ject to a discount of 55 per cent. 

Auto-Vacuum Freezers. — No 
3.33 net; No. 2, $4 net; No. 3, $5. 33 
net, and No. 4, $6.67 net. These net 


prices to dealers show a discount of 
3344 per cent off list. 


Acme Freezers. — Bright, galv., 
tapered, 2 qt., $8 per dozen; same 
size, enameled-galv., $10 per dozen; 


size, enameled-galv., $18 per 
dozen, and 1 qt. size, Junior enam- 
eled, $4.80 per dozen. These are net 
prices to dealers. 

Arctic Freezers.—1 qt 
$4.60; 3 qt., $5.55; 4 qt., 
$8.60; 8 qt., $11.10; 10 qt., 
qt., $16.65; 15 qt., 23.30. These are 
list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


KEGS (WOODEN ).—Steadily increas- 
ing demand is reported for oak kegs 
for wines and beverages. Jobbers quote: 


4 qt. 


— oe 2 a. 
$6.80; 6 qt., 
$14.80; 12 


Red White White Oak 
Oak Oak Charred 
5 gallon ..... $1.20 $1.35 
10 gallon ..... 1.65 1.75 2.75 
15 gallon 1.90 2.15 3.15 
20 gallon ..... 2.15 2.30 3.66 


LAWN SUPPLIES.—A fresh spurt in 
the demand for lawn mowers finds its 
explanation in the fact that there have 
been good rains recently and the grass 
is growing rapidly. Demand for rollers 
no longer amounts to much and shears 
are not very active. Jobbers quote: 
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Mowers. — Plain bearing, $-in. 
wheels, 12-in., $5 each; 14-in., $5.25, 
ball bearing, 9-in., Wheels, 14-in., 
$7.75; 16-in., $8 supreme ball bearing, 
10-in., wheels, 14-in., $10.75; 16-in., 
$11.25; 18-in., $12. 

Mower Oil Cans.—Tinned, straight 
or bent spouts, $1 per doz.; copper 
plated straight or bent spouts, $1.50 
per doz. 

Roliers.—No. 2 size, $8.50 each; No. 
4, $10; No. 5, $12.50; No. 7, $15. 

Hedge Shears.— Westeri, 8- in., $1.25 
per pair; 9-in., $1.40; 10-in., $1. 60; 
Disston, 8-in., $1.75; §-in. $1. ‘90; 10- 
in., $2; ladies’ shears, Western, 85c.; 
Disston, $1.10. 

Sprinklers.—Rting, $6 per  doz.; 
Rain King, $2.35 each; Pluvius, $1.15; 
two purpose, $1.30 

ORNAMENTAL FENCE.—Sales are 


keeping up in very good fashion with 
jobbers in this district. They quote: 


Cyclone lawn fence, LX, 36-in., 
$7.25 per 100 lineal ft.: _{2-in., $8.25; 
gates, 36 in. x 36 in., $2.70 each. 


PAINTING SUPPLIES.—Prices of a 
week ago are holding. Business is good 
as weather conditions are very favor- 
able to painting. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 4 per cent 
less in lots of a ton or more; turpen- 





Approximate Losses 
From Stock 
Shrinkage 
(of Gross Sales) 











High Average Low 

Stationery.. 10 5 We 
Hardware.. 10 5 1, 
Pottery, 

glass, etc. 18 11 6 
Electrical. 12 6 2 
Luggage, 

leather 

goods ... 7 4 1 
Jewelry 10 3-4 1 
tine, 99c. per gal. in barrel lots; raw 
linseed oil, 12.3c. per Ib. in eo 
lots. 


SCREEN DOORS AND WINDOWS.— 
No noticeable let-down is yet observed 
in the demand for these lines. Jobbers 
quote: 

Doors.—Standard makes, 2 ft. 8 in. 


x 6 ft. & in. plain walnut satin, $18 
per doz.; varnished natural colors, 
$24.25. 


Windows.—Hardwood oiled frame, 
No. 1233, 12-mesh black wire, cloth, 
$3.40 per doz.; No. 1533, $3.85; No. 
1833, $4.20; No. 2433, $5; No. 2437, 
$5.50: metal frame, 18-in., $5.50; 24- 
n., $6.40. 

SCREEN WIRE CLOTH.—An active 
demand still is reported for screen wire 
cloth, but jobbers are having no diffi- 
culty in shipping fully and promptly 
against all demands. They quote: 


Black, 12-mesh, $1.80 to $1. = per 
100 sq. ft.: 12-mesh, $2.25. Galva- 
nized, 12-mesh, 2.295. Bronze, 14- 


mesh, $5.75. 
SHEET STEEL.—Continued decline in 
mill prices is responsible for a further 
reduction in warehouse prices. In spite 
of the price uncertainty, however, very 
fair business is being done. 
Prices out of Pittsburgh jobbers’ 





stocks: Galv. flat, No. 28 gage, $5.30 
base per 100 Ib.; corrugated No. 
28 gage, 2%-in., $4.50 per square: one 


in 
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ass cold rolled black, No. 28 gage, 
4.25 base per 100 Ib. Armco ingot 
iron galvanized flat, No. 28 gage, 
$6.15; Toncan metal galvanized flat, 
No. 28, gage, $6.25; all for lots of one 
to nine bundles. 


SOLDER.—Another cent a pound has 
come off the price of solder which now 
is quoted at 37%c. per pound for half 
and half. 

SPORTING GOODS.—The active spot 
in this line is in tennis goods with job- 
bers reporting rather heavy sales of 
tennis netting and a good movement of 
rackets. This game is extremely pop- 
ular in this part of the country and it 
seems as though new courts are being 
laid out constantly. There is a rather 
good movement of baseball goods with 
a strong call for autographed bats. 


SWINGS.—Good demand continues for 
porch and lawn swings. Jobbers quote: 


Lawn, $8 each; porch, hardwood, 4- 

$6 to $8 each: 5-ft., $7 to $10: 
6- ft., springs, '30c. to 40c. 
per pair; ns, 45c. to 80c. per set 
and $1.85 to $2. 25 per 100 ft. 


TIN AND TERNE PLATE. — The 
American Sheet & Tin Plate Co. with- 
out any formal announcement is taking 
third quarter and last half business in 
tin plate at prices that have been rul- 
ing over the first half of this year. 
Warehouse business in furnace tin plate 
and in roofing ternes is steady and fair- 
ly active. 


Pittsburgh warehouse prices: 
an ternes, 8-lb. Cc. * x 28- 
$13.90 per pkg. ; 20-Ib. I. , $19; 
25. ‘lb., $21; 30-lb. $22. 50; 40- hg c.. 
$25. 35. Follans ee forge roofing, 
$25.75; furnace plate, I. C. x 
28-in., $13.5 iw box of 112 sheets: 
I. : 


oe 

WINDOW GLASS.—The market is 
slow and easy. Regular quotations are 
unchanged, but actual prices are below 
those publicly quoted due to the fact 
that there is rather brisk competition 
for a moderate amount of business. 
Prices to retailers: 


Single strength, A and B, 84 per 
cent off list; double strength, A, 8&4 
= cent off list; B, 86 per cent off 

st. 


ft., 


WIRE PRODUCTS.—Demands upon 
jobbers are steady, although orders are 
invariably for very small lots and there 
is not a great deal of urgency to the 
buying. Prices are very steady in keep- 
ing with the fact that mill prices are 
firm. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire: 


No. 6 to 9 -gage...... .00 .45 
ae. GP <cchbaboantiennte .05 3.50 
: Barereraen ee 3.10 3.55 
> PPS ee re 3.15 3.65 
ae. Ue sebsdeckasebenwe 3.25 3.80 
a i «ce mwhan eee eae 3.35 4.00 
Dy (n. 6tnturdienee ebawa ae 4.25 
2k: Se ciscenscuknon shai 3.7 4.45 
Barbed wire (per 80- abe spool): 
2-point it: \sebudatesadacsanes $3.00 
2-point ne bwtds bebe sbewen re'eXewe 3.20 
See. SD. gucavowetiotesswsen'd 3.20 
COD. Se ci itenne dh-ee pibdiede 3.50 
-point cattle (special) ......... 25 
ield: Woven wire fence (per 100 
rods: 
Dt. -csgueeseeeutvedeeweenee $39.00 
PEE cevecéetebsnetuabihees cseen 54.75 
Poultry: 
eS na a ihe eee eee $35.60 
ae Se vicutasanked duh bhavdenss 43.00 
ts Ce eee weirs wed ele pease 48.50 
Steel Fence Posts: 
DG. SiGaesedteecboents aveeee 50c. each 
an.” Sebviedbbsensevedioveos de 55c. each 
er ee ees Crm 65c. each 


Bright nails base per keg, $2.95 to 
$3.00. 
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Shere used to be NINE fifty-watt lamps 


VA 

















Now there is ONE 


The popular 50 watt incandescent lamp used to be 
made in three different types—straight-sided vacuum, 
milltype and gas-filled, each one in three finishes— 
nine distinct lamps in all. 
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They were sold at prices ranging from 27 cents to 40 
cents each—and no dealer ever had all nine lamps 


in stock. . 
Now there is just ONE New Hygrade 50 watt lamp, 


frosted on the inside, at one price, which takes the 
place of every one of these nine older lamps. 























« 4 - . * e 
Alert dealers are using this There’s a saving here in cost of manufacture, in stock 
cardboard display stand to inventory, in time, in selling and an increase in turn- 
display this new line on their over. ~ 
counters and in their window. \ 
| Wasnished free to Wirarade The complete line of NEW Hygrade Lamps, frosted . : 
Site, on the inside, consists of 6 lamps, 15 watts, 25 watts. ~~ 
40 watts, 50 watts, 60 watts and 100 watts. These six ‘ 
lamps are taking the place of 45 types and sizes of ~ 
the old style lamps. x 
N 
Xn 
N 
~ 


HYGRADE LAMP CO : 
cmgeasorret NY saten Mass : 
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Seasonal Hardware Active in Northwest— 
Collections Improved—Prices Unchanged 


RADE conditions in the Northwest tributary to the Twin 


Cities have been normal for 


of business has not been all that might be desired, and the 
precipitation of moisture over some of the territory has been slight, 
causing a hesitancy in regard to crop prospects, on the whole the 


volume seems to have been fairly 


Time for hay cutting is not far distant, and farmers are prepar- 


ing their equipment for that purpose. 
other haying tools, including replacement of rope in the barn equip- 


ment are meeting with demand. 


gardening is followed, there is a good demand for cultivating tools. 
In the larger centers, call for lawn hose and tools for the care 

of lawns and gardens is good. Paints and materials are selling well. 

Sporting goods of all kinds are meeting with ready sale. 
Collections are beginning to improve, after the stringency of the 


tax period has passed. 


AXES.—Sales are normal for this 
time of year. Stocks are well filled, 
with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per doz. and 


double bit base weight axes at $21.50 
per doz. net. 


BOLTS.—Demand shows a fairly good 
volume. Stocks are well assorted with 
the dealers, but not heavy. Prices re- 
main unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
47% per cent; machine bolts at 50-5 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 

BRADS.—Call for brads’ continues | 


good, with present building operations 
as a guide. Stocks are ample for the 
call. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from list. 

BUILDERS’ HARDWARE.—tThere is 
a steady volume of business in finish- 
ing hardware in this section of the 
country. In some communities the de- 
mand is not as good as it was last 
year, the peak of the present building 
movement seeming to have _ been 
reached. In other centers the amount 
of building is well up to that of last 
year. Demand is heaviest for hard- 
ware for the ordinary home, although 
there is a certain amount of commercial 


building in progress. 


CARPET SWEEPERS.—Sales are fair, | 


with stecks well filled. Prices have not 


changed. 
We 


quote from jobbers’ stocks, 


f.o.b. Twin Cities: 

Carpet Sweepers, American Queen, 
$54 per doz.; Elite, $60 per doz.: 
Grand Rapids, nickeled, 15-in., $48 
per doz.; same jap., 17-in., $60 per 
doz.: Parlor Queen, $56 per 4doz.; 
Princess, $50 per doz.; Universal, 
nickeled, $46 per doz., and jap., $42 
per doz. 

Toy sweepers, Little Gem ( and 6 
doz. cartons), $3.75 per doz.; Little 


Jewel, 1 doz. cartons, $10, and Junior, 
1 doz. cartons, $16 per doz. Little 
Helper, $2 per doz. 





(Minneapolis office of HARDWARE AGB) | 


the past week. While the volume 


up to normal. 





Mowers, hay loaders, and 


In many localities, where truck 





/CHURNS.—Sales are normal, with 

stocks ample for the call. There is per- 

/haps a slight improvement in the de- 

'mand. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel’ type 

| churns at 35 per cent from list. 


EAVES TROUGH, CONDUCTOR PIPE 
|'AND ELBOWS.—Sales are keeping up 
|_ well, the sheet metal contractors seem- 
| ing to have very good business for the 
Stocks are well filled, with 


bead 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3 in. conductor pipe at 
> in. 


| average. 

prices unchanged. 

We quote from jobbers’. stocks, 
| f.o.b. Twin Cities: Slip joint, single 


$5.40 per 100 ft. and 28 ga. el- 
bows at $1.73 per doz., net. 


FIELD FENCE.—Demand is fair, with 


| 
| 
Prices have 


_stocks in good condition. 
not changed. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate 


type of fence at $30.04 per 100 rods 
with other sizes and weights in pro- 
portion. 


FILES.—Call for files is fairly up to 


normal. Stocks are kept well filled and 
prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 


at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—The market is 
seemingly well settled in this line. 
Stocks are full and there is a good vol- 
ume of sales. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25: 


No. 3, $9.45; heavy tubs, No. 1, $12.60: 

No. 2, $13.80; No. 3, $15; standard 10 

| qt. pails, $2.70; 12 qt., $3.05; 15 at., 
$3.40; stock pails, 16 qt., $5, and 18 
qt.. $5.50 per dozen, net. 

GLASS AND PUTTY.—Call is rather 

light at present in a retail way. Sash 

and door factories are the largest con- 


sumers at present. Stocks are graded 


down in the hardware stores. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
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per cent, and _ strictly 


strength, 85 
50-lb. drums at $4.85 


pure putty 
cwt., net. 


HAMMERS AND HATCHETS.—The 
demand for small tools is fairly good. 
Stocks are heavy, with prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 
nail hammers, $12.60; Plumb No. 
81, 2; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz., net. 
HOSE.—Demand for hose keeps up to 
a point more than normal. Rains are 
uncertain, and home owners are buying 
to keep their lawns and gardens from 


drying out. Stocks are in good condi- 


in 


tion. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition, % 


in., 3 ply, $8.25; Leader, % in., 5 ply, 
$9.50; % in., 5 ply, $10.75; Good Luck, 
52 in., 6 ply, $10.75; Bull Dog, % in., 


7 ply, $14; Riverside, molded, % in., 
black, $14; % in., black, $12.50; red, 
% in., $14.50; % in., $14 per 100 ft., 
nef. 


ICE CREAM FREEZERS.—Call for 
freezers shows some improvement, but 
not as great as at this time in some 
years. Cool weather retards the sale 
of freezers to a marked degree. Prices 
show no changes. 

quote from 
f.o.b. Twin Cities: 


Alaska Freezers.—1 gqt., $2.95 each; 
qt., $3.45 each; 3 qt., $4.10 each; 4 


jobbers’ stocks, 


qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 


$14 each; 15 qt., $17 each, and 20 at., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 at., 
$3.35 each; 2 qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each: 8 qt., $9.35 each: 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 «at., 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each; and 10 qt., $18 each. 
These are list prices and are subject 
to a dealer’s discount of 50 per cent. 


LANTERNS.—Sales are fair, with 


stocks well filled. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per doz., 
net. 


LAWN MOWERS.—Mowers are mov- 
ing out freely at this time. Stocks are 
being kept well assorted, as this is the 
harvest time in sales. Prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, 
styles A and C mowers at 35-5 per 
cent; style E, 40-5 per cent; style K, 
35 per cent, and Riverside ball bear- 
ing, $8.75 each, net. 
MILK CANS.—Demand is fair, with 
stocks in good condition. Prices show 


no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans, $2.60; 8 gallon, $3.10 and 
10 gallon, $3.20 each, net. 


NAILS.—Volume of sales is improving, 
with the amount of building under way 
in this territory. Stocks are constant- 
ly being sorted up, and prices are hold- 


ing firm. 
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Did your capital invested earn 
a fair rate of profit? Does your 
experience encourage you to 
look upon heaters as a profit- 
paying line—a line that de- 
serves energetic selling effort? 











INVENTORY _ “Zen ot ina 
B were 08 ete agee scidaditieaaean a : i ! i | 
No22x. 2} RADIANT HEATERS ty | 3! tae 3 
How much money did you Mi ome <. an ei ys 1, We 
make on heaters last season? y . + aie | ' | : \\ 
} ' t ‘ ‘ 
' 4 : 











These are vital questions— 
questions that affect your ay 
business profits. 








| ~ 


Are you making a PRISONER &Z%# \\\ 
of your working capital iio 





















































Profit Chart 
Gpeeniren, merchandising ing. This plan was built on a 5 
today is a matter of keep- study of the merchandising specific sales records 
ing your capital from being a experiences of a number of of retail merchants who have in 
: ° : . . crease eir heater profits by con- 
prisoner in the stockroom— typical hardware, furniture centrating sales efforts on the quick 
keeping it from being frozen and other dealers who sell Sen Sead eae nope te 
up in dead stock or lazy, _ radiant heaters. ee er 
slow-moving items. Profitable , ‘ ; Me odd Rt Pe Ra Le 
oasehinnainan depends on The entire plan is outlined in ee ee 
“ok a book we have just published eee Ae ie we 
vinta iin enn eis ie “Charting a Safer al @) | IG) 6D | G7 
Oving it ° : 7-7: 6 boa i}; — 2 
erg ere Course to More Profits.”” This 2 toe ow On as 
One of the greatest offenders hook explains a definite plan [Poff [a i ! 
against the sound principle of for balancing heater stocks * 10] 69) o G2 | Gq | G2 1; 
a capital has been with the preferences of heater 1} @4) | (4)1 (6); (7) 1 (8): 
——, ap And for — customers. It shows you how The members indicated in cre 
reason that inthepastretailers 4,4 cyt down the number of signs fad wees terete aes 
have been denied definite styles carried. How to concen- Copieruemm 











knowledge of the preferences trate on the quick-moving 


of their heater customers. seme How to reduce heavy piaiiaabit 
The Adams Company has de-__ inventories in slow-moving -Sigp tn lets 
? e sent to you 







AN . items. And how to on request. The 


. : coupon is for 
keep your capital your convenience 
active. 


veloped a plan for 
radiant heater 
merchandising de- 
signed to overcome 
the evils that have 
clung to heater sell- 






< ADAMS BROTHERS 
<1 Mroc. Company, Inc. 
Pittsburgh, Pa. 








Balanced stocks mean greater profits 


Q 
JS, 
a.  & © 
aN Ap.iMs BROTHERS MANUFACTURING Co., INc. 
1500 Fayette Street, Pittsburgh, Pa. 
I am interested in making more profits from radiant heater merchandising. Send me 
a copy of your new book—“‘Charting a Safer Course to More Profits.” 


Name ....... i of a aad ali a never CORSE keg SE Oe 


Radiant Heaters ee 
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We quote from jobbers’ 


f.o.b. Twin Cities Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Call for oil heaters 
has been very good during the past few 
weeks. The exodus to the lakes, now 
well started, aids in sales. Stocks are 
well filled, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 


stocks, 





and No. 016, nickel polished steel, 
$5.32 each, net. 


PAINTS AND WHITE LEAD.—De- 
mand is very good in this line. Stocks 


are being replenished frequently, but 
sales are increasing. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gallon, in 1 gallon 


cans, and white lead in 100 Ib. con- 
tainers at $13.84 cwt., net. 
PAPER.—Building paper is_ selling 


freely at present. Stocks are high, with 
prices holding steady and firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 

PUMPS.—Demand for pumps is very 
good. Water supply on the farms is 
being improved rapidly, and is creat- 
ing a good market for this class of 





goods. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Déming, No. 440, 
plain spout windmill force pumps, 
6-in., stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35: No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in. stroke, 6 ft. set length, 
$5.25 each, net. 


PYREX OVENWARE.—Call for this 
class of merchandise is steady, though 
much lighter than during the colder 


months. Stocks are well assorted, 

though light. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casseroles, 
at $1.17; No. 197 casseroles, $1.17: No. 
202 pie plates, 50c.; No. 210 pie plates, 
67c.; No. 212 bread pans, 60c.; No. 2: 1 
utility pans, 67c.; No. 12 tea pots, 
$1.67; No. 24 tea pots, #2. and No. 36 


tea pots, $2.33 each, net 
REGISTERS.—Sales are fair, keeping 
pace with the amount of building be- 
ing done. Prices show no changes. 
We from stocks, 





quote jobbers’ 
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f.o.b. Twin Cities: Wrought steel reg- 
isters at 40 per cent from lists. 


ROPE—Demand is good, especially for 
haying purposes. This call is just be- 
ginning to be felt in the territory south 
of these cities. Stocks are well filled, 
with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 26%c. Ib., base, and best 


grade sisal rope at 18¢. Ib., base. 
SANDPAPER.—Sales are steady and 
fairly good, reflecting the amount of 
construction work and painting under 
way. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and garnet, 
No. 1, $16.50 per ream. 


SASH CORD AND WEIGHTS.—Here 
again is reflected the amount of build- 
ing. Volume of business is good, though 
perhaps not so high as last year. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb., and second grade at 
37%c. Ib.; cast iron sash weights at 
$2.10 cwt., net. 


SCREEN DOORS AND WINDOWS.— 
Sales are showing some improvement 
in this line. Stocks are in readiness for 
the heavier demand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each; fancy, 


justable window screens, 24 in., 
and Wabash extension, 24 in., $5.20 
per dozen, net. 


SCREWS.—Call for screws is good. 
Stocks are being kept well filled, with 
prices firm. 

We quote from jobbers’ 
f.u.b. Twin Cities: Flat head bright 
wood screws at 80-10 per cent; flat 
head, japanned, 72%-1 per cent; 
round head blued, 77%-10 per cent; 
flat head brass, 77%-10 per cent; 
round head brass, 75-10 per cent from 
lists. 


SOLDER.—Sales in this commodity 
are fair. Stocks are in good condition, 
with prices unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: Warranted half 
and half solder at 40%c. Ib., and 
agen half and half solder at 39'%c. 
Ib., net. 


STEEL SHEETS.—Demand 


stocks, 


stocks, 


is very 
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good, with stocks in readiness for the 


call. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.60 cwt., base (28 ga.) and 
black steel] sheets at $4.35 cwt., base. 


TIN.—As with steel sheets the call is 
good, this being high tide of the year 
in sheet metal work. Stocks are kept 
well filled, with prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 
20 x 28 tin at $14.50, and IC, 20 x 28, 
8 lb. coating roofing tin at $15.25 per 
box. 
TORCHES.—tTorches are beginning to 
sell better with the amount of con- 
struction work under way. Stocks are 
in good condition and prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, qt., $7.08; No. 48, at.. 
$7.48; No. 49, qt., $8.54; No. qt. 
(flat), $6.96 eac ch. Turner semaaed 
Line, No qt., $5.33; No. 14, qt., 
$5.76; No. 22, at., 6.53; o. 30, at., 
$6.91; No. 38, qt., $5.76; No. 398, qt., 
$6.05; No. 92, qt., $6.79; No. 93, qt., 
$7.42; No. 105, qt., $4.88; No. 205, qt., 
$5.25 each Turner firepots, No. 53, 
$7.20; No. 63, $7.97; No. 66, $10.18; 
No. 76, $7.13; No. 34, $8.67 each, net. 


WHEELBARROWS.—Demand is fair- 
ly good, with stocks in excellent condi- 


tion. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel tray fully 
bolted wheelbarrow, $37 doz.: No. 
tubular, $7.33 each, and No. 1 abdlins 
barrows, $6.25 each, net. 


WIRE CLOTH.—Sales are very good, 
both from home owner and contractor. 
Stocks are in good condition and prices 


are steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $1.90 per 
100 sq. ft., base; alumina, 12 x 12 
mesh, $2.35 per 100 sq. ft. base; 
galvanized, 14 x 14 mesh, $2.70 per 
100 sq. ft. base, and 16 x 16 mesh, 
$3.10 per 100 sq. ft. base. 


WIRE.—Fence wire is selling well and 
smooth wire for building purposes is 
moving. Stocks are well filled. Prices 


are unchanged. 

We quote jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle 
wire at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 cwt.; and galvanized 
smooth wire No. 9, $3.70 cwt. 


from 





A Thousand Men Are Waiting to Be Reminded 


T is at this time of year that the remembering de- 

partment of a man’s mind gets disorganized. 

What hope is there for the purchase of a 
shelf brackets when the prospect has a head full of 
batting averages and a mind full of golf instructions! 


couple of 


suggestions: 


Since the old-fashioned string-and-finger reminder 
system has gone out of vogue, divorces have increased. 


To protect the “sanity” 
that sometihng be done. 


of the home it is imperative 


After the lady-of-the-house reminds the roll winner 


about a 


language, “strained.” 


much needed shelf three times in succession 
without results, the situation is called, in diplomatic 


In the interest of peace at home, I suggest that a 
few plain signs on shelf brackets might be used to catch 
the eye and jog the memory of the forgetful husband. 

To start the ideas rolling I chip in with these sign 


Buy the Bracket 


And save the racket 
Shelf Brackets two for (—) cents 





The test of a man’s memory 
is to buy the shelf brackets 


the first time he is told. 


It is the periodical occurence of such conditions 
which prevents nations from trading in their small 


cannon for dolls and their Enfields for parcheesi 


boards. 


Reading matter continued on page 64 








A home run with shelf brackets under your arm 


makes a hit with the manager.—Fourthoughts. 
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The Lancaster Merchant 
Is Sure of the Tires He Sells 


Today there are no secrets in building a good tire. Tire value depends largely 
upon the policy of the manufacturer regarding materials, design and workman- 


ship. 


But how can a tire dealer know that only the highest quality materials are used?’ 
How can he be sure that the tire he sells will give his customers their money’s 
worth? How can he build up a profitable tire business if he doesn’t know every 
detail of tire building? 


He must depend on somebody just 
as his customers depend on him. 
That “somebody” is the company 
whose tire he sells. 


We have been building Lancaster 
Tires for more than ten years and 
during this time we have never 
altered our policy of making One 
of America’s Best. We have ad- 
hered strictly to the principle that 
since Lancaster merchants and 
users have always had the best, 
they must continue to get the same 
high quality tire. 


That our policy has been right is 
evidenced by the steady trend 
toward Lancasters and by the 
profitable business Lancaster 
merchants enjoy. 


The policy that means so much to 
others will work equally well for 
you. A Lancaster franchise is 
more than just a tire agency be- 
cause the Lancaster merchant is 
sure of the tire he sells. Write or 
wire us today. 


The Lancaster Tire 
& Rubber Company 


Columbus, Ohio 


LANCASTER 
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Pacific Coast Hardware Business Is Fair, 


But Forward Buying Is Slow 


SAN FRANCISCO, June 8.—In the aggregate, retail hardware buying on the Pacific 
Coast is substantial, but individual retail orders, for the most part, are small. With few 
exceptions apparently, there is little disposition on the part of retailers to anticipate 
their forward needs. Jobbers’ stocks apparently are adequate, but retail stocks, gen- 
erally, are rather light. Manufacturers’ deliveries to jobbers are prompt. Collections 
range from slow to fair. The following chart showing a list of 22 seasonal and staple 
items has been compiled for HARDWARE AGE from jobbers’ records: 





| | RE- ‘MFRS’. DE- 


_JOBBERS’ | JOBBERS’ | RETAIL | TAILERS’ | LIVERIES 
ITEM | SALES | PRICES | STOCKS FORWARD! TO 
| | _ BUYING | JOBBERS 























AUTOMOBILE ACCESSORIES... Pn ee | Soft | Low q Slow Prompt 
BOLTS AND NUTS.....................-5. leseeeee...) Slow | Firm Fair | Slow Prompt 
BUILDERS’ HARDWARE...... | idnsaekin’ | Slow Firm | Far | Light Prompt 
fo) 5 a ee eh te ies Deeds ate Pavaneia sale Slow “Firm | Good | Slow Prompt 
ELECTRIC AND RADIO MERCHANDISE ........... Good Soft | Low | Slow Prompt 
FISHING TACKLE............. pi ata dthiare tad tea eee Good | Firm | Low | ere | Prompt 
GALVANIZED WARE.............. ..... eG a aaraeware Good Soft | Normal | Slow _ Prompt 
GARDEN HOSE.............. os eaten anneal Good | Firm | Normal | ...... Prompt 
GARDEN IMPLEMENTS....... ee ack kaha ee Setawat Good Firm | Good ; eeawte Prompt 
HANDLES, AGRICULTURAL. ........... 000 55..0....005. - Good =| Firm = | Good |... Prompt 
HOUSEFURNISHING GOODS. igre sei ot arte eke ane a aa Normal |_ Soft | Good | Slow Prompt 
ICE CREAM FREEZERS..... ny ne ee) eee Normal | Firm | Good | Le Prompt 
LAWN MOWERG...... eee rrr Good | Firm | Good aos Prompt 
PAINTS AND OILS... . BURRS ete eye ee Good =| Firm | Fair Slow Prompt 
ROOFING PAPER....... , See nee ey Slow _ Holding | Fair Slow | Prompt 
a ae eee re ss : i a ea ean aa eas Slow | Soft | Light Slow _ Prompt 
SCREWS.......... ssi sian cn-« 5 4s Gala cee Slow =| Soft | Good Slow | Prompt 
SPORTING GOODS ...... 5. «hs doce seine ata de Ios oneal, ee Slow | Firm Good Slow | Prompt 
es Light =| Soft Fair Slow Prompt 
Cf .% va wlk ee eke ws re are AS OR ee Slow | Firm Fair Slow Prompt 
er | PS ne Fair ‘Firm Light Fair O. K. 

WIRE PRODUCTSs....... Pee he nee ee Rene eR Slow | Steady | Low Slow Prompt 

















Coming Hardware Conventions 


CALIFORNIA RETAIL HARDWARE AND MISSISSIPPI RETAIL HARDWARE & IM- EXHIBITION, Albany, Feb. 8, 9, 10, 11, 
IMPLEMENT ASSOCIATION CONVENTION PLEMENT ASSOCIATION CONVENTION, 1927. John B. Foley, secretary, City 
AND EXHIBITION, Sacramento Memo- Biloxi, Miss., June 21, 22, 23, 1926. Guy Bank Building, Syracuse. 


rial Auditorium, Feb. 15, 16, 17, 18, Nason, secretary, Chamber of Com- NortH DAKOTA RETAIL HARDWARE 
1927. Hotel headquarters, The Sena- merce, Columbus. ASSOCIATION CONVENTION AND EXHI- 
tor. Le Roy Smith, secretary, 112 Mar- = =NartionaL RETAIL HARDWARE ASSO- BITION, Grand Forks, Feb. 8, 9, 10, 
ket Street, San Francisco. CIATION, CONGRESS, Claypool Hotel, In- 1927. C. N. Barnes, secretary, Grand 


HARDWARE ASSOCIATION OF THE CARO- dianapolis, Ind., June 21, 22, 23, 24, Forks. 
LINAS CONVENTION AND EXHIBITION, 1926. Herbert P. Sheets, secretary, TEXAS HARDWARE & IMPLEMENT AS- 


Raleigh, N. C., June 8, 9, 10, 1926, 130 E. Washington St., Indianapolis. sociation CONVENTION, Dallas, Jan. 
A. R. Craig, secretary, 717 Commercial NEW YORK STATE RETAIL HARDWARE 18, 19, 20, 1927. Dan Scoates, secre- 
Bank Building, Charlotte, N. C. ASSOCIATION, INC., CONVENTION AND tary-treasurer, College Station. 








Reading matter continued on page 66 
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sapetter Mowers 


Better Sales 


‘“‘Timken-equipped”’ is a part of the 
selling formula for Blair lawn mowers. 
Blair dealers are able to meet Blair 
prospects on familiar ground—the 
advantages of Timken Tapered 
Roller Bearings. 





In household appliances, more than in 
any other sort of machinery, the hu- 
man factor enters into sales. Timken 
easy-rolling qualities, Timken freedom 
from attention, Timken endurance, 
and Timken reputation readily trans- 
late into muscle-saving, time-saving, 
cost-saving, and confidence. 


Timken Bearings in such utilities as 
mowers, washers, cleaners and.refrig- 
erating plants mean an improved 
product, easier to service, and easier 
to sell because of Timken advertising. 





THE TIMKEN ROLLER BEARING CO. 
CA Bt @ Hh , Cm i @Q 





ROLLER BEARINGS 
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Something New! 
THE ARCADE 


LIFT TRUCK 








A MEDIUM PRICED TRUCK 
THAT WILL CUT HANDLING 
COSTS IN HALF. VIEW 
SHOWS PLATFORM 

RAISED. 


STRONGLY constructed and inexpensive Lift 
fad Truck, for which there is a ready and ever in- 
Ni?) creasing market. We present this truck as a 
logical solution of the problem of medium load han- 
dling up to 2000 Ibs. It is the only Lift Truck made, 
of this type, so priced that it is within reach of every 
prospective purchaser. We invite you to look into 
this proposition for your own profit. 


The Arcade Lift Truck is simple in construction, yet 
strong enough for a maximum load of 2000 Ibs. The 
platform can be raised and lowered, to facilitate load- 
ing and unloading. Once the load is raised it can- 
not slip, due to the positive gravity lock. A hydraulic 
release check also insures lowering the load without 
iar or strain. Roller bearings and large wheel diam- 
eter, make the handling of the truck an easy matter. 
Length over all 62 inches, width 17 inches. Wheel 
diameter 6 inches. Amount of platform elevation 
15¢ inches. 





VIEW SHOWING 
PLATFORM LOWERED 






Arcade Manufacturing Co. 


Freeport, Illinois 


ARCADE 


+ARoOw ARE 
Ory’ 


and 
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Reasonable Profits Turn 
Auto Accessories 


(Continued from page 25) 








statements and bills, and we have been able to attrib- 
ute many sales directly to this policy. It is really sur- 
prising that greater use is not made of these dealers’ 
helps by other merchants. The manufacturer is every 
bit as much interested in increasing the sale of his 
products over the retail counter as is the dealer him- 
self. He spends large sums of money regularly for 
publicity of this sort, and he goes to great lengths to 
present the merits of his article attractively and con- 
vincingly, and he certainly is in a position to know 
his product better than the dealer. 

“We also make liberal use of the telephone, and have 
found this a potent means of increasing sales in auto- 
mobile accessories. A hardware merchant handling 
automobile accessories will very quickly learn just 
whom of his regular customers are most inclined to 
purchase accessories which they believe will either 
add to the appearance or help the efficiency of the 
car, or increase the comfort of the occupants. Once 
he has this information he will find that it is highly 
profitable to use the telephone whenever he has any- 
thing which he thinks might make a hit with these 
particular prospects. 

“It has been our experience that Ford owners are 
particularly liberal buyers of accessories. This is 
partly due to the fact that Ford standard equipment 
is meager compared to other cars. A Ford owner 
needs a speedometer, a foot accelerator, bumpers, mo- 
tometer or ornament, a gas meter, rear stop light, 
lock wheel, shock absorber or snubbers, and numerous 
other items. These particular items are not luxuries 
but real necessities, and practically every Ford owner 
can be sold on the idea of installing at least séOme 
of them. 

“Here is an idea that we have found very successful 
for increasing sales of accessories, and it can doubt- 
less be used just as successfully in other cities. Prac- 
tically everybody is interested in the movies, and in 
the announcements of coming features which are sent 
by mail by the movie houses to fans. We very fre- 
quently use an advertisement in connection with these 
announcements, and have found that the results are 
very satisfactory indeed, inasmuch as they serve to 
keep our name prominently before the public.” 





Radio Radiations : 


As a matter of fact, unsolicitated “Service Calls” 
on customers are a splendid way of making the 
“Extra Sale.” Several hardware merchants make a 
point of calling every two or three months on cus- 
tomers and politely inquiring whether the set is giving 
complete satisfaction and if in need of servicing. In 
this way many extras are sold that would otherwise 
be lost. Why net try it? 


continued on page 69 
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| Up and Down- 
= All Around the Town 


HEREVER you go--to your restaurant, 
your club, your lodge--sell Domes of 
| 7 Silence to save furniture, floors and 
‘Made in ‘W]- . 
six sizes: TUBS. A billion sets of Domes are needed in the 
row schools, churches and homes of America. 
—— hie Display Domes on the counter and sell Domes =P 
= wherever you go. Domes are nationally ad- ™ 


Finch 
, ; Largest 
Sinch vertised and you but need to remind folks of ring 











———— Iginch their un-domed chairs and tables in all these — Pessir 
: places to increase your Domes turnover tenfold! 
E : Better Than (asters Easily cApplied 
The Perfect Furniture Save Furniture, Floors A 
: Footwear and Rugs 
i Reg. U.S. Pat. Off. 
™ No. 995, 758 which will 
- be strictly enforced. 
DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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This new metal Display-Stock 
Cabinet--Assortment D-20--costs 








$10 and sells for $15. Contains a 


ross sets as follows: 1 dozen each 


A CONSTANT REMINDER .~]. i!e0supesrsss 
--Display-Front for Customer 
--Stock-Back for You 


i <rat DISPLAY cabinet that sells--a 


“| handy stock cabinet--a cabinet 


= ee 4&4? 
: 


=~ os =) that makes a five-inch counter 
cs, strip do some real selling! Domes of 


Sizes %*, 4%", 5", %" and %* . ° 
earth wie avess ame’ ies Sile nce are known- are advertised --are 


1%" packed | dozen sets--$13.50 


een used in great quantities. For every human 


REFILLS- 


BHivavo being seven packages are needed! 


ment: Packed 












moe 3 gross sets: 


cts) 3. This new Display-Stock Cabinet, filled 
7 » and %*. $9 r 

me — tO Capacity, costs $10 and sells for $15. 
SoS It will really sell--let it go to work for 


you. Order from your jobber now. 


DOMES of SILENCE 


Better Than Casters YW Easily Applied 
The Perfect Furniture [P-® 


Footwear 





Save Furniture, Floors 


and ‘Rugs 





Reg. U. S. Par. OF. 
No. 995,758 which will 


be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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Remodeled Store of the 
Hudson Supply Co. 


(Continued from page 31) 





In discussing the new installations, a representa- 
tive of the Hudson Supply Co., gave the writer some 
of the reasons for selecting steel shelving. 

“Steel shelving,” the writer was informed, “has 
certain outstanding advantages. In the first place, 
it is extremely durable. It will show no wear, under 
the buffeting it must naturally receive. Further- 
more, it is impervious to weather conditions, and con- 
sequently will neither expand or contract during damp 
or extremely dry weather. In our opinion one of 
the valuable features of steel shelving is the ease with 
which the partitions may be adjusted to accommodate 
various sized items of hardware, mill and plumbing 
supplies, etc. This is a great economy in that it 
eliminates waste space and permits the storing of a 
great deal more merchandise than would otherwise be 
possible. The thinness of the partitions also accom- 
plishes the same results, when the total amount of 
shelving is considered.” 

The bin type shelving, with special bin fronts, used 
in the stockroom is designed for storing heavy bolts 
and hardware, and that section illustrated to the 
right in the accompanying photograph is capable of 
holding between seven and nine tons. At the time 
this photograph was taken the installation had not 
been entirely completed, which accounts for the dis- 
ordered appearance. A close examination of the 
photograph, however, reveals the ease with which this 
type of steel shelving may be rearranged. 

The building housing the Hudson Supply Co., is a 
four-story and basement structure, with entrances 
on two streets. On all of the floors, the worn wooden 
shelving which long ago began to prove inadequate 
to the company’s rapidly expanding business, has been 
removed and the modern steel shelving substituted. 
One of the photographs presented on this page, illus- 
trates the company’s main salesroom and shows a 
combination of the standard bin type of shelving and 
steel display counter. The display counter is of very 
solid and durable construction and serves admirably 
to display the various items shown in it. 


—_—- + 


Inducing Customers to Talk 


HE value of asking questions of customers and 

inducing them to talk before trying to sell them 
is evidenced in what one salesman said in discussing 
his hardware store sales: “If I am not dead sure of 
what the customer thinks about the goods, I always 
try to find out before attempting to sell him. I begin 
in a conversational way. I ask sensible questions of 
a kind I think he can answer intelligently. In this 
way I learn a whole lot about my customer and his 
mental attitude and what he wants. He gets to feel- 
ing friendly and I get better acquainted with him. 
He gets more confident in me as I show more interest 
in him.”—P. J. W. 
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EVEREDY 


Bottle CAPPER 


In the dull season—when the 
merry music of your cash regis- 
ter is stilled—when you really 
NEED sales—this New All-Steel 
Everedy Bottle Capper leaps into 
the breach! 


Our national advertising runs 
right through your dull months 
—the bottling season for home 
beverages. We reach millions 
of homes that need cappers. 

We tell the housewives of the nation 
how to cap their bottles of home- 
made Grape Juice, Hires’ Rootbeer, 
Ginger Ale, Catsup, etc., quickly and 
economically. 


Our service to dealers is an impor- 
tant feature of our business. Write 


todav for free cut sheet and other 


selling helps. 
Everedy All-Steel Cappers 
Retails at 
No. 100 Special. Plain Base— 
plain handle ........$1.25 
No. 100-S Special. Plain Base— 
spring handle lift.... 1.50 
No. 10] Padded Base—plain 
ao Aes satis oe 1.50 
No. 101-S Padded Base—spring 
ree 1.75 


THE Everepy ComMPANY 
Frederick, Md. 


“A Corking 
Good Capper” 











EVEREDY STRAINER SET 


Consists of 
Folding Strainer 
Stand, Strainer 
Bag and F ilter 
ry Retails 

at $1.25. 


Fer straining 
jellies and 
filtering 
beverages 








Reading matter continued on page 71 
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A GOOD BIT BRACE 


Its chuck must be able to grip and center accurately 
small twist drills or to take in a large size bit brace shank 
and hold it securely while the bit forges through hard 


wood. 


If ratchet equipped the shift should be convenient and 
efficient, the dogs and ratchet teeth powerful and clean cut 
so as not to slip or strip under the hardest kind of work. 


The sweep should be heavy enough not to bend or give 
under the hardest strain. The handle should run freely 
between collars that can be adjusted from time to time. A 
good big head must be provided if heavy work is to be 
accomplished with any comfort. 


The thrust must be taken care of by a protected bear- 
ing that reduces the friction to a minimum. 


Goodell-Pratt Braces have all these requisites in pleasing 
design and exceptiohal finish. 


Goodell-Pratt Company 


eLoolsmiths 


GREENFIELD, MASS., U. S. A. 





GOODELL- PRATT 


_____ 1300 GOOD TOOLS 
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Here is shown a view of a very attractive tool window in the store of Charles Holmes in the Highland Park dis- 
trict of Detroit, Mich. 


The Tool Department 
Some Uses for Files and Planes 


By Don Thatcher 


planes would require several volumes, much more 

than the majority would care to read and more 
than is necessary for back of the counter use, some 
brain cells have to be reserved for information about 
other tools. I cannot think of any industry that does 
not require files either for use in the work or for 
smoothing or sharpening parts and tools essential 
to the work. 

So files are universal tools, originating with the 
cave men and ancient peoples in the form of rough- 
ened stones and passing through the stages of nobbed 
metal sticks and pronged sheets used by man when 
the use of metal was first discovered, on through the 
laborious hand-making period of our grandfathers 
to the present day of files of hundreds of patterns 
made for thousands of purposes, from heavy rasps 
with punched teeth to the most delicate of needle and 
escapement files with their finely cut teeth. 


To describe the uses for all kinds of files and 


Special Patterns 


American file makers are making hundreds of special 
patterns that are never called for or handled by hard- 
ware stores, other than those who specialize in han- 
dling and furnishing supplies for specific industries 
such as piano makers, clock makers, silversmiths and 
other divisions of industry. Salespeople in hardware 
stores should know the kind of files commonly used 
in machine shops, wood working and carpenter shops, 
as well as those used by farriers, shoemakers and the 


patterns supplied to the farmer and home user for 
general purpose work. 

The following table of patterns and kinds used for 
these industries and purposes does not attempt to 
include special patterns that will be found used in 
modern machine shops, which are required for each 
shop, due to the special gr unusual character of the 
work developed by that shop. 


Machine Shop Files 

Square Files 

Knife Files 

Three Square Files 


Hand Files 

Flat Files 

Half Round Files 
Round Files Warding Files 
Hand Bastard Files Mill Files 


Also hack and metal cutting saw sharpening files— 
for this purpose double cut saw files are used, mostly 
stubbs pattern tapered, whereas for sharpening teeth 
of wood saws, single cut files are used. Double cut 
files cut faster. Single cut files cut smoother. 

Most of the files used in machine shops are double 
cut, made for heavy fast work. Mill single cut files 
are used for lathe work and finishing. All of these 
patterns can be obtained in bastard, double and single 
cut. There is also good demand for the shear tooth 
file which is used for fast work in soft metals and 
castings. Hand files are usually made with one smooth 
or “safe” edge and is the pattern most commonly 
used in shops for flat finishing work. Next in popu- 
lar shop use come flat files—usually double cut with 
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both edges single cut; this pattern is obtainable in 
nearly all cuts—those in general use being bastard, 
second cut, smooth and dead smooth. 

Next comes the utility file of the machine shop— 
the half round, made both tapered and blunt. Round 
files tapered are often called rat tails, round files are 
also made blunt pattern without taper—these are 
usually used on heavy work, the principal purpose 
of both patterns is to enlarge holes. 

Square files as their pattern indicates are used for 
filing square corners. Knife files usually double cut, 
upper edge smooth, thin edge single cut, are used 
mostly on irregular form work. These square files 
are to the machine shop what the taper saw files are 
to the wood worker—they are similar to taper saw 
files, but cannot be used for filing saw teeth. Their 
principal use is filing cutters, taps and for cleaning. 

As compared with the number and kinds of files 
used on metal, woodworking files are comparatively 
few, the three principal shapes are cabinet, flat and 
half round, the teeth are wider spaced and finer than 
those on files intended for use on metal. Next come 
rasps with their punched, detached teeth instead of 
teeth cut as they are on files. Rasps are made to 
cut fast, each raised tooth biting into the wood. 


Special Rasps 

The round wood rasp and the cabinet rasp which 
is half round and thinner than the regular half round 
rasp are used mostly for cabinet work and other fine 
woodworking jobs. Wood rasps are used by wheel- 
wrights, gun makers, carriage builders, pattern and 
last makers and other workers on fine woods where 
accurate work is required. 

The shoe industry as well as the thousands of shoe 
repairmen use large quantities of rasps especially de- 
signed for them. Of these the staple sellers are last 
makers, flat, oval and half round shoe rasps. The 
biggest sale is for the half round with punched teeth 
on half of one side and double cut teeth on the other 


ness structure on fundamentals of sound econo- 
mics and good morals. 

Probably such an expression would be criticized 
by the technical economist. Ethics or morals and 
econcmics are usually thought to be elements thai 
will not mix, and perhaps it is so if definitions are too 
closely restricted. At any rate we are not well enough 
trained in the sciences (if that is what they are called) 
of either economics or ethics to engage in debate. But 
if the idea as expressed elsewhere in this issue in re- 
gard to the change in business standards is at all 
correct, then there must be something added to the 
science of economics to make possible a science of 
business. For just as soon as the rights of others 
become a part of the problem, certainly ethics or 
morals enter in. 

If intelligent, self-interest dictates an attitude 
toward those with whom we come in contact of in- 
terest in their success, certainly the moral or ethical 
element is introduced. 


I another article we spoke of building the busi- 
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half. It is used for filing soles and heels. Black- 
smiths and farriers use a number of rasps both plain 
end and tanged. 

Aside from tapers and slim tapers used for filing 
the teeth of hand wood saws and mill files for filing 
saw teeth and cutting knives, about the only other 
files the average hardware salesman is required to 
know about the use of are files for general use around 
farm and home. For these -purposes bastard cut files 
of the pattern that strikes the fancy of the buyer are 
suitable. 


Kinds of Planes 


Of planes, there are many kinds, from the little 
six-inch regular block plane to the combination plane 
with numerous cutters and attachments that is almost 
a planing mill in itself. Block planes are non-adjust- 
able and adjustable, this feature to permit of opening 
and closing the throat, regulating for coarse or fine 
work. They are made with and without handles, reg- 
ular and low angle, in a great variety of patterns to 
satisfy the ideas and needs of all. 

Shop or bench planes are smooth, jack, fore and 
jointer made in both wood and iron. The iron planes, 
both smooth and corrugated bottom. I fancy the cor- 
rugated bottom planes, they seem to work smoother, 
like being on runners as well as giving more clearance. 

Smooth planes are intended for use in finishing or 
smoothing flat surfaces. Jack planes are commonly 
used to true up edges of rough boards, preparing them 
for the fore or jointer. A fore plane is merely a short 
jointer and where preferred is usually because of its 
lightness. The jointer is the finishing plane for large 
surfaces and is used to true up the edges to permit 
of close fitting and joining. 

There are a great number of patterns of rabbit, 
filletster, cabinet makers and dado planes each made 
for its special purpose. A short review of the plane 
makers’ catalog will acquaint one with the uses each 


is intended for. 


Economics vs. Morals 


It, of course, should be granted that all this is a 
comparatively new development in business. Not so 
long ago almost every individual had two standards— 
one a personal standard, the other a business standard. 
Perhaps there are cases where this is still so to a 
degree, but slowly and surely this is all changing. 
Not only is it found that more money can be made 
from a public which is fairly treated, but it is also 
found that those engaged in business get more pleas- 
ure out of their work. 

Human nature as a whole takes pleasure in that 
which is honorable and noble and not in that which 
is lowering and mean. The trouble has been that it 
was assumed business could not exist unless it ex- 
tracted from society more than it put in. 

As in every change, it has taken courage for the 
pioneers to lead into unchartered regions, but the 
enjoyments and satisfactions of their success has, as 
always, in the end paid them for the risks and uncer- 
tainties.—B. & T. Spokesman. 


Reading matter continued on page 74 
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Now You Can Sell More 
Kittle Giant Screw Plates 














This handsome all metal display rack 
with its four popular screw plates is 
not only a good sales proposition, but 
it’s a better buy. 


Screw plates, especially GéGant 
Plates, are good, staple, non-deterio- 
rating merchandise. Every hardware 
man knows it — every hardware 
man sells them, but mighty few let 
their customers know about it be- 
cause screw plates are big, clumsy 
things to display. 


mW... But our newall steel rack takes 
® care of that. It’s solid, un- 
@ breakable, yet fairly light, and 
| only occupies a couple of feet 
of floor space. 


Write today for our special 
price. You will be surprised. 
We urge you to act now 
ecause we have many 
orders on hand and when _,’ 


our supply of racks is | 


disposed of, our 
€ 
























ee tae special price will . 

a be withdrawn. ,° GTD 
¢ CORP.. 

, 4 - 
‘ ¢ Greenfield 
j | 

Use this P, Sie 
coupon. J Let me have 
F vour best price 
gf on the new No. 157 

’ 


4 Screw Plate assortment. 
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GREENFIELD, MASSACHUSETTS 
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74 
Netti 
Compiled for Harpware AGE by M. M. Godschalk 
In Full Rolls of 150 Linear Feet. List Price as Per Latest Standard List. 
This Chart Also Gives Amount of Square Feet Per Roll 
2 Inch Mesh | DISCOUNTS 
Sq. Ft. Gauge of . | | 
Width per Roll | Wire List | 3334 40 40/5 | 40/10 | 50 50/5 | 50/10 | 60 
2” 0 16 495 | 330 | 297 | 282 | 268 | 248 | 236 | 224 | 198 
19 248 | 167 149 142 135 124 118 112 99 
| 20 214 144 128 122 116 107 102 97 86 
ee — -| Nee eee 
18” 225 | 16 712 475 | 427 406 385 356 338 321 285 
| 19 356 238 | 214 204 193 188 179 170 142 
| 20 308 206 | 185 176 167 154 147 139 123 
24" 300 14 i568 | 1046 | 941 soa | 847 784 | 745 | 706 | 627 
| 16 908 606 | 545 518 491 454 421 409 363 
| 18 578 386 347 330 313 289 275 261 231 
| 19 454 303 272 259 245 297 216 205 182 
| 20 392 262 235 224 212 196 187 177 157 
————————————— _ = 
30” 375 14 1871 1248 1123 1071 1015 936 — 890 843 748 
| 15 1477 985 886 842 798 739 702 666 592 
| 16 1083 722 650 628 585 542 515 488 433 
18 690 640 414 394 373 345 328 311 276 
19 542 362 325 309 293 271 258 244 217 
20 468 312 280 266 252 234 223 211 188 
36" 4500 14 2138 | 1426 | 1283 | 1219 | 1155 | 1069 | 1016 | 963 | 855 
15 1688 | 1126 | 1013 963 912 844 802 760 675 
16 1238 826 743 706 669 619 589 558 495 
18 788 526 473 450 426 394 375 355 315 
19 619 413 371 353 334 310 295 279 248 
20 535 357 321 305 289 267 254 241 214 
4g” 585 14 2494 | 1663 | 1496 | 1421 | 1347 | 1247 | 1185 | 1123 998 
15 1969 | 1312 | 1181 | 1122 | 1063 985 936 887 788 
16 1444 963 866 823 730 722 686 650 578 
18 919 613 551 523 496 460 437 414 368 
19 722 482 433 412 390 361 343 325 289 
20 624 416 374 356 337 312 297 281 250 
4g 600 14 2850 | 1900 | 1710 | 1625 | 1539 | 1425 | 1354 | 1283 | 1140 
15 2250 | 1500 | 1350 | 1283 | 1215 | 1125 | 1069 | 1013 900 
| 16 1650 | 1100 990 941 891 825 784 743 660 
| 18 1050 700 630 599 567 525 499 473 420 
| 19 825 550 495 47 446 413 393 372 330 
| 20 713 475 428 407 376 356 339 321 285 
60” 750 | 414 3563 | 2376 | 2138 | 2032 | 1925 | 1782 | 1693 | 1604 | 1425 
| 15 2813 | 1876 | 1688 | 1604 | 1520 | 1407 | 1337 | 1267 | 1125 
16 2063 | 1376 | 1238 | 1176 | 1115 | 1032 980 929 825 
18 1313 876 788 749 710 657 625 592 525 
: 19 1032 688 619 589 558 516 491 465 413 
| : 20 891 594 | 535 | 509 | 482 | 446 | 424 | 402 | 356 
7" | 900 4 4275 | 2850 | 2565 | 2417 | 2309 | 2138 | 2032 | 1925 | 1710 
| 15 3375 | 2250 | 2025 | 1924 | 1823 | 1688 | 1604 | 1520 | 1350 
| 16 | 2475 | 1650 | 1485 | 1411 | 1337 | 1238 | 1176 | 1125 990 
| 18 | 1575 | 1050 945 898 851 788 749 710 630 
| 19 | 1238 826 743 706 669 619 589 558 495 
| 20 | 1069 713 641 | 609 577 535 508 482 428 
Copyrighted 1926 by Hardware Age 
KEY 


To use this list, first ascertain your cost. Then decide the percentage of profit you wish to add. 


Example: For instance, poultry wire is bought at 50/10 off list and you wish a margin of about 50% above 
cost, use column 33 1/3; or if you want to add only 1/3 above cost, use column 40%, etc. 








Reading matter continued on page 76 
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“To Buy from You 
Instead of Us” 


It would be hard to find a mechanic who doesn’t 
know about GENUINE ARMSTRONG PIPE 
TOOLS—they’re old in the SERVICE they 
give. 
Take the GENUINE ARMSTRONG ADJUST- 
ABLE DIE for example—it is 51 years old this 
year. Some mechanics and these dies have 
grown old together. And while men REMEM- 
BER GENUINE ARMSTRONG PIPE TOOLS, 
sometimes they FORGET the dealer and send 
to us for them. 


Armstrong advertising is doing more than cov- 
ering every field that uses Pipe Tools—it is 
repeatedly telling customers: “To buy from you 
instead of us.” 


Are you “SELLING” them with GENUINE 
ARMSTRONG Displays? If not, send for 
“DEALER AIDS.” 


The ARMSTRONG MFG. on 


Our Only Addresses 


HARDWARE AGE 


| a serviceable 





Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 


“ARIA 


STOCKS , DIES 









T 1S TRONG’ 


ER,GAS 4° STEAM FITTERS 


$. 


TOOLS AND THREADING MACHINES 
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MakeMore Sales 


: Gn! 


tools for general 
utility—selling at popular prices. That’s 
the kind that helps you compete—and 
make more sales and profits. The CRE- 
CO-ITE Line fills these requirements—and 
special attention is given to the finishing. 
Here are a few selling for 50 cents and up. 


CRE-CO-TTE 


*““Tools You Can Sell with Confidence”’ 










l 


Tools 


@ 
©) 


All equipped with the 

oe famous ag wedge to 
SRECOMTE: keep heads always tight. 
PION NDS 









CRE-CO-ITE 
Camp Axe 
No. 112 


P CRE-CO-ITE 
Nail Hammer 


CRE-CO-ITE 
Half Hatchet 











CRE-CO-ITE 
Broad Hatchet 










Ask Your Jobber 
or Write Us for 
Catalog “HH” 


CRE-CO-ITE 


“Michigan” Pattern 





OTHER COMPETITIVE ITEMS—MARION 
Brand Sheath Knives; Pitching Shoes; Forged 
Tongs and Chain Goods; Grass Hooks; Grass, 











Sheep and Hedge Shears; Plate Glass Push 
Plates. 








MARION TOOL WORKS, INC. 


Subsidiary of Chicago Railway Equipment Co. 
U. Ss, A. 





Marion. Indiana. 
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The Barnyard Fowl! Makes Customers 


(Continued from page 33) 


the last season, has a constant source of one food 
value for his flock and by its use, creates a consider- 
able saving in his feed bill. Such economies explain 
themselves to the farmer and call for little sales effort 
from you. 

It looks now as though we weren’t going in the right 
direction with our menu for Madam Biddy, for, ac- 
cording to all laws of decent procedure, the oat sprout- 
er with its nice, green contents should be offered up as 
the salad course—but never mind. 

On our way, again. 

With a pardon to our friendly hen, we may now 
suggest to her such attractive dishes as: 

Grit and Shells (in an upright wall feed box of 
yalvanized iron, neatly arranged in compartments, all 
according to the queen’s taste). 

Dry Mash (in a dry mash hopper also of galvanized 
iron, so that it will not obsorb odors and is easily 
cleaned. Some of them have covers which, when closed 
at night, keep out rats and mice that might be ram- 
bling around in search of just such a feast.) 

Water (Madam Hen is easily satisfied in this re- 
spect, but she really does need plenty of water served 
up in a modern water fountain. The best selling ones 
are of galvanized iron and have nothing to get out of 
order. The outlet is in a smal] covered receptacle 


portion of the fount and is not large enough for the 
hen to clamber in and sully or spill the contents over 
the floor.) 

The hen. is now pretty well fed, with the aid of 
these essential devices from your hardware store, and 
as to housing, you will doubtless find that you are 
furnishing many farmers with window glass and 
either a light grade of roofing or tarred and insulating 
sheet to keep out the cold blasts of winter. 

Indeed, the barnyard fowl is bringing customers to 
your hardware stores. 

Leg bands are used by most farmers to keep count 
on the productive hens and to distinguish the flock in 
one way and another. 

You will find a market for the two prevailing types: 

(1) Adjustable aluminum. 
(2) Colored celluloid spiralets. 

Parcel Post egg carriers are in constant use by 
hundreds of farmers who have developed a nice egg 
business in nearby cities. Possibly the most perfected 
one is of metal, with special inside divisions to take 
care of anywhere from two to six dozen eggs. Since 
these carriers are more or less constantly on the go, 
they are subject to replacement and are unquestion- 
ably a splendid item for your hardware stock along 


poultry supply lines. 








BUHL 


The jolts, jars and excessive strain put on milk cans 
through the use of motor truck transportation 
brought out the need for a can of superlative 
The electrically welded joint construc- 
cannot 
break or come apart. No open crevices, one-piece 
seamless neck, one-piece seamless cover, no sharp 
corners or rough edges. Read the specific data on 
construction details at right and then write for 


strength. 
tion of the new Buhl ‘“Semi-Solderless”’ 


prices and discounts. 


BUHL STAMPING COMPANY 


Detroit, Michigan 


sures a 
firm 
erip 





One-piece seamless cover protected 
by heavy curled rim. 


Semi-Solderless 


Increased curled 
construction of 
handle as- 








MILK CAN 


One-piece seamless 
neck is locked to 
the heavy seamless 
breast by special in- 
terlocking joint. 





. . 
‘ 
4 ; 
—— by: St 





Electrically welded 
joint construction 
cannot break or 
come apart—no 
open crevices to 
gather filth and dirt. 
““Locktite’’ hoop 
locks breast and cyl- 
inder together 


Cylinder seam elec- 
trically welded into cum 
one piece. 










Offset on heavy 
steel hoop provides 
a rigid seat for side 
and bottum flange 
—no sharp or rough 
Electrically edges to cut the 
welded to hands—no cracks to 
aoens collect dirt. 
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Adventures in the Hardware Business 


(Continued from page 30) 


and study the hardware business. I was now nineteen, 
with a fair school education, and I wanted to get on. 
I decided I liked the hardware business but the old 
man said I’d never get any place until I mastered 
plumbing, building and domestic engineering in gen- 
eral. 

“IT don’t want to be a mechanic or an artisan,” I 
said. “I want to be a hardware merchandise man—to 
sell.” 

“A what?” he shouted, spilling a scoop of tenpenny 
nails over the floor in his surprise. 

“A merchandise man,” I repeated. 

His face underwent a change; he flushed. 

“Bub,” he said, “you’re being led astray. You’re 
getting some newfangled ideas down at Dozier’s and 
Callahan’s where they’ve got a cashier and a cash 
register. I hear they’re using an adding machine in 
their stock count. I thought you showed some promise, 
Bub, but—” 

He shrugged his spare shoulders and proceeded with 
his work. 

Looking about me, I came to the conclusion that the 
store had a good location but that it wasn’t getting the 


business it ought to get. It had a good, sound trade 
in the strictly hardware line—there was no better 
authority on the building line than Grimes—but de- 
mand for other sidelines was taking staple hardware 
business elsewhere. 

Every day we turned down people on things that 
Grimes refused to stock—‘“on principle.” He was los- 
ing, as I saw it, 40 per cent of his potential trade 
through fogy methods. 

One day I went to him boldly. 

“Mr. Grimes,” I said, “‘you probably differ with me, 
but I believe that you could quadruple your business 
if you would enlarge the stock and cater to all classes 
of trade. I’m here behind the counter all the time 
and I know that people are going down to Callahan’s 
for things that we ought to carry. It’s an accommoda- 
tion to the public.” 

“This is a hardware store, not a notion store,” he 
said, slowly. 

“But times change,” I went on; “people look to the 
hardware dealer for a wide variety of associated ar- 
ticles. Trade is falling off and—”’ 

“You’ve been peeping into my books!” he cried, ex- 
citedly. 





"78 CHROME Nags NICKEL 


INTERCHANGEABLE Sock! 


Will Help You Sell 


WALDEN-WORCESTER 
SOCKET WRENCHES 





This cabinet is a “merchandiser” in every 
sense of the word. With the cabinet on your 
counter, you are in position to furnish any 
combination of sockets and handles which 
may be desired by car owners and mechanics. 


All parts are interchangeable with each other. 
The assortment has been selected in pro- 


portion to the demand with ample space for 
additional sockets or wrenches as individual 


needs may demand. 


Ask your jobbers salesmen about this 
cabinet or write us for catalog No. 500. 









Socket Wrenches, ~ in the World 


ray U.S.A. 


5 Sota 
47858 SHREWSBURY ST.. 
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The All Metal 
WEATHERSTRIP 



















Completes 


This Great Line 
of Weather Strip 











| T HE first practical 
efficient, easily ap- 

HiIl plied, ALL-METAL 
WEATHER STRIP 
is now added to com- 
plete the great BOS- 
LEY line of everything 
efficient in weather 

| strip that sells through 


the hardware store! 















THE D. W. BOSLEY CoO. 
1901 Carroll Avenue, Chicago | 


















































“Nothing of the kind,” I returned, “anyone can see 
it here on the floor. 

“I wish you would give me a chance, Mr. Grimes. 
Let me merchandise your goods and you supervise and 
handle the technical side of the business. If I don’t 
increase your profits 40 per cent in six months, I'll 
quit of my own accord.” 

He stood there scratching his gray head, puzzled. 

“The truth is, Bub, that I’m in a pretty bad way. 
I’ve got to get another loan at the bank. The jobbers 
are pushing me and a lot of stock isn’t moving as it 
should. So, how can I expand this business, enlarge 
this stock, when I can’t sell what I’ve got now?” 

“The trouble is,” I answered, “that you haven’t got 
the right kind; that is, enough of the right kind. You 
are short on variety goods, on specialties and house- 
hold stuff, and besides you don’t really push what you 
have.” 

“The dignity of the business!” he broke in. 

“Bosh!” I retorted. “You are paying too high a 
price to uphold it!” 

“Well,” he came back, thoughtfully, “I'll consider 
the matter.” 

Just about this time Jimmy Lee, salesman for our 
biggest jobbing house, came along on his regular trip. 
Jimmy was a live wire, popular in the trade and knew 
what was what in hardware. Long ago he had given 


up the reform of old Joe Grimes. His suggestions were 
hooted at, his plans laughed at. Jimmy and I had 


talked it over many times. 

Over a lunch counter Jimmy and I once more dis- 
cussed the fortunes of Old Man Grimes. 

“They’re pushing the old man,” said Jimmy, at 
length, “and I can’t help it.” 

“And business is on the downgrade,” I said, “even 
with a fine location. A fine reputation for honesty and 
twenty years in one spot isn’t the antidote for this 
condition. Look at our show windows, look at the 
condition of our stock. I asked him today to let me 
merchandise his stock for six months, and he said 
he’d think the matter over.” 

Jimmy’s eye twinkled. 

“You and I together, Bub!” he exclaimed, bringing 
his fist down on the counter. “Let’s save old man 
Grimes from a poverty-stricken old age!’”’ 

Then he unfolded a plan. 

The idea was to modernize the Grimes store in spite 
of the old man himself. Facing financial troubles, he 
would be more willing to listen to reason, though he 
feared, in principle, to send a good dollar after a bad 
one. He even talked of closing out “because the hard- 
ware business has come to be a hodgepodge of paint 
shop, racket store and notion counter and I'll quit 
before it gets any worse.” 

After some persuasion, Jimmy and I influenced 
Grimes to make me merchandise man (though he re- 
fused to say the word) and to set things to rights. 
The first step toward victory was taken. But it was 
a heavy load for a beginner in the trade, as I was 


then. 
(To be continued) 
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(Continued from page 27) 


Chenitteree 





This drive occurred very shortly after the company 
first opened its radio department. 

After deciding to handle radio, they began working 
on a mailing list before the stock began coming in. 
They bought a lot of good prints, pictures 20 by 24, 
in excellent colors—most attractive decorations for 
people who couldn’t afford to buy expensive pictures. 
To every customer who gave the name and address 
of a good prospect for a radio sale they gave one of 
the prints. 

In a few days a list of 2500 possible radio pur- 
chasers was accumulated. It was no hit-or-miss list 
of names that could not be identified entirely, but one 
that was almost certain to get results. To each of 
these persons, the firm sends a letter that talks inter- 
estingly about radio with high-grade sets. This is 
followed by a personal call. Permission is given to 
bring a set, next evening, set it up and demonstrate. 
If the demonstration of a concert in New York or 
Havana or Los Angeles is not sufficient to make a 
sale, the instrument is locked and the salesman goes 
back next night, if the family desires. 


Big Radio Profits from a Small Stock 


O the hardware retailer who is still skeptical as to 

the possible profits in handling radio, the experi- 
ences of W. E. Meierhoff, of Highland Park, IIl., will 
probably be illuminating. Mr. Meierhoff, like many 
other dealers, had doubts as to his ability to success- 
fully sell radio outfits, and, after careful considera- 
tion, he decided to try it, bat on an unquestionably 
conservative basis. 

He finally picked upon one well-known receiving set 
as best suited to the customers of his store. He put 
in stock three of these machines, and in addition he 
made a careful selection of several accessory items, 
such as aerials, loud speakers, tubes and batteries, 
running his entire initial stock investment up to a 
little less than $700. When this stock arrived at his 
store he announced the fact to his potential customers 
by arranging practically the entire stock in a very at- 
tractive window display and by mailing out the ad- 
vertising matter furnished by the manufacturer. 

As a result, Mr. Meierhoff sold in the first month 
ten of these receiving sets, and his accessory sales 
were in proportion. Some of these sales have been 
on the partial payment plan, but in this, too, Mr. 
Meierhoff is conservative. He figures that his radio 
season will last six months, from October to March 
inclusive, and he does not want his money tied up 
any longer than that time. Consequently, on any sets 
that were sold in October, the payments were divided 
over a period of six months; those sold in November 
will be in five monthly payments, and soon. In other 
words, it is the plan to have the last of all radio in- 


stallments cleaned up in March. 

Handling, as he does, only a fully factory-guar- 
anteed outfit, Mr. Meierhoff finds that by pushing the 
sale of inside aerials he can give the additional free 
service of installation at very little trouble and ex- 
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Mr. Dealer: 

Who couldn’t sell Ornamental Wire Lawn Fences 
as strikingly beautiful, strongly built and everlast- 
ingly serviceable as those illustrated in the Dwiggins 
catalog mentioned below? 


Think of selling the only Ornamental Wire Lawn 
Fences so constructed that the pickets can be re- 
placed at any time. So practical that they can be 
easily tightened if ever necessary. So decidedly at- 
tractive that home owners know they more than re- 
turn their cost in the value they add to the property. 


With greatly increased production facilities, this 
long established company can now handle promptly 
any business for their Lawn, Field and Poultry 
Fences, Wire Fabric, Non-Pullable Steel Posts, etc. 


Send for Complete Catalog 
No. 27 


This catalog illustrates and describes our standard 
wire fences that have proven good sellers. It will 
afford just the information you should know about 
the Dwiggins Line. Send for YOUR copy. 


DWIGGINS WIRE FENCE CO. 


Anderson, Indiana 
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No. > Lawn Fence with Style D 
Wire 

Our latest style fence. It cannot be sur- 

passed by any fence made. Made with style 


D Fabric, but you can supply it with any 
style fabric your customers prefer. 
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Style D No. 10 Fabric on Wood Posts 
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pense. However, when the customer desires an out- 
side aerial, a local electrician is hired to make the 
installation for which he makes a flat charge of $10. 


Satisfaction Secret of Lamm’s Success 
F anyone believes that radio cannot be sold in a 
hardware store in sufficient volume to be profitable 
he had better not air his opinion before T. G. Lamm 
of Watertown, S. D. The peculiar part of it is that 
Mr. Lamm has not sold any radio but he certainly 
knows that it can be done. 

Nearly two years ago Lamm considered putting a 
radio department in his store, but after weighing the 
matter carefully decided against it. About the same 
time, M. T. Gilruth, a young man with some electrical 
knowledge, desired to go into the radio business but 
could not find a suitable location. Mr. Lamm and Mr. 
Gilruth got together, with the result that the latter 
rented a space about 35 feet long and 8 feet wide down 
one of the center aisles of the Lamm store. Included 
in the deal was the turning over to Gilruth of a small 
display window for his exclusive use, and the rental 
charge was $50 per month. 

Mr. Lamm was well satisfied with the deal, for he 
was making $600 a year clear profit, with absolutely 
no additional investment, and he also stood a chance 
of making sales to the people who might come into 
the store for radio items. 

At the same time, Mr. Gilruth had every reason to 
also be satisfied, for last year, with a stock that aver- 
aged around $4,500, he sold over $36,000 worth of 


—_— 
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radio. Of course, he gave it all of his attention and 
time, but the results justified it. 

The radio stock consists largely of manufactured 
sets, ranging all the way from small one-tube outfits 
up to large, expensive consoles; accessories, including 
loud speakers and battery chargers, and a small but 
complete line of parts. According to Mr. Gilruth, the 
big thing in putting sales over is his personal guar- 
antee as well as the manufacturer’s on the sets sold. 
He also offers to give free service to his customers, 
but has found that by giving very careful instructions 
on the operation and care of the outfits when they are 
installed, the calls for service are not heavy. 





READ of a traveling salesman who complained— 
complained, mind you, that his house gave him a 
diamond stick pin for Christmas. He said, “Do you 
know, that stick pin lost me more sales than any 
other thing I could mention. Often when I had a 
customer on the point of getting deeply interested 
in my proposition, his eye would catch that diamond 
and he would look at that instead of at me and I 
would have to get his attention back all over again.” 
There was another salesman who had a similar ex- 
perience with a polka dot tie of striking pattern. The 
stick pin man learned to leave off his diamond when 
selling. The polka dot tie man learned to wear a tie 
of quiet pattern when selling. Certainly the hard- 
ware salesman will make no mistake if he avoids 
anything that may be suspected of hampering his sell- 
ing success through any means.—P. X. W. 











BETTER LOCKS 


and 


> BIGGER PROFITS 
‘3 with 


INCREASED 
SALES 


Can be easily 
obtained by 
handling the 


LINES 





No. 250B —_— 


Set No. 250B is a mortise set of sturdy structure and attractive 
lines. The Glass Knobs are beautifully designed, ground and 
polished, silver backed, giving high lustre. In short, a REAL 
“BUY” and easy to sell, We have many more attractions to offer 
among which is our patented Dead Bolt Night Latch. 


Send for our new catalog No. 7—our line will interest you. 


BRANCHES 
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121 2nd St. ty ee eee eee neY emai San Francisco, Calif. 
406 Wall St. . .....Los Angeles, Calif. 


dij) INDEPENDENT IOCKCOi@ 


Fitchburg, Mass., U. 8. A. 


Manufacturers of Cylinder Locks, Padlocks, Inside Door Seta, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties. 




















LAMSON 


Stainproof 


Table Knives 


Many customers have a preference for 
Table Knives that will never rust or 

become stained and require constant it 
scouring or polishing. 





To such you can ‘recommend LAM- 
SON Stainproof Table Knives with 
perfect assurance that they will sat- 
isfy them in every particular. 








More than that they will retain their 
cutting edge longer than common 
knives, because of the superior quality 
of steel used. Our catalog shows many 
pleasing designs in Knives, Forks and 
Carvers. Your jobber will supply you. 


LAMSON & (Sone aug 
GOODNOW MFG. CO. (aie 
Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 


Boston, 7 Water St. Chicago, 1732 Republic Bldg. 
St. Louis, Victoria Bldg. San Francisco, Wells Fargo Bldg. 
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Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, has not 
been verified in all instances by ourselves. 


N. McCracken, Ramsey, Ill., is reported as succeeding to the 
hardware, furniture and grocery business of the late <A. L. 
Whitten, in that city. 


The Brookings Hardware Co., Brookings, S. D., has been in- 
corporated with a capital of $25,000 by H. W. Reimer and asso- 
ciates. 


Westbrook & Houtlan, Wadsworth, Ohio, have succeeded to 
the Westbrook Hardware Co., in that city. 


_ The Otto Rood Hardware Co., 415 Hennin Avenue, Minneapo- 
lis, Minn., hardware and paint dealers, recently suffered a fire 
loss of $1,500 


A. A. Weber, Milwaukee Street, Oconomowoc, Wis., is plan- 
ning to establish a retail hardware store in that city very 
shortly. 


Ekfanes Hardware & Variety Store, 1150 Geneva Avenue, San 
Francisco, Cal., has recently been established at the above ad- 
dress with a full line of hardware and varieties. 


J. A. Stavey has succeeded to the hardware and electrjcal 
supply business formerly conducted under the firm name of 
Stavey Bros. at Dunsmuir, Cal. 


Clark Miller and Burt Griffith will shortly open a hardware 
store at Ojai, Cal. 


The Plympton Hardware Co., Norwood, Mass., ona or -d for 
$50,000 has incorporated under Massachusetts laws. Ne tie L. 
Altman is president. Samuel Slarow and Joseph T. Smith, Bos- 
ton, are interested in the firm. 


J. Douglas Law Co., Springfield, Mass., capitalized for $25,000, 
has taken out a Massachusetts charter to conduct a retail hard- 
ware business. Abraham A. Turner, Springfield, is president; 
Harry C. Collom, Longmeadow, is a director of the company. 


Duncan and Goddell, hardware retailers of Providence, R. L., 
are completing construction work on a new building, into which 
they plan to move at an early date. The new store building is 
thoroughly modern and up to date in every respect. 


The Dooley Hardware Co., Holyoke, Mass., has purchased a 
tract of land in Belchertown, Mass., on which it proposes to 
erect a building in the near future. 


Butts & Ordway Co., Boston, heavy hardware, has consoli- 
dated its former Purchase Street and Brookline Avenue stores 
at 44 Stanhope Street, between Stuart Street and Columbus 
Avenue, at Clarendon Street. 

Warren E. Wright and Harold Cunningham have succeeded to 
the hardware business of Warren E. Wright at Murrayville, Ill. 

The Gilroy Hardware Co., an old concern at Gilroy, Cal., have 
recently been incorporated to provide for future expansion of 
activities. 

Sam Cox, in the hardware business at Boise City, Okla., is 
reported a; having fited a petition in bankruptcy. 

Earl Russell and A. W. Cox have succeeded to the hardware 
business of W. A. Dumas at Rockwall, Texas. 

J. L. Herndon has succeeded to the hardware, furniture and 
implement business at Mesquite, Tex., formerly conducted by 

J. Stewart & Sons 


J. A. Searles, Winlock, Wash. has succeeded to the hard- 
ware business of Davis & Son in that city. 

Eari Young has acquired the hardware, furniture and imple- 
ment business of Mrs. Robert Conn at Stuitgait, Ark. Mr. 
Young is in the market for fixtures and shelving. 


. G. Norman & Sons, 890 Valencia Street. San Francisco, 
Cal., in the hardware business, have recently been estalblished 
in a new store building at the above address. The firm was 
formerly located at 866 Valencia Street. 

E. F. Montgomery has succeeded to the hardware and paint 
business of George Nyeholt, 3435 York Boulevard, Los 
Angeles, Cal. 

The Stolbert Hardware Co., 416 Huron Street, To’edo, Ohio, 
plan to move shortly into a new store building at the corner of 
Monroe and Ontario Streets. 

S. Keith, in the hardware business at Luling, Tex., has con- 
struction work under way on the erection of a new store build- 
ing, 30 by 60 feet in size, to cost about $6000. 

John Willis is reported as having sold his hardware and im- 
plement business at Granite, Okla., to E. G. Ellis and Clyde 
Johnston. 

Howard Drake has bought the hardware business of J. W. 
Hicks and Bracken Hardware Co., at Steele City, Neb 

William De Witt has succeeded to the hardware business of 
Benny Woodworth at Bluslid, 

















Leadership 
Since 1841 


In spite of all the competition 
in wrenches and all the imita- 
tions of the original and gen- 
uine 


COES 


—the COES wrench continues 
to maintain its leadership for 
SALES and uphold its repu- 
tation for QUALITY. 


Sold by Leading Jobbers 
everywhere. 


es, 
hee 


Qtalof | Buyes 


in ice 


COES WRENCH CO. 


“In Business Since 1841” 
Mass. 








Worcester 





SELLING AGENTS 
4. © Bet ARGT &@ CO.....-.-. 29 Murray Street, New York 
JOHN H. GRAHAM & CO..113 Chambers Street, New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 














DIETZGEN 


TAPES AND PLUMB BOBS 


are two items for the building trade 
which mean = steady,’ satisfactory 
profits to the Hardware dealer. 

Dietzgen steel tapes are preferred 
by contractors and builders because of 
their accuracy, reliability, durability 
and simplified readability. 

Dietzgen plumb bobs are unusually 
well made, have distinctive features 
of their own but cost no more thah 
others. 


N392Z1310 4 






Write for 
descriptive 
literature 
and attrac- 
tive deal- 
ers’ propo- 
sition. 





EUGENE DIETZGEN CO. 





New York EN Philadelphia Washington | 
>a Orleans Pittsburgh —=- Milwaukee Los Angeles 
San Francisco SINCE 1885 Sactory at Chicago 


Drawing, Surveving, Mathematical Instruments and Materials, | 
Measuring Tapes 
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Blows Itself 


The Champion No. 30 
Automatic Blow Torch 


Built to last a lifetime. Will give a 
flame of 1700° for three hours on one 
filling. Equipped with a detachable 
shield for outdoor work. 





This handy torch sells. 


The Lenk Mfg. Co. 


36 Merrimac St. Boston, Mass. 













Ze PRussell. Jennin 


"Satisfied 
Customers 


Profitable 
Sales 


ings I Mfg. Co, 


Chester, 











PaineT oggleBolts 
The only g type toggie 
on ¢ market. 

The wings open in- 
stantly in any position 

in hollow material. 

Any style head 

Any length bolt 
Standard bolts threaded 

to head 
Requires no guiding— 
just insert—The spring 
does the rest. 
Samples on request—— 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, Ill. 
33 Warren St., New York, N. Y. 






















HOWES aarp HOT AIR DAMPERS 







Steel—so For furnace 


unbreakable and ventilator 


——, & ~ 
, ORES Ee > . 






10 


Make hot air 
, a Sam ples for 
ow to co installers. Reg. 
U. S. Pat. Of. 


rooms. 





THE S. M. HOWES CO., SO7 Medford St., Charlestown, Mass. 
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‘Nat’? Wylie Exemplifies 
Modern Air Mail 





expedition to 


YING up with the _ successful 
the North Pole led by Commander Byrd and 


the naming of Wichita as one of the air mail sta- 


tions between New York and the West Coast, “Nat” 
Wylie, display manager of the Steel Hardware Com- 
pany, of Wichita, and one of the most energetic and 
capable display merchandisers in the Hardware field, 
created a window display that is remarkable in ex- 
pressing itself, and is shown in connection with this 
article, so as to give an idea of just what Wylie ac- 
complished. 

The primary thoughts Wylie had in arranging the 
window were: 

1. Progress and achievement. 

2. Pony express to the modern transportation of 
mail by air. 

In connection with the progress made in the devel- 
opment of arms and ammunition a number of Reming- 
ton guns of ancient vintage are shown—also Reming- 
ton guns of today. Various artistic signs in the win- 
dow tell of the pioneering work of Remington, for this 
company led in the improvement in the manufacture 
of arms and ammunition, and Wylie tells the story 
well. 

It took many days for mail to reach New York in 
the old days, but now Wichita is only over night from 
New York because it is in the air mail route—which 


is Progress and Achievement. 





Opportunity 


A salesman who was working on a commission in 
a big hardware store was getting about $1,500 a year 
and thought he was doing as well as anyone could 
do under the circumstances. His boss thought dif- 
ferently and let him go and replaced him with a man 
who brought his commission up to $4,000 within two 
years. The opportunity was there for the first sales- 
man to develop the bigger sales by uncovering pros- 
pects for the big sales .of heating apparatus, but he 
did not see it. He was not looking for opportunities. 


He was merely using those that came and thrust them- 
selves upon him. 
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High Lights on Clearwater and 
St. Petersburg 


(Continued from page 26) 





sight and a few minutes later we were riding down the 
streets, trying to figure out how to get where we 
wanted to go, without making any “left turns.” We 
parked the car, had our lunch and each went his way. 

My first visit was to the store of Bob Walden, be- 
cause I knew that Bob would give me his assistance in 
locating the other merchants of the town. I found 
him, busy as a bee, direct:ng his business and at the 
same time preparing to wind up a very successful 
year as president of the St. Petersburg Rotary Club. 
“You’re just the man I want to see, Llew,” he said. 
“Tomorrow is my day at Rotary, and I’m to furnish 
the program. Will you be the speaker for us?” I 
swallowed hard a couple of times and accepted, then 
I inveigled Bob into showing me over his place. 

We finished up at 5 p. m. and drove back to Tampa 
via Gandy’s Bridge, a causeway and bridge across the 
bay that cuts off more than 30 miles in the distance 
between the two cities. 

The next morning I boarded a bus—bag and bag- 
gage, and went back to the Sunshine City. I located 
at the Princess Martha, and then hit for Walden’s. 
Bob was still busy, but he took time to drive me around 
St. Petersburg, and give me a bird’s-eye view of 
things in general. It is a beautiful and hospitable city 
—one that swarms with tourists during the winter 
season, and keeps up a good brand of activity during 
the balance of the season. No city in Florida excels 
it for beautiful homes and modern hotels. It is a 
homey city with benches along the sidewalks where 
tired visitors or homefolks can sit in the shade and 
rest whenever they want to. It has fine streets—busi- 
ness and residential—and very modern stores. We 
drove out and called on our old friend Gamble, former 
president of the National Retail Hardware Associa- 
tion, and found him comfortably located in a sub- 
urban hardware and paint store. We viewed the resi- 
dential additions, and then drove to the headquarters 
of the Rotary Club. They hold their Rotary luncheons 
in the well fitted basement of a church, and a better 
bunch couldn’t be found anywhere. When I was young 
it was the family’s ambition that I should study for 
the ministry, but that ambition was unfulfilled. I’ve 
never preached from a pulpit. In fact the nearest I 
ever came to it was in talking to that group of busi- 
ness men in the basement of a St. Petersburg church. 
Anyhow I did my best, and was glad of the oppor- 
tunity. 

My visit to St. Petersburg was a pleasant one, which 
terminated all too soon. From there I returned to 
Tampa, and thence to the conventions in Atlanta. I 
left convinced that St. Petersburg is a sound, growing 
city, with business good and prospects bright. 

But I forgot one thing. I meant to tell you of the 
famous dog races at Tampa and St. Petersburg. They 
are thrilling and you’]l be interested. I’ll tell you about 
them in my next letter. Llew S. Soule, 


The Man Behind the Counter. 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake SBSt.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St. ; 
Ogden, Utah, 2327 Grant Ave. 
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TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 








Belt Punches Arch Punches 


Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had ninety-nine years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog — 
C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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PATENT APPLIED FOR 


“KEYCO” Sure Grip Pipe Wrench 


Wonderful grip. Super strength. Made from 
Alloy Steel heat treated by our own process. 
Light and handy—can be used with one hand 
on pipe, nuts or studs. Instant release. Sizes: 
7 and 9 in. Widely adaptable. “Keystone 
quality.” Write for Discounts. 


The Keystone Manufacturing Co. 
Sales Representatives—Surpless, Dunn & Co. 


Buffalo, N. Y. 


New York Chicago 
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Atkins Issues Second New 
Catalog No. 19 


E. C. Atkins & Co., manufacturer of 
saw tools, saws, knives, etc., Indianap- 
olis, Ind., has recently issued the sec- 
ond addition of its catalog Number 19, 
containing 264 pages and covers. It is 





10 by 6% inches in size and a handy 
reference medium for the files of a 
hardware dealer. 

The front part of the book is given 
over to an introduction giving a brief 
outline of the history of the Atkins 
company. 


No Air Pressure for Gas 
Soldering [ron 


The Phillips-Laffitte Co., Pennsylva- 
nia Bldg., Philadelphia, Pa., announces 
tl.at it has just received from the firm’s 
factory in Paris a shipment of gas 
soldering irons, operating without air 
pressure. 

No special equipment is necessary to 
operate this iron. It can be attached 
to all gas connections, such as a gas 
jet, kitchen stove or other meter con- 
nection. 

Its gas consumption is very small 
and therefore its use is stressed as be- 
ing economical. It weighs 1% pounds 
and there are no parts to get out of 
order. 


Gem Warm Air Furnace 
Shield 


Beh & Co., Inc., 1140 Broadway, New 
York City, is now marketing the “Gem” 
Adjustable Shield for warm air fur- 


_ 


—_ 





nace registers, in two models, model 
1 for floor registers and model 2 for 


HARDWARE AGE 


| wall registers, the purpose of which is 
_to keep the walls and ceilings through- 


out the various rooms of a home from | 
_being streaked and ruined by the dust, 


dirt and soot that come through the 
registers of a warm air furnace. 

its design will cut down decorating 
costs and add longer life to wall paper 
and draperies; defiecting the warm air 
out into the room and along the floor 
instead of allowing the heat to go di- 
iectly to the ceiling. 

.t is adjustable to fit the average size 
warm air register in the home. It can 
be used in any home, making it possible 
for the owner to move same with his 
other household effects in case of 
change in residence. 

The Gem Shield is permanently fin- 
ished in a very attractive oxidized cop- 
per and of extremely neat appearance. 
Not easily marred or scratched. 

It is made of heavy gage steel and 
constructed without the aid of solder, 
screws or bolts. 





New Brownie Malleable 
Clamp Display Stand 


The Brownie Mfg. Co., manufacturer 
of hardware specialties, 2921 Pennsyl- 
vania Street, Fort Wayne, Ind., is now 
furnishing a neat and attractive display 


Cl 


*Heecrnmernag 





stand with its No. 411 assortment of 
five dozen nickel plated, malleable 


handy clamps of the following num- 





bers: 4, 11, 5, 44 and No. 7 vise and V | 
the art of home making, appeal strong- 
| ly to mothers. 
| bined with popular prices results in 


block. Brownie clamps are made in 
several different sizes, and for the con- 
venience of the trade each size is 
packed one dozen to a box. 


New Marion Folders 
_ Marion Tourist Kit, a stout canvas case 


The Marion Tool Works, Marion, 


| accurate 
| rattling. 


_key changes. 
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Eagle Automatic Padlock 


A new automatic padlock, No. 04691, 


_has been added to the line of the Eagle 
Lock Co., Terryville, Conn. 


This lock is designed for the tire 


carrier with which most popular priced 


cars are regularly equipped. The steel 





ratchet shackle is case hardened and 
the closely spaced notches permit an 
adjustment, thus avoiding 


The case is cast bronze with keyhole 


in the face, making easy operation pos- 


sible. It is equipped with cover over 
keyhole to exclude dirt and moisture. 
The keys are extra heavy steel, cor- 
rugated, with handsomely embossed 
bows. 

The lock is regularly made with 12 
Each lock packed in sep- 
arate box; six boxes in a carton. 





New Mirro Fairyland Catalog 


The Aluminum Goods Mfg. Co., Mani- 
towoc, Wis., has just issued a new cat- 
alog on their Mirro fairyland toys. 
Many new sets, several embodying 
beautiful colonial designs, are featured. 


And now with but a few exceptions the 


entire line carries a highly polished 
finish. 

One of the new numbers, a 6-piece 
Child’s Kitchen Set, is illustrated here. 
Note each item is furnished in the co- 
‘onial or panelled design—a feature 
‘hat adds beauty and strength. The 
Aluminum Goods Mfg. Co. 1s the only 
manufacturer making a complete line 
of panelled aluminum toys. 

The sets are packed in brightly col- 
ored Fairyland boxes, which, together 
with the bright toy cooking utensils, 


give the sets an irresistible appeal to 
| children. 


The durability of the toys 
and the lessons they teach children in 


This double appeal com- 


quick sales. 


Ind., has recently issued three attract- | carrying a camp axe and sheath knife, 


ive, colored and illustrated folders. One 
covers the Marion Outdoor Line of pop- 


very handy for tourists, scouts, camp- 
ers and all outdoor enthusiasts. 





sheath knives and 


ular priced axes, 
pitching shoes. 
Another covers pitching shoes only, 
and a third covers the Marion dolly 
trucks. Included in the first is the 





Copies of these folders may be had 
by addressing the Marion Tool Works. 
The illustration above shows one of 
the less expensive patterns of sheath 
knives made by this firm. 
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Are You Profiting 
By the Demand 


For this Equipment? 


Brookins Oil Measures and Brookins 
Portable Drain Tanks make crankcase 
service easy. 


With Brookins Oil Measures, the oil 
dealer can refill any crankcase or serve 
from one to five quarts of oil im one 
operation. And no matter where the 
oil intake is located or how hard it may 
be to reach—the flexible metal hose 
puts every drop of oil right where it’s 
wanted. 


With the Brookins Portable Drain 
Tank, any crankcase can be easily and 
quickly drained by simply shoving the 
tank under the car and starting the oil 
flow. It makes easier work for the oil 
dealer and less trouble for his cus- 
tomers. 


Order Brookins Portable Drain Tanks and 
+ —// Measures from your jobber 
today. 


The Brookins Manufacturing Co. 














Brookins 
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In Springfield, Illinois 


over 160 


ANNOUNCE GRAND 
PRIZE WINNERS 
FOR RED ARROW 


ASBURY ™. &. CHUNCH AND 
PAST NOBLE GRANO AE- 
SEKAH LeOGE WIN 

$200 CASH. ~ 
















cash prize. The money 
vided between the two organizations. 
The organization winner of the sec- 
ond cash prize of $100 was the drill 
team of the Security Benefit asscci- 
ation. This organization bid -* 


Already there are on difplay a 

number of articles to be sold.in the 

June auction on June 24. Within the 

week all articles to be bid upon will 
isplay. 


Highest Bide. 
A list of the articles sold at Red 


Arrow auction . 
13 and the highest Dids are as fol- 


» © Prise: 
. a Church ané P. N. O. 
Club: 1,861. 


2 Seoyrit eananett Association; 
16,866. 
2. oan Stove, M Freidinger. 
1208 North Fourth 


‘eet. ‘ 
3. Kitchen Table, J. C. Hancock, Law- 


; $1,003.00. 
4. Clothes Hamper, Mre. Ehuer Blue, 


notds, $800.00. 
907% East Rey +4, Rex Durbin, Tay- 


1% Sta 
Wert Allen 
13. Tee 
421 Pennsylvania; -$135. 























merchants co- 


operated with Red Arrow 


The column at the left is a repro- 
duction of a part of article from 
the Illinois State Register. 


It shows a few of the prizes 
given out to winners in one of 
the Red Arrow auctions. 


It’s a certainty that any plan 
adopted by 160 merchants had to 
be 100% square, honest and cer- 
tain of results. 


Red Arrow Service originated in 
Springfield, Illinois, was tried out 
and proven right in our own 
back yard. 


It’s based upon the age-old fun- 
damental that people like to play 
games in which there are prizes, 
making the purchase of mer- 
chandise a means to participation 
in games, rather than just “walk- 
in and take it away.” 


Red Arrow Service is eight years 
old, is being used today by 1000 
merchants in the Middle West 
and is absolutely guaranteed to 
do just what we say it will. 


It is not a trading-stamp proposi- 
tion. It combines every element 
of dignified, aggressive merchan- 
dising plus the added feature of 
adding fun to business. 


It gets man, woman and child. 
Meets mail-order competition 
and brings in cash for purchases. 


If for no more reason than 
“curiosity” you ought to find 
out what it is, Just say “I’m 
curious’—no obligation. 


Sign and Mail 


MR. C. E. DEPEW, 
c/o Red Arrow Service Co., 
Springfield, Il. 


Without obligation I would like to 
know more about Red Arrow Service 
to retail merchants. 
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Drain Tank Brookins 
Oil Measure I Se pee ange Po ee 
_—_ in } mes twe, 
our and five quart 
sises. Hes a flevible I ad a td etn : 


metal hose that reaches 

any oil intake wit 

a funnel. A hand 
thumb-valve contro 

the flow of oil. | 
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Step Ladder Logic 


Any step ladder that is 
not SAFE for a man or 
woman to USE is not 
SAFE for a dealer to 
SELL. 

And any ladder that is 
a burden to move or 
carry is not practical. 
That is why every 

Trade-Mark 


Super-Strong 


Step Ladder 


is made extra strong to in- 
sure SAFETY and = as 
LIGHT as is practical to 
insure easy handling. 

We truss each Super- 
Strong Step Ladder at the 
point of strain by a Pat- 
ented Steel Step Support 
which reinforces each step 
and holds it securely. No 
nails. No _ slots. No 
grooves. 

Our ladders sell on merit. 


The Superior Ladder Company 


516 East Madison St. (Lincoln Highway) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied line 





Write for Discounts. 








Oh) skilled craltsman- 
ship ‘and a high ideal of 
uality makes possible 
the precise uniformity 
and superior finish 


GRIFFIN Hinges «2 


( ;RIFFIN 


Manufactunng Co 


ERIE. PENNSYLVANIA 
ranch Offices, 


45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 


























Tires and Accessories 
Belong in the 


HARDWARE STORE 


i 
Manufacturers who want real distribu- 
tion will do well to cultivate the market 
available in the hardware field. 


Hardware merchants know merchandis- 


ing. ‘They can sell accessories, thousands 
are already doing a good business in this 
line. 


Tell them your story in Hardware Age. 


Ps Hy _— 
Li 
‘le if | i AY RD War | 
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ny 


“Every Car 


Owner Buys 





ze | Fae aid I Hardware” 


S|! cated 
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What does cold-drawing do 
for your Hollow Screws? Why 
does this Allen process make 
them sell ? 


Because it compresses the steel 
of the socket-walls, giving them 
greater density and 30% greater 
strength. 


Because it always assures a 
clean, perfectly-formed hex. 
hole, without chips in _ the 
bottom; without - possibility of 
wrench-play. 


By tons pressure even on the 
smallest screws, the cold steel 
“blanks” are forced through a 
die; compressed around a hex- 
agon punch; drawn cold to the 
finished size. 


The costliest method of making 
a hollow screw. But it saves 


more costly breakage of screws 
—and the come-backs on the 


Dealer. 
The Allen Mfg. Co. 


139 Sheldon St. Hartford, Conn. 
BRANCH OFFICES: 


Staub R. B. Gregory, 


Ww. @. le, BE. P. Crawford, Ww. cRae, 
2704 Rochester Ave. 1029 Wesley Ave. 3348 No. Park Ave. 320 Market Street 
Boanston, /1l. San Francisco, Cal 


Detroit, Mich. Philadelphia, Pa. 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 
rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


Coast Representative 


J. T. MCDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 








TUBULAR RIVET & STUD 
COMPANY 





BOSTON 





nil 
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J. McRae 
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Percfeer 


To Customers Who Leave It 
To Your Judgment 


When it is left for you to decide—you become not the 
“judge”—but the Defendant! It is your trial, so to 
speak, and “Perfect” is a Character Witness. 


You will not only make a sale. Your decision will 
bear weight. When a customer says, “I'll leave it to you 
to send the best,” he is going to tell his neighbors all about 
the merits of /is selection. Even if you did send “Per- 
fect” Screen Cloth, he will claim the credit for his good 
judgment. Make the sale and let the credit go! 


Your Jobber Carries “Perfect.” 





MNWULOUANUAUORLSOENORNTOOTOSUTNSOOTLTES ASAT LOANS AMAA EAAULALAEA 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 

















A NEW of the 
KESTER SOLDER FAMILY 


NEW arrival not often is so welcome as this twenty 
pound l of Kester Acid Core Solder. Kester Acid 
Core Solder, for the automotive repairman, has always meant 
more profit per job because it saves time. The new twenty 
pound spool brings an even lower cost per job because it 
means still more solder per dollar. 
The one pound spool of Kester Solder will always be popu- 
lar because of its convenience for carrying from job to job 
—but for routine soldering the twenty pound spool hits the 
nail on the head. Kester Acid Core Solder is also furnished 
on one, five and ten pound spools. Trial size—Kester Metal 
Mender 1/,-lb. coils in cans, 


Order a spool (20-Ib.) from your jobber and prove to your- 
self that you can make more — job by the saving of 
time, the lower cost of materi 


CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue Chicago, Illinois 
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The Attractiveness of Pure White 
With the Durability of Solid Brass 


A White finished bathroom has an atmosphere of 
purity. Like the lily, White is the symbol of purity 
and beauty. 


Unlike the lily 


INGCO Bath Room Fixtures 


with their attractive pure White Enamel finish never 
fade. Their foundation of Solid Brass and the pro- 
tective enamel coating make a combination that will 
last forever. 

The same beautiful designs in the White Enamel 
may also be had in Extra Heavy Nickel Plate. 


Send for Catalog of the complete RWe Line. 
Tumbler and Soap Holders : 


No. 03767, White Finish. AMERICAN RING COMPANY 


No. 3767, Nickel Finish. 
Waterbury Connecticut 


Branch Offices: 
Boston—1!70 Summer St. New York-——2 Hudson St. 
San Francisco—1!1!16 New Montgomery St. 
Chicago—29 E. Madison St. 


























Pipe Couplings 
Scratch Brush Wire 


Rivets 





Q 
BRIDGEPORT, CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 
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CORBIN 





Weed Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Serews 

Sew Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Preducts 


Steve Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Serew Nats 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plaumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Fecutcheon Pins 
<peedometers 


CORBIN 














UNIFORM QUALITY and ADEQUATE STOCK 








Oe a Pm 
ers 
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The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


W archousee——New York, Chicage, Philadelphie 
Western Factory—Dayton, Ohio 

















Vicor 


Send for Catalogue and Price List 








i SPRU Cea Dae 











Painters, Decorators 
Machinists, Millwrights 
For Carpenters, Farmers 
Roofers, Steam Fitters 
Window Cleaners, 
Housewives, Etc. 







Ve’ ,' on a e -  Om Om On , Ga On oF 
BATH,N.Y. U.S.A. 
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Warren ‘“Economical’’ 
Screw Cases are fur- 
nished in various sizes 
— from 15 to 130 
drawers each, made of 
oak and nicely finished. 
The drawers have re- 
movable partitions form- 
ing four compartments; 
compartment accessible 
by sliding the covers and 
can be emptied or filled 


Convenience Speeds Sales! 


Practical, Properly Designed Store 
Accessories That Prove Profitable. 
‘Warren Economical” Screw Cases, Nail Bin Counters, 


a profitable addition to your store. They fill a 
Their practical convenience will 


You will find ‘ 
Display Tables, etc., 
definite need in any hardware store. 
add to your profits. 


WARREN’S STORE ACCESSORIES 


Warren “Economical” Nail Bin Counters are convenient, easy to operate 
and each furnished with 24 pull out, removable, galvanized steel nail 
bins, or any combination of bins and oak front drawers for brads, small 
nails, etc., as desired. (See illustration. ) 

The front and ends are paneled oak with solid oak or linoleum tops as 
desired. 

The removable nail bins are strong, well made, thoroughly reinforced 
and hold 155 Ibs., 8d wire nails. Other sizes in proportion. 

Warren “Economical” Display Tables lead to quick sales. They include 
a great variety of styles and sizes with pyramid tops—open bins or 
compartments, etc., adapted to the display of 5-10 and 25c goods, house- 
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“KF conomic al 
Screw Cases 


Warren 
Sectional”’ 


are made on the _  sec- 


tional inter changeable 
unit system and used as 
a single screw case o1 
several assembled in 


any form desired—one 


on top of another—side 
by side or back to hack 
and others added from 
time to time as_ re 
quired. 


Furnished with or with- 
out base—‘‘all wood” o1 
“wood and metal” 





drawers as de sir e “cl. 


furnishings, heavy hardware, etc. 


J. D. WARREN MFG. COMPANY 
159 N. State Street Chicago, Ill. 


without mixing the dif- 
ferent sizes of screws. 


Folders tlustrating 
and describing any or 
all the above, with 
prices, sent upon re- 
quest. 
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NY ERS 
SELF-OILING BULLDOZER 
POWER PUMPS 


oe 








xy ee 


MYERS SELF-OILING 
DEEP WELL 
WORKING HEAD 

























es | | 
To The 
i MYERS 7 


PUMPS — WATER SYSTEMS — HAY TOOLS — DOOR 

















Myers Self-Oiling Power Pumps are 
the culmination of nearly fifty years 
of effort and ingenuity by master 
pump designers and builders. They 
represent new patented ideas to pro- 
mote economy, safety and dependa- 
bility which have been universally 
approved and accepted by those who 
use power pumps. Could 
there be stronger evidence of 
this than is to be found in 
the imitations appearing on the market from time to time? 

Safeguard your power pump business—increase your sales 
and profits—offer your trade Myers Self-Oiling Power Pumps 


























6-9°-12"and 24° 
. STROKE 







—the original patented self-oiling line now built in sizes 
and styles for practically every requirement. 
May we send literature and quote? j 


THE FE. MYERS & BIRO.co. 


SHLANE BD, OHIO. 

Manufacturers onan Years of MYERS HONOR-BILT PUMPS for Every Purpose. 

WATER SYSTEMS-HAY GRAIN UNLOADING TOOLS - BARN. |. FACTORY and 
GARAGE DOOR HANGERS: STORE LADDERS.E 






CAPACITIES 
500 to 9000 
GALLONS 

PER HOUR 






de P ae 


i i i a eg tncesees 
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“YANKEE” VISES are DIFFERENT 


Designed for Tool and Pattern Makers and Other High Class Mechanics 


Outside accurately machined. 
Swivel Base Quickly Removed. 








QUICK 
and ACCURATE 





Adjust the work to 
the Vise, turn a set 
screw—remove from swivel base and the Vise takes 
the place of a jig, allowing the work to pass thru the 
machine operations and return to swivel base on work 
bench for finishing, without change. This appeals 
to all who use and appreciate high grade tools. All jobbers can supply. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia, Pa. 














Dealers Like DROP FORGED WELDLESS 


the BAUR Line EYE BOLTS 


Many hardware merchants have sent ROLLED THREAD 
for SAMPLES of Baur Cut Tacks. : 

They liked them. They found the GALVANIZED OR PLAIN 
prices right also. They found these 
Tacks steady repeat Sellers because 
customers were pleased with them. 





Now these dealers’ are _ selling 
STAPLES of every description made 
by us and find them equally satisfac- nT, : -” ° 
tory. Note our complete line and v2" Diam. with Eye VY Inside 
write us for SAMPLES and PRICES % I," 

on the items that interest you. — “ oO 


i 66 ea 66 ] yA” 66 


Quick Shipment 


Oliver Iron and Steel Corp. 





BAUR TACK CO. 1001 Muriel St. 
Indianapolis Indiana 
Our complete line also includes Staples of every descrip- PITTSBURGH, PA. 
tion, Double Pointed Tacks, Basket, Clout and Trunk Nails. ESTABLISHED 1863 











Write for Samples and Prices 











Copper and Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CoO. 
ROME N. Y. 
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xc. STEARNS &CO 
» SYRACUSE NY.US | © 3 





SHELDON PATTERN 


This Clamp has great holding power. Steel Bar Carpenter’s Clamp Style No.5 


The tempered spring steel bar is 
rolled from special steel giving it Manufactured by 


extra stiffness. Screws with eight 
E. C. STEARNS & COMPANY 


threads to the inch are used, afford- 





ing great pressure. Saddle is held 
in bar notches with indestructible Syracuse, N. Y., U.S. A. 
spring. Sizes 2% to 7 ft. Sales Representatives: 
Ww. R. VOORHEES & CO., 417 Market St., San Francisco, Cal. 
Send for Circular and Discounts. THOMAS A. TROY, 150-152 Chambers St., New York, N. Y. 
GEO. J. B. RAMSDEN, Canadian Representative, St. Thomas, Ont. 































lhe Saw lest 
The revolving hard- 
ened steel inserts in- 
side the bronze bolts 
cannot be sewed 
through. 
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Better 
Machine Screws 
for the 
Hardware Trade 


KEIL Re = LOCK 


The measure cunnuence 
placed in it by ‘. trade and 
public, the like of which no lock 
has ever received, shows the high 
esteem held by it for its jimmy 
and saw-proof features. 

e That’s why it is making his- 

tory as the biggest seller today. 

Made in rim and mortise, 

front and store door patterns. 

Investigate. 

FRANCIS KEIL & SON, inc., 


401-425 E. — St., New ork, 
Established 1876 


HARVEY HUBBELL 


MACHINE gp SCREWS 
BRIDGEPORT CONN. U.S.A. 


NEW YORK, N.Y. 
30 BAST ocur 6h 














VW 


Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 


terial and skill. 
Sharon Hill, | 


Wm. Rose & Bros., °"’r:. 


Selling Agents 
Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back New York | 
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CASEMENT 
OPERATOR 


This Operator has 
been on the market six 
years; has been used 
trom Coast to Coast in 
all sorts of huildings 
both public and private 

so we will simply 
state here that it opens 
and closes Oitswingineg 


(asement Windows 





trom within, locks the 





Fig. 1 
sash in any position and 
is powerful enough to 
overcome binding and 
rattling. Screens and 


curtains may be hung 
inside without interfer 
ng with operation 


Simple, strong, prac- 
tical and absolutely 
guaranteed; an asset to 
the popular outswinging 
casement. Placed on 
top or within the frame- 
work as shown in fig- 


ures 1 and 2. 





Carcular upon request. 
Fie, 2. 
THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 














This NEW ‘Zimmerman 
Casement 
Fastener 













New Business 
for Hardware Merchants 


The refinements in the New Zimmerman Casement Fast- 
ener are revolutionary and startling. It is a better fastener. 
More practical, more sightly, more efficient. lower in cost, 
and architecturally pleasing. Made in three durable finishes: 
Dull brass, antique copper, and nickel plate. 

We are advertising the New Zimmerman Casement Fast- 
ener and the Zimmerman Shutter Fastener in a national 
way. Architects, builders and home owners are asking for 
them now. Your sales will start the day you display Zim- 
merman Fasteners in your window. Write us at once for 
full particulars, and plan to get your share of this desirable 
and profitable business. 


THE G. F. S. ZIMMERMAN Co., INc. 
6 Broadway, Frederick, Md. 


7IMMERMAN 


FASTENERS for SHUTTERS and CASEMENTS 
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Bu-ue-co- TRIMMING HARDWARE 





Quality -rnght 
Price Teht 
CASH IN ON ‘Gc3oe.co 


**Auvecolite”’ (> Fastened with 


. Vy 
Running 4 iz 
Board ' “a 
? No. 106 
la 12 six-ft. leneths in 
4 . substantial cardboard - 












tube with metal ends. NO- 150 
Rivet 


“Perfectrim Hid ’Em Welt” 





Order 
from \ Te 
“Hit ‘em™ | your EH eI LSPA A 
Nails Jobber Ne PLETE PETAL 
Reinforced He Ve pth as Ed ed 
heads and | tan 
sharp tack Supply 
points for up you used to put seats, tops and door 
Promptly 


holstering panels in 


€ Gullo-Vehiclke Reutls Co. 


1027 Saratoga St. NEWPORT, KY. 





Our New Plant—is a dandy—bigger and better - 
with more facilities to give you service. In ss 


. Ky. across the river from Cincinnati. 
















CUSHION 
TIRE 


YER 
IF ya 


Insure perfect shelf service for any line of merchandise. 
Deep tread steps, properly spaced, with convenient full 
length handholds on both sides of ladder permit mounting 
or descending with ease. Both hands free to remove or 
replace stock without danger of falling. Cushioned Tired 
Trolley and Truck Wheels eliminate noise and prevent 
vibration. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely available 
for stock purposes. One style--neat of 
desi mg finished--any 


in use. Circ 

























































FOR SALE— 
Good Hardware Store 


If that’s what you’re looking for—look in the 
‘‘Classified Opportunities Section’”’ of this paper. 


Many real opportunities to buy a good paying 
hardware business are listed in these columns 


most every week. 


Look there now. 
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Sell the Best 
HARDWARE 
For Hard-wear 























O 
Oo 
For more than 48 years 
Ke) {ease Bommer Spring Hinges have 
maintained their leadership and 
Ke] proven their superiority over all 
> B |_| others. 
es i They have kept pace with the 
6 times, because they have been 
| kept up with the times whenever 
improvement was possible. 
Replenish your stock with Bommer. 
They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 
Your Jobber handles them. 
Send for New Catalog 47. 
big help in ordering. 


lt is a 





Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 


























The New 
Boston Rubber Chair [ip 


SprinGriP Trade Mark The Tip and Its Parts 
Mt Brass Washer Brass Nail 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded ia 
Same. 





Spring 
Socket 





Patented 
Send for Catalogue 








yard RS) THE ELASTIC TIP CO. 


44 
our sieeiai a 
Gtalof | "é Buyer Rubber Speclaltice 


in| @talo 370 ATLANTIC AVENUE 
BOSTON, MASS. 


on page 763. 











‘*ACMES” Won't Disturb 
Floor Coverings 


“ACMES” are ball-bearing casters. They roll 
along smoothly, easily, quietly without the slight- 
est effort. Will not rumble, crease or disturb 


floor surface or covering. The next time a cus- 
tomer asks for casters, demonstrate “ACMES.” 


Acme 


From Your Jobber—Send for Catalog 
THE SCHATZ MFG. CO. 
Poughkeepsie, New York 


Agents: J. C. McCarty & Co. 
29 Murray St., New York City 


N“Roll Along On Acmes” 





=_ 




















HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 


~ 


“Heller's Reference Book on Hardware Store Shelving 
will help you plan for greater sales." Send Coupon 
TODAY for your copy. 

W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & CO., Montpelier, Ohio 
Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 
PRE cc ec ccccccesectesdeosesosdcestoveceeecocooeceses 
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WANTED REPRESENTATIVES 
TO 

















tHE STEWART IRON WORKS CO. 


WCORPORATED 


CINCINNATI. OHIO 























225 STEWART BLOCK 





WINSLOW'S 
SKATCS Ri; 


The Samuel Winsiew Skate Mig. Company 
Worcester. Mans. 











nd BARROWS 
{> = 


Catalog 






2 STERLING 
WHEELBARROW CO. 


MILWAUKEE 
WISCONSIN 


Plain or enameled in 


STRATTO on 
HANDLES 


For Small Tools, Utensils, Eleciricel Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











Robertson “Horse Shoe’ Magnet Hammers 


pane a. 
the tack in position for driv- —— 
ing. Awarded the Silver Meda! —_ 


(the highest offered) at the Panama-rauuc txposition. 


Good profit. 
Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 


Permanent magnet which holds 


© 


DROP FORGED 
WRENCHES 


wesigned and proportioned to give stiff- 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 
ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chicago, Ill., U. S. A. 


















NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 


New Britain Connecticut 





Waste — Mops — Wicking 
Cleaning Cloths 


Caulking Cotton—Chemical Cotton 
Cotton Clotheslines 


Send for samples and prices 








/@\ 
MASSASOIT MANUFACTURING CO. 


Fall River, Mass. U. 8S. A. 


New York Office - -- <= <+-+-+-=«=-s- 350 Broadway 
Chicagwo Offl©ee --+-+-+--=--. 189 West Madison St. 























Wright’s Patent Machine ya we Bit 
Expansive Bits of All Kinds 
Tne Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





BAND “J NOX” saws 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 





“The Toots in the Paid Ber” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS = BAND SAWS = SCREW ORIVERS - GLASS CUTTERS 





SEYMOUR alge PRUNING SHEARS 


A Full and Oomplete 
Line of 


GUARANTDED 
Write for New 





Vineyard yer 


i EY MOUR SMITH i SON, INC., k 
es Representatives: John H. raham & Co., 11 a henge y eh 





Manufactured by 


The Hart & Cooley Co., New Britain, Conn. 











Get an “‘Edge’’ on Sales! 
Dealers i, deing » the Dasey 
t puts e 
thing—knives, ll wo ng yt. a 
and ready seller—and « prefit 
DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 
















BROWN @ SHARPE 
suelo) 
ay Everest ry 
ive Complete Satisfaction 
Catalog on request 


TRADE MARK 
BROWN & SHARPE MF(¢ 


an © OMe oc veh ule la ele 


Confidence in Slanpin, Beand 


y) ” Tungsten Lamps is shown by 20,000 re 
_— tailers and 500 jobbers who sell them. 


ConsetSates Bievtric 


mp ° 
DanVers, Mass. 


“‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.’’ 
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| American Steel & Wire 


Company 
Chicago, New York, Boston, 
Denver, Birmingham, Dallas, 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


BARBED: Elwood Glidden, Am. Glidden, Am. Special, 
kegan, Baker Perfect, Ellwood Junior, Lyman. 

NAILS, SPIKES, STAPLES, "TACKS, Hot Galvanized Nails. 

ZINC INSULATED FENCES: American, Royal, Anthony, 
a U. S., Banner, Steel Gates. 

; ANNER (formerly Arrow) STEEL POSTS. 

CONCRETE REINFORCEMENT. 

BALE TIES: Old reliable brands. 

TELEPHONE WIRE 

| WIRE for every purpose. 


Quick Delivery. Write us for selling plans. 











Sorew Plate sete 


‘The Line That Keeps Moving”’ 


It takes steam to make the engine “Go” and it takes more than 
good materials to keep tools moving. 


We've built “Go” as well as Quality into the complete line of 
“‘Threadwell”” Tools. Let us send you our latest catalog. 


The THREADWELL TOOL CO., Greenfield, Mass. 


New York City, 396 Broadway , — 135 St. Clair Ave., N. B 








Philadelphia, 809 Harrison Bidg. San Francisco, 604 Mission St. 
Rochester, N. Y., 246 St. Paul St. Detroit, 1323 Dime Bank Bidg. 








The SIGN 


Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 


Representative jobbers distribute A-P 
products throughout the United States. 


Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Ml. 


APITOLetncncmacrin 
The handiest of all lawn 


tools. Makes a lawn look 
# neat, well cared for. 


It’s easy to trim and edge 
with the Capitol. 


That’s why the demand has 
increased from year to year. 


Granite State 
Mowing Machine Company 


HINSDALE, N 























Do It with a 
National 


There’s nothing like 
snappy, neatly let- 
tered show cards to 
attract instant atten- 
tion to goods in your 
store. And there is 
nothing that will make 
these cards as quick- 
ly, easily and cheap! 
as a NATIONAL 
SHOW CARD 
WRITER. 


Write for in- 
teresting folder 
and prices. 


National Sign Stencil Co. 5f°P.a mane 
Pacifie Coast Office. 206 Chotiner Bido., Los Anaeles. Cal. 

















Beraloyp IRE 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, _ uni- 
form selvedge, thoroughly . 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 

Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 


(Formerly Scheeler’s Sons) 
218 Terrace a ateet teas Buffalo, N. Y. 



















FORGING a 
GENCO blade 


First of 79 opera- 
tions that go into 
the making of a 
GOOD Straight 


Razor. 


Order from your 
Wholesaler. 


GENEVA CUTLERY CORP., Geneva, N. Y. 


“Honest Workmanship on Fine Steel.” — 


oe 99 HITCHEN 
SAVORY SPECIALTIES 
Nationally Advertised—Easily Salable 
Also a Wide Line of Staples as Listed Below 


ane 
th a i 
ason-™ 
aaa 
aaa : 
— : CO. : 


ST WARE 
1 REPUB! AC ME! Al ie 
a t. AF, 90 Alabt 
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assified Opportunities 
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Classified Advertising Rates 
Opportunity Exchange Section 


! inch 
Each additional 





Use the “Classified Opportunities Section” 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


BOXED DISPLAY RATES 


to reach Hardware Manufacturers, ) 


Positions Wanted Advertisements 
50% off the above rates 





Address your advertisements and replies to 





Allow One Line for Keyed Address 








Hardware Age, Classified Oppor- 
Set Solid, Minimum of 5 lines... .$3.00 . : +s tunities, 239 West 39th St., New 
assifi Advertisin ’ , 
Each additional line........... .60 Discounts for Classified d 8 York City 
All Capitals, Minimum of 5 lines.. 4.00 4 insertions, 10% off; 8 insertions, 15% 
Each additional one line....... .80 off eee ee Daye previous to date nA 


Remittance Must Accompany Order 








publicat 











BUSINESS OPPORTUNITIES 








. MAN WITH CONSIDERABLE selling and manufacturing ex- 
}) perience well known in hardware trade, with some capital 
would purchase controlling interest in going concern manu- 
facturing line sold to hardware trade. This is your opportunity 
to connect with capable executive. Principals only, no brokers. 
Address Box A-3, care of HARDWARE AGE, 1002 Park Build- 
ing, Pittsburgh, Pa. 








shemeuanaies WANTED 


24 years old, with 4 years’ experience in the retail 
wishes position with wholesale or retail concern where 
Now employed, and can give best 








YOUNG MAN, 
hardware business, 
ability and hard work are appreciated. 





of references. Location gay > in the Eastern States. Address Box 
H-133, care of Harpware Acre, New York. 
SALESMAN—EXPERIENCED IN TOOLS, cutlery, hardware and 


specialties. A first class man willing to give loyal, conscientious service 
desires a position with a reputable house. Eastern or Southern territory 
preferred. Excellent reference. Address Box H-124, care of Harpwarg 
Ace, New York. 











BUSINESS located in rapidly growing 
Extensive building operations now 
realty corporations. Stock will 


HARDWARE 
Long Island. 
large 


FOR SALE 
section on Queens Blvd., 
being conducted in neighborhood by 


inventory about $7500. Excellent y aor gt for party understanding 
planting and general repair work, ash required $3000. Address Box 
it 142, care of Harpw ‘rE AGE, New vox 

FOR SALE—GENERAL HARDWARE STORE, Eastern Ohio town. 
Farming, coal stripping, railroading industries. (;o00d school, churches, 
bank, city water, electric power, etc. Invoice, stock $9,000.00,, fixtures 
$1,000.00. Brick building, seven room apartment, basement, hot water 
heat, gas. electricity, garden, wareroom, garage and vacant lot. Priced 
to sell. _ Address Box 238, Coshocton, Ohio. 

FOR SALE—Hardware and implement store doing a very profitable 
business in growing Western town. Stock will inventory about $15,000 
and building about $6,000. (Owner retiring from business on account of 
ill health. Good opportunity for right party. Address Vox 11-134, care 
of Harpware AGE, New York. 

MODERN HARDWARE STORE in live Western New York State 
city. Established business. Complete new fixtures, long time lease. Will 
inventory $15,000.00. If interested write Box H-141, care of Harpwarr 
AcE, New York. 

DIES. FOR SAL E for the manufacture of Brass Ring Lawn Sprinklers 
that retail approximatcly for $1.00. KEYSTONE MFG. CO., 288 
A Street, Boston, Mass. 





HELP WANTED 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell higt 
grade lines direct to dealers. (Good commission. also full commission or 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 








BUILDERS’ HARDWARE MAN, experienced, who can figure from archi- 
tect’s plans and specifications. Must have ability to sell. State age, ex 
perience, reference and salary expected. dress Box 7161-A, care of 
Harpware Ace. Otis Bldg., Chicago, Illinois 





WANTED—A SALESMAN ACQUAINTED with hardware trade by 
reputable manufacturer. To cover part of Ohio on salary and commission 





basis. lust have car. Reply fully Box H-130, care of HArpwAre Ace, 
New York. 

WELL KNOWN NEW YORK CUTLERY concern wishes to have 
salesmen represent line in all parts of the United States. Part or whole 
time. Commission basis only. (sood opportunity for live wires. Address 
Box H-136, care of HARDWARE AGE, New York. 

SALESMAN IN METROPOLITAN DISTRICT for well-known tool 
line. Acquaintance with this trade desirable. Guaranteed salary with 
opportunity to increase earnings on commission basis. State age, experi 
ence, etc. Address Box H-135, care of HArpwAre Ace, New York. 





POSITIONS WANTED 


MANAGER BUILDERS’ HARDWARE DEPARTMENT in one of 
the largest retail stores in South, desires change. Thoroughly familiar 
with his line, possessing confidence of his ability and knowledge of 





finishing hardware, also possesses wide experience in all other lines of 
hardware. 
ence solicited. 


Age 35, literary and business college education. Correspond.- 
Address Box H-112, care of Harpware Ace, New York. 


DEPARTMENT HEAD, in one of the largest retail hardware stores in 
South, several years acquiring wide experience, desires connection as fac- 
tory representative of a reputable and reliable firm calling on jobbing and 
wholesale trade. Address Box H-113, care of Harpware Acs, New York. 


SALES ACCOUNTS WANTED 











Agencies Wanted 


Manufacturers’ Agency calling on all 
the hardware and general stores in Can- 
. ada from coast to coast with their own 
representatives wishes to secure addi- 
tional lines of kitchenware, hardware | 
or hardware specialties. Best of refer- 
ences. Apply Box H-132, care of HARD- 
WARE AGE, New York. | 
A. 














PROVEN PRODUCER POSSESSING FINESSE, character 
and personality, forty years of age, married, wide ac- 
quaintance with wholesale and retail hardware, electrical 
and auto accessory trade of Missouri, Kansas, Nebraska, 
) Oklahoma, desirous of making permanent connection as 
manufacturer's agent. Lines must be highly competitive. 
Reliable, satisfactory reference. Address Box H-140, care 
of HARDWARE AGE, New York. 














TO HEAR from manutacturers of the following lines 
and cutlery, also boys’ wagons, ice cream 
on commission basis, to represent them in the 
and Florida. Twelve years’ successful selling 
Address Box H-137, care of HARDWARE AGE, 


WOULD LIKE 
Builders’ hardware, tools 
freezers, cheap cook stoves, 
States of Alabama, Georgia 
experience. A-1l references. 
New York. 





HARDWARE SALESMAN WITH twenty-two years’ experience and 
following starting Manufacturers’ Agency business, desires to represent 
factories in following lines: Rope, galvanized pails and tubs, padlocks, 
also brass goods such as bibbs, nozzles, etc. Covering Virginia, Tennessee. 
part of West Virginia and Washington, D. C. Address Box H-127, care 
of Harpware Ace, New York. 


SALES REPRESENTATIVES WANTED 








WANTED—EXPERIENCED SALES REPRESENTATIVES for Chi- 
cago, Cleveland and Philadelphia to handle on commission basis a small 
line of Mechanics’ Tools of recognized high quality, selling principally to 
= —or retail stores. Address Box H-131, care of HaArpware Ace, 

ew Yor 
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Classified Opportunities 


SALES REPRESENTATIVES WANTED SALES REPRESENTATIVES WANTED 


WE WOULD LIKE TO hear from manufacturing agents, jobbers and A PROFITABLE, HIGH-GRADE SIDE-LINE with a record for rapid 
salesmen a on hardware trade, housefurnishing trade, and wholesale | turnover, is open to experienced, dependable salesmen traveling to the 
groceries in all states of the country. We specialize in manufacturing hardware, housefurnishing, good grocery and general stores trade, on a 
of several fast selling articles that are sold through these channels. In nationally distributed and advertised household staple with improved 
first letter please state which territory you wish to cover. THE KIEL patented feature, outselling similar articles three to one. Sales equipment 
MANUFACTURING CO., Youngstown, Ohio. and helps furnished. All orders accepted in the name of the factory and 

shipments made direct. Commission arrangements will be made with 


DIRECT FACTORY REPRESENTATIVES to handle eur Simplex responsible applicants only. State experience and present connection. 
Box 929, New Orleans, La. 


Roofing, Shingle and Sheathing Nails to the hardware trade on commission 
basis. Good seller. Exclusive manufacturer. CRESCENT BRASS & 
PIN COMPANY, Detroit, Michigan. 














WELL KNOWN STOVE LINE open for Indiana, Wisconsin and 
Minnesota territories on straight commission basis. Line exceptionally 
MANUFACTURER OF White Enamel Ware of high grade, selling at well adapted for these territories; strong gas and heat circulator lines; 

= factory nearby—prompt deliveries; liberal commission. Positively one of 


popular prices, wants salesman acquainted with the tra for Southern I r , 
territory. Also for territory between Mississippi and Mountains. Also for the foremost stove lines on the market—a big REPEATER. Only high 


New York State. THE STR ; . SE G, OHTO. class, proven business getters now having contact with trade in these terri- 
— vo See STRONG MFG. COMPANY. SEBRING, © tories need apply. Address Box H-117, care of Harpware Ace, New York. 











WANTED—Salesman with office in Galveston or Dallas, one salesman 


for Atlanta, Ga., and one for Florida, to carry manufacturer’s line of MEN CALLING ON HARDWARE, automobile jobbers or dealers, to 
hardware specialties, screen hardware and cylinder locks. Address sell high quality feeler gauges, one size having three inch blades, other 
Box H-138, care of HArpwWARE AcE, New York. nine inch blades. Commission 20 per cent. We guarantee complete satis- 





Se en gers : faction to everyone or return goods. Old company in automotive field but 
SALESMEN CALLING ON THE RETAIL hardware trade regularly, new in hardware. C. A. PARKHAM, care Grinder Sales Co., 526 

to sell “CAN’T SPLIT” indestructible file, soldering and tool handles as Fort St., Detroit, Michigan. 

a side line. Exceptionally large commissions. Handles absolutely guar- 








anteed. Give full particulars in first letter. ‘“‘CAN’T SPLIT’ HANDLE SALES REPRESENTATIVE FOR CHICAGO, known among the 
CO., 5-15 Newfield St., Buffalo, N. Y. hardware trade and who is now carrying lines that will not conflict with 

- a good — of Builders’ Hardware. SHARON HARDWARE MFG. CO., 
— a = wune Sharon, Pa. 











Le ow ” WANTED—Manufacturer’s representative for Pittsburgh and vicinity 
t US Help You Word Your ant. to sell factory line.of corner irons, screen hangers and cylinder locks, etc. 


—- Address Box H-139, care of HArpwWaAreE Ace, New York. 














the M Remarkable Tools for Wood 
F ORSTNER BITS Working vee pe for tae ond Sitahine 
The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 


arc of a circle and can be guided in any direction regardless of grain or knots, leavi a true polished surface. It is preferable and more 
“em : " asi expeditious than chi gouge, scroll-saw, or lathe tool combined for core 


boxes, fine and delicate patterns, vencers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. --- TORRINGTON, CONN., U.S.A. 


EVEREADY i=" WESCO TIRE CHAINS 
COLUMBIA  ationat carzon co, Inc. ARE GUARANTEED 


New York, San Francisco 
Western Chain Co. 


Dry Batteries Atlanta Chicago Dallas 
Chicago, U. S. A. 











weteestis 














-they last longer Kansas City Pittsburgh 


CANADIAN NATIONAL Carson Co., Limited, Toronto, Ontario 























Reichard Magic Weeders 
a Fast Selling-Line 


The garden enthusiast is attracted by 


STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 





yh tion, ‘None. sell so readily. to 
prevents clogging. A full line of Reichard Barbers and Horsemen. We 
Magic Weeders will be constantly ‘‘digging up”’ make both kinds. 
profits for you. Retails 

at $1.10 


American Shearer Mfg.Company 


F. H. REICHARD MFG. CO. 
Nashua, N. H. 


Bangor, Penna. 





























-—? a 


Seythes sinee 1912. Axes since 1880. 


heats Go Cans | RLPORDING.....n 


Tools and Supplies 
Trow & Holden Co., Barre, Vt. 


New catalog, Ne. 7, now ready 





Stone Working 4 














J. L. THOMPSON MFG. CO. ELEVATORS _ CRAYONS 


Waltham, Mass. | 
Tubular and Bifurcated Write for our catalog FOR BEVERY PURPOSE 


=v TS r11 New St. Philadeipnialf! | STANDARD CRAYON MEG. co 


Me ee 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published L. a convenience and not as a part of the advertising ne. Every care will be taken to index correetly. 


allowance will be made for errors or failure 
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| ee? for CAMPING 
aE wn ELE Pero 


2 NTOLD thousands of people go 
camping each summer. Other 
thousands enjoy _ incidental 
an camping while on motor tours. All 


need LANTERNS. 


Why not get more of this summer lan- 
tern business? Dress one of your win- 
dows now with a handsome Dietz Lan- 
tern Window Display! We will send 
you a Display without charge if you do 
not have it! 


R. E. DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in the World— 
Founded 1840. Output Distributed Through 
the Jobbing Trade Only. 
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DIETZ LANTERNS FOR SUMMER TIME 
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Your Business Protecte 











on This New Line 








THOROLA MODEL 57 


A five-tube receiver with famous 
doughnut coils and positive two-dial 
vernier control, in a beautiful genu- 
ine walnut c: abine t—arranged to take 
power tube 1 in last stage —distinctive 
in appearance —the newest thing in 
performance. | rice $60, 


THOROLA 4 SPEAKER 


The standard of 
loud speaker repro- 
duction, Controlled 
Mica diaphragm 
and powerful mag- 
net builds the faint- 
cst radio impulse in- 
to giant sound with 
all the true tone 
qualities of the 
broadcasting sta- 
tion itself, 

Price 








THOROLA MODEL 58 


It embodies the same super-excellent 
circuit as Model 57. With built-in 
Thorola Speaker and tone chamber. 
An exquisite compact console, beau- 
tifully finished in rich walnut follow- 
ing closely the Tudor design. 

















Thorola dealers will plunge into next 
season’s business armed and protected 
by exclusive dealer franchises. If you 
have a Thorola franchise all the 
Thorola business in your territory is 
yours —and there will be a lot of it 
with the new Thorola line. 


The famous Thorola Circuit is now 
embodied in three new beautiful 
models that challenge comparison 
with any radio made. They represent 
values that radio buyers cannot and 
will not overlook. And your profits 
are protected by an unflinching 
dealer policy. 


Let us write you the full details of 
our new plan and of our new line of 
receivers and speakers. Thorola will 
be distributed through selected job- 
bers, located conveniently to give you 
service and immediate delivery. If 
your territory is still open we honestly 
believe that there is an opportunity 
to make the real money that you 
have always wanted to make in radio. 
Write or wire today. We will answer 
just as promptly. | 

REICHMANN COMPANY 
Address Dept. E, 1725-39 W. 74th Street, CHICAGO 


THOROLA JUNIOR 12 


It is extremely sensitive to 
faint signals, and the unique 
method of control is respon- 
sible for the Junior Model’s 
excellent tone quality, mak- 
ing it ideal for sm: aller apart- 
ments. Price $15 





Prices slightly higher west of the Rockies 








THOROLA CONE No. 9 


The dual diaphragm construction ex- 
actly reproduces every note with 
glorious musical timbre. It has 
plenty of reserve volume. In artistic 
beauty of line the Thorola Cone 
stands apart. It is a beautiful work 
of art, harmonious with any furnish- 
ing. Price $20. 





THOROLA MODEL 59 


In addition to the regular Thorola 

circuit this model is cunningly de- 
signed with two spacious tone cham- 
bers containing the Thorola 4 
Speaker and the Thorola Cone No. 9. 
A beautiful compact console of 
Tudor design, finished in fine walnut. 
An ideal radto receiver for the small 
city apartment or the spacious 
country house. Price $185. 











